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j, S. Extending 
vestigations of 


ice Packing 
Probes Authorized 


In San Francisco, 
Cleveland, New York 


By John K. Teahen Jr. 
Staff Writer 
THE new-car pricing front 
last week were several develop- 
ts, including Justice Depart- 
nt authorization of Federal auto} 
packing investigations in 
land, New York and San 
acisco. 
A Federal grand jury has been 
sled at Cleveland. Juries 
we not yet been called in New 
and San Francisco. The in- 
tions are similar to that 
in Washington, D. C. 
Isewhere there have been | 
opments in voluntary price- 
re plans of auto dealers. 
oa > > 


MHE critics who have gained 
f headlines by blaming only auto 
alers for what they call the 
D tal-bazaar” aspects of the 
“car price picture might be 
sympathetic if they could 
md a few days in the “option 
fle” in which dealers live. 
ny of the critics have com- 
‘plained that prices of similar 
is vary by more than $100 
dealerships but a few miles | 
Auto merchants admit the 
tion but declare, “It’s the 
Squipment that makes the differ- 
mice.” 





sf 


'in Detroit, for instance, a Ford 
ted retail price list contains 
items of optional equipment and 
Rine tire options available on vari- 
ous models. 
The buyer of a Fairlane 500 or 
on wagon also can choose from 
engine-transmission combina- 


> > > 
BUICK price list includes 45 
items plus five tire options 
seven paint choices for vari- 


: 


When a Buick buyer says he 
Wants a radio, the dealer doesn’t! 
Write down a figure immediately. | 

first must ask the customer | 


Which one he'd like (Buick has| 
two), whether he wants an electric | 
(Continued on Page 54, Col. 1) | 


cers in Massachusetts— 


wvests and officers of the Massachusetts Automobile Dealers Assn. are shown at 


Published Weekly at 
2666 Penobscot Bidg. 


DETROIT, JUNE 2, 1958 


Top Cars ‘Milestone a Month 


New-car registrations for three 
months, plus 27 states for April: 
1958 1957 
Pos. Pos. 

1— 386,813— 2 
411,357— 1 
169,621— 3 
116,005— 5 


Make 
Chev. 
Ford 
Plym. 
Olds. 
Buick 
Pontiac 
Mercury 
Dodge 
Cadillac 
Rambler 
Chrysler 
DeSoto 
Edsel 
Stude. 
Lincoln 
Imperial 
Met, 


353,903 
272,426 
109,336 
94,905 
83,458 
70,191 
38,569 
38,243 
37,910 
36,377 
19,145 
15,521 


By Robert M, Lienert 
128,118— 4 Associate Editor 

95,082— 6 | EW-CAR sales in the U.S. are 
78,112— 7 | running more than a month 
72,896— 8 | behind the year-ago pace, according 
41,822— 9 | to the estimated current rate. 


27,283—12 
32,906—10 The two-millionth new-car reg- 
32,868—11 istration of 1958 will be recorded 
next Wednesday (June 4). Last 
17,473—13 year, sale No, 2,000,000 was closed 
12,015—14 | May 1, as was the case in 1956. 
aap an Paradoxically, the two-millionth 
Packard 1,995—17 |car was sold before it was built. 
74,685 Misc. 38,042 As of June 4, total 1958 car produc- 
tion will be approximately 65,000 

All Mak 

wea 1,674,847 units short of two million. Dealers, 
: P ; of course, have a tremendous stock- 
rier Come eS eS 2 pile from which to draw. Sales, by 





GM to Stop Subsidies 
On Sales to State Units 


ENERAL MOTORS announced) practice, he said, sales “to states, 
last week that it will discon- counties, mgicipalities and po- 
tinue making direct bids or “par-| litical subdivistens thereof, were 


ot ; ; made by General\Motors dealers 
ticipating financially with dealers sort. 
in submitting bids” for the sale of rather =e directly“ay the divi 


sions . 
new passenger cars to state, county 


oa “In recent years, however, & 
and municipal governments. practice has developed in the in- 
Discontinuance of the practice 


dustry whereby manufacturers 
will be effective June 16, Presi- 


have either bid directly on such 
dent Harlow H. Curtice said in business, or have made available | 
a letter to the general managers | to any of their dealers who de- | 
of GM’s U. S. passenger-car divi- | sired to bid on such business, 
sions. Copies of the letter were | financial assistance or subsidies,” 
sent to all GM distributors and | Curtice said. 

dealers in the U. S. “In the competition for this busi-| 

The move was a victory for deal-| ness,” he continued, “some business | 
ers and dealer associations in many (Continued on Page 50, Col. 1) 
areas who have been fighting sub- 
sidized or “cut-rate” sales to local 
governmental units. 

“We shall continue to handle 
direct, through the divisions as in 
the past, proposals for vehicles to 
meet the special requirements of 
the Federal Government and its 
agencies,” Curtice said in his letter. 

> > - 

URTICE’S announcement rep- 

resented a return to a general 
practice followed by GM and its 
dealers for many years. Under this 


Chance for Cut 
In Excise Taxes 


Dead for Year 


By William Uliman 


Washington Bureau Chief 


ASHINGTON. — 


| 
| 
| 
| 
| 


Possibility of 


year—which auto men considered a 


|to give autos special tax relief. 


The committee voted a one-year 
extension of corporate income and 
excise taxes at present rates by a 


floor for action this week. 


Months of talk about tax cuts 
here ended in futility, for all prac- 
tical purposes, when the House 
Democratic leadership announced it 
would go along with extending 
Federal excises at current levels 
for another year beyond July 1. 

This followed a White House 
statement renewing its recom- 
mendation—first made last Janu- 
ary—that the excise rates should 
be continued. 

Up to last week, President Eisen- 
hower had left in doubt whether 
the Administration would change 
its mind and cqme out for tax 
relief, in view of' the recession. 

In the absence of extending legis- 
lation the excise rate on new cars 
is slated to drop ffom 10 to 7 per- 
cent on July 1 and that on parts 
and accessories frpm 8 to 5 percent. 

. * 


| 3—Plymouth 


an excise-tax cut on autos this! 


factor in present lagging sales— 
came to an end last week when the| 
House Ways and Means Committee | 
| overwhelmingly rejected a proposal | 


vote of 21 to 2. It was sent to the! 





@ssociation's annual convention. Bottom row, from left, are Harry B. Scott, Cam- 


decision to support extend- 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


Later Than 757... 


running ahead of output, are help- 
ing to whittle down stocks. 
> a” + 


EVER in postwar years have 

sales run ahead of the produc- 
tion rate so early in the year. This 
comes about, of course, as the result 
of factories drastically slashing 
output this year when it became 
epparent that stocks were un- 
wieldy and sales sticky. 

If labor difficulties are ironed 
out so that production continues 
at recently established levels, the 
two-millionth unit of the year 


will be assembled about five days | 


‘after the counterpart sale. 


A year ago, the two-millionth car 


Was built 21 days before it was 
Sold, and in 1956 it was produced 
18 days before its sale. 


> * > 


HE millionth car was built this 

year March 11 and sold 11 days 
Inter, on March 22. Thus, in the 
a of selling their second mil- 
on autos, dealers closed the gap 
@n production by 16 days. 

This is almost entirely the result 
6f slowing up the nation’s assembly 
lines. Little credit can be given to 
selling performance. 

A year ago, it took 56 sales 
days to move the first million 


cars and 47 sales days to sell the | 


second million. 

This year required 69 days for 
the first million and 62 days for the 
second million. In the booming 
period of 1955, the industry ripped 


Car Production 
May vs. April 


Pet. of 
May 
Output* 
32.56 
21.69 
9.39 
7A2 
5.42 
5.03 
4.44 
3.68 
3.54 
2.53 
1.61 
0.91 
0.64 
0.52 
0.30 
0.29 
0.03 


Pet. of 
April 
Output 
29.58 
21.90 
10.67 


Gain 
or 
Loss 


+2.98 
—0.21 
—1.28 
—0.97 
+0.89 
—0.58 
—0.40 
—0.59 
+1.09 
—0.50 
+0.15 
—0.07 
—0.18 
—0.10 
—0.09 
—0.12 
—0.02 


Pos. 
1—Chevrolet 
2—Ford 


4—Oldsmobile 
5—Rambler 
6—Buick 
7—Pontiac 
&8—Cadillac 
9—Mercury 
10—Dodge 
11—Chrysler 
12—Stude. 
13—DeSoto 
14—Lincoln 
15—Edsel ; 
16—Imperial .... 
17—Packard 


Total ... 


1—G» .... . 53.13 
2—Ford .......... 26.06 
3—Chrysler ... 14.46 
4—AMC .......... 5.42 
5—S-P ...... 0.93 


100.00 


+0.43 
+0.71 
—1.93 


+039 


16.39 
4.53 
1.03 


Total 100.00 100.00 


*Estimated by Automotive News, 


This issue includes the monthly 


TRUCK SECTION 


$8 Per Year, 25c Per Copy 


Car Sales Reach 2 Million 


| off a million sales every 40 working 
| days. 
Total sales to date are at the 

lowest level for the period of any 

year since 1952, The big difference, 

of course, is that the average dealer 
|this year is operating @ the red, 
|while in 1952 a small profit was 

shown by retailers. 

a ” > 

A* THE current rate of selling, 
| taking into account seasonal 
|adjustments, this year’s ultimate 
|total new-car sales will fall short 
| of five million units. 

In only two other years of the 
last decade has the industry 
failed to sell as many as five mil- 
| lion cars a year. This year’s total 

(Continued on Page 4, Col, 1) 


| 


Output Hikes Set 


By Chevy, Ford 


Rambler Also Gains 
Bigger Slice in May 


By Maynard M. Gordon 
News Editor 
PRING increases in sales have 
firmed up Chevrolet, Ford and 
Rambler production schedules for 
| the closing months of the 58 model 
n. 


Chevrolet particularly, Avromotive 
News learned last week, has made 
purchasing commitments geared to 
a sales rate of more than 30: per- 
cent of the market. The GM divi- 
sion captured slightly more than 
| 27 percent of first-quarter car sales. 

Ford division has stepped up its 
June and July schedules moder- 
ately. Ford hopes to be in con- 
tention for a last shot at the sales 
title by new-model introduction 
time. 

Rambler, sharing in the swing to 
lower-priced products, tentatively is 
planning to resume its six-day 
schedules this month. The Ameri- 
can Motors make is tying itself 
closely to dealer orders, which have 
remained brisk. 

= > 

LTHOUGH Memorial Day 
+% brought about a short work 
week everywhere outside the South 
last week, production of an esti- 
mated 66,385 cars exceeded expec- 
tations. The holiday subtracted only 
20,204 cars from the previous 
week's total. 

An estimated 349,035 cars rolled 
from the plants in May. This sur- 
passed April's 316,503 and fell just 
8,000 units short of the March 
performance. 

Contrasted with May of last 
year, of course, last month’s 
production was strictly no com- _ 

(Continued on Page 53, Col. 3) 


Inside Automotive News... 
Sales Test of the new Mercury, Page 13. 


Taunus priced from 


$2,016, Page 8. 


Selling trucks by vocations offers profit inroad, 


Page 21. 


L. A. Auto Buy results, Page 2. 


Dealer conventions: 
Carolina, Page 3. 


Missouri, Page 50; South 


» first vice-president; John J. Dugan, New Bedford, retiring president; Leo W. I ing legislation. was made after 
f, Worcester, president. Second row: Hugo Separini, Newton Centre, second| frequent consultations between 
Président; Pat Crowley, dealer relations director, General Motors Corp.; Staniley| Treasury Secretary Robert Ander- 

” Shapiro, Pittsfield, treasurer, and Frank Conniff, national editor, Hearst newspapers. (Continued on Page 4, Col. 1) 


se 


a 


Dealer Ad Ideas, Page 40. Turnings, Page 17. 
Auctions, Page 41 (Detroit, Page 8). 
Editorial, Page 10. 
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‘Tempest in a Teacup’... 


L. A. Pulls Out All Sales Stops 


By William Carroll 
Staff Writer 


OS ANGELES.—“Tempest in 2 
teacup” appears to most accu- 
rately describe the effects of “You 
Auto Buy Now” on the mammoth 
Greater Los Angeles automotive 
market of San Diego, Orange and 
Los Angeles counties. 
YABN ran from Apr. 24 to May 

4, with a capable staff of adver- 

tising and public relations people 

pulling every string in their socks 
to find time in the air and space 
on newsprint to plug automobiles. 

On the plus side: 

1. Everyone in the area knew 
that auto dealers had cars for sale. 

2. The dealers sold 7,088 new and 
12,349 used units (a total of 19,437) 
during the 10-day promotion. 

3. Department stores, other retail 
businesses and real estate brokers 
noticed definite increase in sales. 

* + * 


THER factors to be considered: 

1. A lot of people were con- 
fused, thought the auto business 
was in a bad way, and came into 
showrooms expecting to be given 
a car. 

2. Some 1,600 dealers partici- 
pated in the program, each of 
whom sold (during the 10 days) 
about 35 more cars than he 
would have sold had business re- 
mained unchanged from the pre- 
vious 20 days. 

3. The sun was out, temperatures 
higher, so all business might have 
improved without YABN. 

Behind the commotion was a 
skillfully planned program. 

Organizers of the campaign began 
with arrangements for cooperation 
of advertising media. Through a 
series of meetings, the local auto 
dealers’ committee asked every 
medium to consider the “Auto Buy” 
campaign as an important and 
vital public service. They also men- 
tioned that the automobile industry, 
including local dealer associations 
and individual dealers, have for the 
last eight years provided about 30 
percent of the gross business of 
radio and television stations and 
newspapers, 
. - > 
result was a smooth pitch 
to media people for free time, 
free spots, free publicity on news 
programs and newspaper space on 
a free basis. 

At the suggestion of the media 
people, the campaign was broad- 
ened into a “Buy Now” drive, 
with backing of the many cham- 
bers of commerce that serve 
Southern California. Meetings 
were also conducted with banks, 
finance companies, oil companies, 
large manufacturing companies 
and many retail groups. 

In nearly every meeting, the auto 
dealers hit pay dirt. More than 
1,700,000 leaflets passed into the 
hands of bank customers to sug- 
gest they “Support You Auto Buy 
Now Week.” Other merchants 
added the same pitch to their regu- 
lar TV and radio advertising. 

Off-the-cuff comments of a com- 
mitteeman disclosed YABN re- 
ceived more than 3,000 one-minute 


Sales Stretch— 


With the market cold as Christmas, 
Lovis Rose (DeSoto-Plymouth), Highland 
Park, Mich., pulled Santa out of the bag 
in May to try to warm things up. Here 
he is being greeted by model Jinx Mc- 
lucas. Santa gave candy and games to 
the kiddies while the salesmen tried to 
interest parents in automobiles. 


radio spots and about 700 television 
spots, Contributed newspaper space 
was comparable. 

+ * > 


ro, GM and Chrysler dealers 
in the San Diego, Orange and 
Los Angeles counties delivered 13,- 
738 new cars between Apr. 21 and 
May 10, compared with 9,652 new 
cars during the first 20 days of 
April. On the same basis 22,552 
used cars were delivered compared 
to 17,547. 

Total unit sales (which include 
trucks of the passenger-car mak- 
ers) figure to an increase of 9,091 
units (both new and used) in the 
second 20-day period. 

Those 9,091 extra sales are a 
lot but, when you divide them 
among over 1,600 dealers taking 
part in the campaign, it amounts 
to 5.6 extra vehicles sold by each 
dealer over a period of 20 days. 

Did anything happen outside the 
auto business to account for the 
results? Manufacturing employment 
in the Los Angeles-Long Beach 
metropolitan area dropped from 
701,400 in March to 692,200 in April, 
with 4,400 of the decline in the 
automobile industry. 

The campaign was plowing no 
stony field. In the three counties 
are 68.5 percent of California’s 
manufacturing employment. Over 
half the state’s taxable retail sales 


Insurance Law Cuts 


Vehicles in N. Carolina 


RALEIGH, N. C. — Figures 
released by the North Carolina 
Motor Vehicles Bureau indicate 
that the State’s compulsory auto- 
mobile insurance law, which went 
into effect Jan. 1, has taken more 
than 20,000 vehicles off the roads. 

From Jan. 1 to May 19 of this 
year, 1,507,743 vehicles had been 
licensed, compared with 1,531,269 
for the same period last year— 
a decrease of 23,526. | 


and 51 percent of the personal in- 
come lie in the 14 southernmost 
counties which contain almost half 
of the state’s population. 

* = + 


AT about the dealers who had 

to deliver their 5.6 extra units 

during YABN, and the 10 following 
days? 

Artie Levine of Associate Motor 
Sales is happy. “It increased busi- 
ness by 40 percent, used cars 
jumped by 20 percent and every- 
one on the lot mentioned YABN. 
Business has held up swell.” 


A Studebaker-Packard spokes- 
man claimed the Apr. 21-30 pe- 
riod was the best of the last 
seven previous 10-day periods, 
with a 28 percent increase in 
business. Buyers were loose, the 
shoppers stayed home. 


good—in used cars. Because the 
B-O-P plant only operates on alter- 
nate weeks, he couldn’t fill special 
orders as rapidly as necessary. As 
a result he estimates 10 deals were 
lost, when customers went else- 
where to find a desired body style, 
equipment package or color. 

After YABN was over, new-car 
business fell off 50 percent. Used 
cars are still pretty good, he said. 

“It did the job,” said an Edsel 
dealer. “YABN brought in good 
solid deals, with a profit and down- 
payment we could keep. We spent 
about $2,000 additional in advertis- 
ing and business is holding with 
sales ahead of last month.” 

> * * 
NOTHER “E” dealer shaved his 
gross to lower a top-heavy 
stock and sold four more cars than | 
usual. 

A Rambler man pointed to 
healthy gains by American Motors 
and said, “We showed some sub- 
stantial increases, with YABN just) 
another boost for Rambler. And it | 
hasn't slowed yet.” | 

“We were so lousy for a while, 

it was just about time for some- 
(Continued on Page 4, Col. 3) 





Ist-Quarter Dealer Failures 
Nearly Double °57 Total | 


NEW YORK. — The number of 
car and truck dealers who failed 
in the first quarter of 1958 was 
nearly twice the total for the simi- 
lar period of last year, Dun & 
Bradstreet reported. 

The current liabilities of the 
failing dealerships tripled during 
the year. | 

The report showed that 98 deal-| 
erships failed in the first quarter, | 
compared to 53 in the initial quar- 
ter of last year and 60 in the last 
quarter of 1957. 
Current liabilities of the failing | 
dealerships amounted to $9,390,000 | 
in the first quarter of this year, | 
compared to the $3,133,000 in the 
like quarter of 1957 and $3,542,000 | 
in the last quarter of last year. 

The number of failures in all 
lines of retailing increased in the 
first quarter as did the liabilities of 
the failing concerns but the in- 
creases were not as sharp as in 
vehicle retailing. 

Retail failures numbered 2,088 
in the first quarter with current 
liabilities amounting to $67,357,- 
000. The totals were 1,852 and 
$50,458,000 in the first quarter of 
last year and 1,617 and $45,370,- | 
000 in tke last quarter. 

The number of automotive acces- 
sory dealers who failed in the first 
quarter was 32, up from the 13 in 
the first quarter of last year and 





20 in the final quarter of 1957. 

Garages and repair shops fared 
better with 46 failures, the same 
number as in the first quarter of 
1957 and below the 52 in the last 
quarter. 

Failures of service stations in 
the first quarter hit 111, com- 





Horgan Is Reelected 
NEW YORK.—Ralph T. Horgan, 
president of Ralph Horgan, Inc. 
(Ford), was reelected a national 
director of the Navy League of the 
U. S. 


pared to 85 in the like period of 
last year and 105 in the last 
quarter. 

In the wholesale trade, vehicle 
and automotive equipment outlets | 
recorded 19 failures in the first 
quarter, down from the 20 in the 





comparable quarter of 1957 and up discontinued models must be so| 


from éhe 17 in the last quarter of 
last year. 


Chevrolet's Dealer Planning Committee— 


These 10 men represented the nation's Chevrolet dealers in a three-day business 
meeting of the National Chevrolet Dealer Planning Committee with company execu- 


tives in Detroit. 


Committee members attending the latest seminar on automotive 


retail problems and trends were, front row, from left, W. S. Edwards jr., Birmingham, 
: . Ala.; Frank E. Zorniger jr., Cincinnati. Second row: E. R. Wood, Santa Fe, N. M.; 
A Buick dealer said business was Frank S. Cole, Baltimore; Paul M. McGlone, Detroit; Theo Lamb, Snyder, Tex. Third 
row: V. J. Booth, Babylon, N. Y.; C. L. Kotovic, Milwaukee; S. A, Wilcoxon, Hamburg, 
Ark., and R. Mitchell McClure, Los Angeles. 





FTC Lays Down Rules 
For Merchandising Tires 


WASHINGTON.—A 12-point code 
of ethics to govern advertising and 
labelling of auto tires was estab- 
lished last week by the Federal 
Trade Commission. 

The code, which goes into effect 
Aug. 27, was the first set of 
guides of this type ever estab- 
lished by the FTC. 

Generally, it requires full 
closure of tire grades and actual 
selling prices and bars deceptive 
advertising and meaningless labels. 

The FTC could file formal com- 
plaints if the code is ignored. 

Here are requirements of the 
code: 

1. No advertising can imply that 
a tire meets a quality standard 
when no such standard exists. 

2. Advertising and Iabelling 
should avoid grade designations 
that would lead buyers to be- 
lieve that they are getting a better 
tire than they actually buy. 

3. “Original equipment” may 
refer only to tires placed on cur- 
rent models at the factory. 

4. Tires must not be described as 
having more than their actual 
number of plies. 

5. If a tire has been used, this 
fact must be clearly disclosed. 

6. Used tires must be designated 
as used. 

7. Any tires which are obsolete or 


labelled. 
8. Advertised prices of products 


Business Barometer 


Automotive News Economic | 


ndex — 


101.9 Percent of Last Week 
88.3 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations— Year to date. 
Truck Registrations—Year to date. 
Steel Production—Tons 

Lumber Production—BSoard feet... 
Paperboard Production—tTons ... 
Soft Coal Output—tons 

Oil Refinery Output—Borrels .... 
Electric Output—Kilowatt hours .. 
Barometer Freight Car Loadings 
Department Store Sales Index .. 
Stock Market Price index 

U.S. Government Spending 


—Fiscal year to date $73,378 498,000 


Commercial end Industrial Loans. $ 
Savings Deposits $ 
Used-Car Prices—Average 

Business Failures 


Common 
Stocks May 28 May 2! 
13% 
46%, 
39 


37% 


1958 Range 
14%- 8 
57% -44 
415%-37% 
39%4-33% 


- 45% 


Percent of 
Percent of Like Week 
Last Week Last Year 


99.1 68.0 
107.1 76.8 
76.9 
81.8 
67.6 
92.4 
917 
75.4 
91.1 
97.8 
84.4 
98.4 
91.5 


1,287 687 
188,829 
1,523,000 
236,926,000 
259,071 
7,175,000 
45,289,000 
11;316,000,000 
341,373 

127 

323.5 


107.9 
101.6 

96.2 
115.7 
101.2 
100.5 
102.3 

92.0 
101.2 


104.7 

95.3 
118.3 
106.2 
109.1 


99.4 
100.4 
99.4 
103.1 


29 455,000,000 
27,634,000,000 
$956 

337 


Common 


Stocks May 28 May 21 


34%, 


1958 Range 
35 Yg-27 

10%- 7% 
26% -215% 
6%- 2% 
48 -40%, 


* Kaiser Industries, parent firm of Willys Motors. 
(June 2, 1958) 


dis-| 


should be the bona fide actual 
selling price. 

9. The extent of guarantees, and 
| limitations on them, must be clearly 
| disclosed. 

10. Any imperfections must be 
| disclosed in advertising and on 
both the tire and its wrappings. 

| 11. Absolute terms like “skid- 
proof” and “puncture proof” may 
be used only if the product gives 
absolute protection against the im- 
| plied hazard under all driving con- 
| ditions. 

| 12. No advertising claim shall be 
| made which deceives customers in 
|}any material respect, 





Business Index 
‘Shows Gain for 


4th Straight Week 


|. The Automotive News Economic 
|Index has continued its upward 
movement, pushing to 101.9 percent 
of last week’s level. It was the 
fourth straight week-to-week gain 
and the sixth increase in the last 
nine weeks. 


| The latest figures on the eco- 
|nomic indicators put the index at 
| 88.3 percent of the like week last 
year. It is the best year-to-year 
comparison on the level of the 
nation’s business activity since the 
first week of April. 


Of the 13 indicators which make 
up the week-to-week index, nine 
showed gains and four dropped. 
Sharp increases in coal, steel and 
truck production spearheaded the 
|upward push of the index. It was 
the fourth straight weekly gain for 
steel production which had been 
hard hit by the recession. 


Of the four indicators which 

showed losses for the week, the 
|two sharpest losses were suffered 
by indicators which have been 
among the strongest all through 
| the recession. 
Paperboard production was off 
|3.8 percent, although it has scored 
week-to-week increases in 11 of the 
previous 15 weeks. 

Department store sales, which 
j}also had recorded 11 gains in the 
previous 15 weeks, were off by 8 
percent. 

With the exception of savings 
deposits and Government spending, 
all of the year-to-year comparisons 
show losses, although most of 
them are much closer to the year- 
earlier level than they were a few 
weeks ago. 

In late March and early April, 
steel production had slipped to 
more than 43 percent below the 
rate of the like period of 1957. The 
latest total shows output off 32.4 
percent from the like week of last 
year. 

Barometer freight car loadings in 
late March were off more than 22 
percent from the year-earlier totals. 
The most recent report shows load- 
ings down 15.6 percent from the 
year-ago total. 
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by Robert M. Finlay 
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Ww" HAVE rarely found dealers 
so solid for anything as they 
are for the Monroney price dis- 
closure bill. 

This, we believe, reflects the de- 
gre for price stability among 
dealers, By and large, it seems that 
they would like to see a settling 
down to integrity in pricing prac- 
tices. 

At any rate, whenever dealers 
try a new price gimmick, others 
are quick to expose and condemn it. 

One thing, though: Integrity is 
pretty much a mark of character, 
so any real integrity will be on 
an individual basis. 

There are some dealers who think 
that codes of ethics and words like 
“price integrity” are blankets 
passed out by trade groups under 
which the gimmick boys can con- 
tinue the same old conniving. 

You either have integrity or you 
don’t. It isn’t something you can 
put on or take off as you please. 

Dealer associations can help set 
up standards for dealers to follow. 
They can cite the priceless value 
of integrity in the market place. 
But they can’t vote dealers into 
integrity. 


+ * 


How to Win Friends 


yen respect to fair prices, we 
think you have to look at it 


Directors Named 


By B. C. Dealers 


VANCOUVER, B. C.—The Motor 
Dealers Assn. of British Columbia 
announced the election of the 
following directors at its annual 
convention: 

Gordon Smith, Kamloops; Joe 
Watkin, Vernon; R. Prosser, Kel- 
owna; Fred Kay, Penticton; Bob 
Riddle, Victoria; Evan Wolfe, Van- 
couver; Jack Marshall, New West- 
minster. 

West Kootenay, Fred Nichol, 
Trail; East Kootenay, George 
Haddad, Cranbrook; Vancouver 
Island, Nibs Johnson, Courtenay; 
Prince George, Mel Walls; Fraser 
Valley, Tom Branson, Chilliwack; 
Skeena, Gary Reum, Terrace. 


N. Carolina Dealer Groups 
Headed by Thomas, Batts 


RALEIGH, N. C.—Bernard H. 
Thomas, Thomas Motors, Inc., Lex- 
ington, has been named president 
of the Davidson County Automobile 
Dealers Assn. W. E. Batts jr., 
Sandifer-Batts Pontiac Co., Wilson, 
is the new head of the Wilson 
County Automobile Dealers Assn. 
Other officers of both groups are: 

Davidson County: Marshall Floyd, 
Hill Motor Co., Denton, vice- 
president, and M. F. Tysinger, 
Thomas Motors, Lexington, 


secretary-treasurer. Wilson County: 
R. S. Taylor, Taylor Oldsmobile Co., 
Wilson, vice-president, and James 





B. Banks, Wilson Auto Sales, Inc., 
Wilson, secretary-treasurer. 
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through the eyes of the shopping 
housewife, rather than the word 
twisters, if you want to impress 
people and win goodwill. 


For example, we don’t think the 


average housewife is fooled by the 


so-called “fair trade” laws which 


have taken such a beating in the 


postwar period. 

As an example of pricing 
doubletalk, we refer you to the 
language used by Senator Hum- 
phrey in announcing new price 
bills, He referred to “ways to 
protect small businessmen from 
anticompetitive pricing practices 
such as loss-leader sales.” 

The Senator may call loss-leader 
sales anticompetitive if he likes, 
but the housewife is all in favor 
of merchants who have specials— 
as long as they are honest specials. | 
| 


* * * 


Attracting Women 


GPEAKING of women, we were | 
interested in a survey by) 
McCalls to the effect that, while 
the little woman is recognized as 
the turning point in the conclusion 
of a successful automobile sale, 
many dealers make little or no 
effort to attract women to their 
showroom. 

Whenever anyone gives advice on 
how to appeal to women, he starts 
out with the keep-it-clean-and-tidy 
pitch. 

Seems to me that this sort of 
weakens the appeal of the advice 
to men, for most of them—or is 
it just us misogynists—know that 
women keep houses clean just 
because men insist on it, 

McCalls sent representatives to 
the showrooms of Rambler dealers 
in an effort to help American) 

Motors and its dealers focus more 
attention on the women as the 
major factor in the sale of a car. 

After the keep-it-clean standby, | 
McCalls suggested that as soon as/| 
the salesman gets a response from| 
the woman he should talk directly 

to her. Things to push—color com- 
binations, fabrics and styling. 

While there is some indication | 
that women are becoming inter-| 
ested in horsepower, gas consump- | 
tion, wheelbase and mechanical | 
factors, her soft spots are fabrics, 
color and styling. 

. ” > 


She’s Got Power 


T ALSO was noted that if a| 

woman becomes offended by the | 
attitude of the salesman, chances 
are nine out of 10 there will be} 
no sale. 

Or, as a warning: “Never 
underestimate the power of a 
woman to louse up a deal.” 

A McCall tip: Women are taking 
on the responsibility of upkeep of 
the family car, so introduce her to 
the service manager once the deal 
is closed. She likes to know who 
she will be doing business with. 

Our tip: All humans like atten- 
tion. And it costs so little. Urge 
your salesmen to give attention to 
wives, just as they should give 
attention to husbands. 


Carolina Dealers 
Censure Romney 


For NADA Attack 


MYRTLE BEACH, S. C.—The 
South Carolina Automobile Dealers 
Assn. censured George Romney, 
American Motors Corp. president, 
for his attack on NADA policies. 


The action was taken at the 
group’s annual convention here. 
The dealers. also adopted a resolu- 
tion petitioning Congress to halt 
the excise taxes on autos, trucks 
and automotive parts. 

The State’s General Assembly was 
taken to task for approving diver- 
sion of some State gasoline-tax 
funds to nonhighway use. 

A resolution asked the Assembly 
to enact a Constitutional amend- 
ment “specifically dedicating all 
highway-tax revenues to their in- 
tended purpose.” 
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Asks Chaffin for Parle 
Compulsory Inspection 
OK’d in Rhode Island 


PROVIDENCE. — Gov. Dennis 
J. Roberts has signed a bill pro- 
viding for compulsory periodic 
inspection of vehicles. 

Rhode Island thus becomes the 
15th state to make inspection 
compulsory. The bill, scheduled to 
go into effect next January, calls 
for inspection of all vehicles more 
than one year old at least once 
and not more than twice a year 
at stations certified by the State. 


DETROIT. — George Romney, 
president of American Motors 
Corp., last week requested a meet- 
ing with NADA officials to discuss 
| factory-dealer problems “before you 
|turn to the legislative alternative.” 
| In a letter to NADA President 
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Employes Honor Dealer— 
T. F. Kinman of Central Chevrolet Co., Grand Island, Neb., 


is honored by employes 
at a party marking his 80th birthday. The party, held in the dealership's showroom, 
also morked the beginning of Kinman's 25th year as a Chevrolet dealer and his 43rd 
year in | the avtomotive business. 


Price Stickers Bedersed 
Before House Group 


ASHINGTON. — Renewed sup- 

port for the Senate - passed 
Monroney-Thurmond price disclos- 
ure bill was voiced last week dur- 
ing hearings before a House Inter- 
state and Foreign Commerce 
subcommittee. 

Again, the only testimony in 
opposition was advanced by the 
National Independent Automobile 
Dealers Assn., which feared en- 
actment of the bill as it now 
stands would put some of its 
used-car members out of busi- 
ness. 
Senator A. S. Mike Monroney, | 
Oklahoma Democrat who co-| 
authored the legislation, urged the | ment over the signature of Vice- 
| subcommittee to act on the bill| President Walker A. Williams 
| with “all deliberate haste.” | saying the bill “would be effec- 

. «© @ tive in reducing the abuses in 

E SAID the factories need as| automobile marketing associated 

much time as possible to work| With price packing and false and 
out the details of labelling their| Misleading advertising.” 
automobiles against introduction of| Nevertheless, Williams said, “it 
| the 1959 models. “We are, perhaps,| is regrettable that any legislation 
within 120 days of that time al-|in the area of customer and seller 
ready,” he said. | relations is necessary in a free 

A second factor requiring haste, | ©COmO™Y. 

Monroney said, is the fact that “Were it possible for manufac- 
many dealers, recognizing the | turers or dealers to take effective, 
need for restored confidence in | joint action to eliminate the offen- 
auto merchandising, are starting | 


Senate automarketing practices 
subcommittee. 
° > > 
OSS NETHERTON, legislative 
counsel of the American Auto- 
mobile Assn., 
committee seriously consider list- 
ing the Federal excise tax on the 
label. 
He said that in many states and 
major cities, state and local sales 
| taxes are assessed without first ex- 
| cluding the Federal excise tax. As a 
result, he continued, “motorists are 
paying a tax upon a tax.” 
Otherwise, Netherton expressed 
satisfaction with the bill. 
Ford Motor Co. filed a state- 





Romney Urges Talks 
With NADA on Issues 


Dean Chaffin, Romney suggested 
that he, Chaffin, Frederick J. Bell, 
NADA executive vice-president, and 
NADA’s top policy group sit in on 
the discussion. 

Romney said his remarks, made 
at the North Carolina Automobile 
Dealers Assn. convention, “were 
for the purpose of bringing about 
some fundamental discussion of 


NADA Accepts 


WASHINGTON.—NADA re- 
vealed last week that it is accept- 
ing “with pleasure” the proposal 
of George Romney, president of 
American Motors, for a meeting 
of NADA executives and Romney. 
Romney had criticized “union- 
like” actions by NADA. 








the course they are beginning to 
take.” 
In his letter to Chaffin, Romney 


| suggested that their talks cover 


asked that the sub-| 


sive selling practices this bill seeks, 


at least these points: 

1. Are dealer councils the 
proper mechanism for handling 
dealer-factory competitive prob- 
lems, including the franchise re- 
lationship, or is legislation neces- 
sary and desirable? 

2. On what basis and in what 
areas can NADA and the factories 
cooperate most effectively? 

Romney's letter follows: 

“My remarks on organized 
factory-dealer relations at the 
North Carolina Dealers Assn. 
meeting were for the purpose of 
bringing about some fundamental 
discussion of the course they are 
beginning to take. 

“In preceding me on the pro- 
gram, you indicated that negative 
answers from company presidents 
te your NADA proposals left no 
alternative but governmental ac- 
tion. With this I disagreed, point- 
ing out that there is the alterna- 
tive of effective dealer councils 
and NADA-factory cooperation. 
“In making this point, I ex- 
pressed deep concern about atti- 
tudes that are preventing needed 
factory-dealer cooperation in meet- 
ing the pressing problems that will 
shape the future character of our 
industry and the size of our mar- 
kets. I made it clear I was talking 
frankly because of the important 
role I thought NADA should play. 
“Indeed, it is a complete distor- 
tion of anything I have ever done 
or said to conclude that I was 
seeking to destroy NADA or other 
dealer associations, unless their 
strength depends on fastening on 
our industry the iron-fist compul- 
sion of legislation and Govern- 
ment control. I cannot believe this 
is the case. 

“This is written for the purpose 
of initiating factory-dealer dis- 
cussions that I hope can avoid 
such status for the greatest in- 
dustry which freedom, competi- 
tion, cooperation and self- 
restraint ever built. 





voluntarily to place price- | 
disclosure labels on their cars. 
“I feel certain that as soon as 
the labelling bill is signed into law, | 
its value to the orderly marketing 
of automobiles will be recognized 
by dealers all over the country,” he 
declared, “and we will see an im- 
mediate return to the old-fashioned 
honesty of an advertised delivery 
price.” 

Monroney’s statement was read 
by David Busby, counsel of the 


Miami Show Off; 
Officers Named 


MIAMI.—Frank Edelen (Buick) 
has been elected president of the 
Miami Auto Dealers Assn., suc- 
ceeding H. Coman Munroe. Bert 
Kahn (Pontiac) was named vice- 
president. 

New directors are John Sheehan, 
Frank Watts and James Thomp- 
son, Reelected treasurer was T. B. 
McGahey jr. 

Announcement also was made 
that new-car dealers will not at- 
tempt to stage an automobile show 
this year despite the success of last 
year’s affair. 





to correct, we would prefer this 
(Continued on Page 50, Col. 4) 


On the House... 


It’s unbelievable that President Eisenhower in- 
cluded the unjust auto excise tax in his recommen- 
dation last week that no taxes be reduced this 
year. How can Administration officials be so cold 
to the hundreds of thousands of unemployed auto 
workers, while at the same time pouring out billions 
to the Hottentots all around the world? How can 
Washington justify a 10 percent levy on autos, the 
same that applies to such items as jewelry and 
minks? The auto industry is not asking for a dole, 
Ike—just fair treatment for an industry that ac- 


“As I indicated at Pinehurst, I 
(Continued on Page 52, Col. 1) 





counts for one out of every seven workers in the 
nation . 


Wembhoft 


Manager George Dizon, making a statewide tour of his North 
Dakota dealers, found “most everybody feels optimistic over busi- 
ness. The distressing factors are mostly man-made.” Dizon quoted 
one dealer, who has had a wonderful year to date: “To succeed 
nowadays, you have to be a positive thinker with enthusiasm” .. . 
Gov. D. J. Roberts has appointed Senator George Westlake, veteran 
auto dealer, to the Rhode Island state board of elections .. . 

*eo Parker, Automotive News legal columnist, reports that on his 
nationwide trek he has found auto sales depressed even in areas 
where business and employment are normal. Reason: “Prospective 
buyers read about bad conditions elsewhere and fear to buy.” 


—Pete Wemuorr, Editor, 
Automotive News 
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Ike, Democrats Say No 
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Excise-Cut 


Chances 


Go Out the Window 


(Continued from Page 1) 


son and congressional leaders of |emergency” measure. Previously, 


both parties, 

The process of annually con- 
tinuing the present excise sched- 
ules for another 12 months 
through legislation has been 
going on for several years. 

The rates of 10 and 8 percent for 
cars and parts and accessories, re- 
spectively, were set during the 
Korean War as a “temporary, 


Car Sales Reach 
Two Million Mark, 
Trail 57 by Month 


(Continued from Page 1) 


will probably fall somewhere be- 
tween the 4,158,394 registrations 
recorded in 1952 and 4,838,342 
chalked up in 1949. 

Hence, 1958 also will likely fall 
below the postwar average of 4,- 
936,617 registrations per year. 

If 59 models sell as well as the 
industry hopes, a strong fourth- 
quarter performance conceivably 
could lift the year’s total to the 
neighborhood of five million. 

aa « 





HE used-car market, meanwhile, 

continued to edge downward. 
According to AvtTomotive News’ 
index, the overall average of used 
cars sold at wholesale auction last 
week declined $6 to $956. 

There were no increases from 
the previous week, but ’54s and 
52s remained unchanged at $589 
and $232, respectively. 

The price of ’58s went down $17 
to $2,619; "57s fell $8 to $1,612; ’56s 
declined $8 to $1,164; ’55s were off 
$5 to $899; "53s dropped $1 to $361, 
and ’51s were trimmed $7 to $174. 

The readjusted price of ’57s 
represented a new low for that 
model. 





Romney Predicts 
Upturn in 1960 


SALT LAKE CITY.—George 
Romney, president of American 
Motors Corp., told a business group 
here the wage-price spiral was 
responsible for some of the nation’s 
financial woes and predicted a 
better economy in 1960. 

“I don’t think we have solved the 
basic problems which caused this 
recession,” he said. “We simply 
ignored these problems and tried to 
stimulate the economy through 
monetary moves by the Govern- 
ment.” 

Romney also said higher produc- 
tion costs would prevent any drop 
in car prices anticipated by po- 
tential auto buyers. 

He was in the city to receive an 
achievement award from the Uni- 


the rates had been 7 and 5 percent. 

The word that Congress would 
not go over the head of the Admin- 
istration and press for excise cuts 
was passed out during a joint press 
conference of House Speaker Sam 
Rayburn and Rep. Wilbur Mills, 
the Arkansas Democrat who heads 
the House Ways and Means Com- 
mittee. Ways and Means originates 


tax legislation. 
* 


So told reporters that he 
and Mills “are in accord” that 
neither excise taxes nor the cor- 
porate income tax should be re- 
duced. 

He said this would be an “un- 
fortunate time to cut taxes” inas- 
much as the fiscal 1958 budget 
will show a deficit of $3 billion 
and the Government’s budget ex- 
perts expect the fiscal 1959 budget 
to be in the red by between $8 
and $10 billion. 

The House Speaker from Texas 
said he personally never believed a 
tax reduction would be a potent 
antirecession weapon. 

Other excises that would auto- 
matically drop July 1 without ex- 
tending legislation are those on 
liquor and tobacco. In addition, the 
corporate income tax would fall 
from 52 to 47 percent. 

a. = > 


AYBURN and Mills said the 

Senate Democratic leadership 
did not participate in the discus- 
sions with Treasury Secretary 
Anderson and was not committed 
to the decision against tax relief 
this year. 

However, this is regarded as 
meaningless since Senate action 
without the support of the powers 
in the House would be futile. 

Rayburn predicted that a small 
business relief bill—not including 
any excise rate reduction—would 
be passed. 

While he did not detail the legis- 
lation, it is likely to include such 


provisions as extending accelerated | 


depreciation formulas to purchases 
of used property up to $50,000 an- 
nually; granting closely held cor- 
porations the option to elect the 
tax status of partnerships; granting 
taxpayers the option of paying es- 
tate taxes over periods of up to 10 
years where an estate consists 
largely of investments in closely 
held businesses; and allowing ordi- 
nary loss deductions, instead of 
capital loss deductions, on origanl 
investments in the stock of small 
companies. 


Thompson Buick Folds 

Thompson Buick, Inc., N. Pros- 
pect and E. Kenilworth, Milwaukee, 
has gone out of business. Joseph 
E. Koehler, president, said he will 
join Lou Ehlers Buick, Milwaukee. 
Thompson Buick was founded 23 
years ago by Koehler and the late 


versity of Utah College of Business. | William M. Thompson. 








Mercedes-Benz Sales Meeting— 


Officials of the companies concerned with the import of Mercedes-Benz cars meet 
in South Bend to discuss plans for the future. Seated, from left, are H. O. Hoppe, 


vice-president, 


Daimler-Benz of North America, Inc.; E. Klotz, assistant to exports 
vice-president, Daimler-Benz, Stuttgart, Germany; G. Wiesenthal, 


president, Daimler- 


Benz of North America; A. Wychodil, exports vice-president, Daimler-Benz; Harold E. 


Churchill, president, 
manager; G. Brownell, 
manager export organization, 
Packard; J. 


Studebaker-Packard Corp.; S. A. Skillman, S-P general sales 
director, Daimler-Benz of North America, and H. T. Mueller, 
Daimler-Benz. 
P. Mullaney, Curtiss-Wright & Mercedes-Benz, 


Standing: E. V. Louth, Studebaker- 


Inc.; L. A. Fleener, in 


charge of S-P’s Mercedes-Benz operations; F. L. Armstrong, assistant S-P sales man- 
ager in charge of Mercedes-Benz; T. A. Zenzinger, manager, S-P vehicle distribution, 


and H. C. A. Mueller, sales manager, Daimler-Benz of North America. 





Used-Car Officials Meet— 


Cc. L. Pitts, 
officials of the Kern (Calif.) used Car Dealers Assn. Shown at a special association 


president, 


meeting, from left, 


Cravens, association president; 











| 


| registered in the office of the clerk 


Brings Mixed 


National Independent Automobile Dealers Assn., 


Fresno Used Car Dealers Assn., and president, 
Pitts, and Joe Copeland, association vice- president. 


visits with 


are Onis Smith, association secretory; Dick Rafferty, president, 


California Dealers Council; Leonard 


L. A.’s Auto Buy Drive 


Results 


(Continued from Page 2) 


thing to happen,” said one man. 
“But I honestly think YABN did 
some good by making people 
think of buying (a car).” 

Then there were men who had 
little to crow about, and hadn’t 
sold any of the extra 5.6 cars. 

One reported he’d sold no cars 
the preceding week, sold one car 
during YABN. Another is reported 
to have sold 43 cars, and lost $3,000 
while reducing his inventory. 

> . - 


SED-CAR sales increased for a 
volume dealer in the Big Three, 


while new-car sales remained un- 
changed. In his words, “They stink.” 


Another Big Three operator 
pointed out that many potential 


House Bill Asks 





| Uniform Vehicle 


Registration 


WASHINGTON.—A House bill 
providing for a nationally uniform 
system of automobile registration 
has been introduced by Rep. Abra- 
ham J. Multer, New York Demo- 


| crat. 


Under the bill the car would be 


of the U. S. district court for the 
district in which the owner lives 
or has his principal place of busi- 
ness. 

The registration application 
would include the owner’s name 
and address, description of the 
car, including the make, type and 
model, serial or manufacturer's 


| ment of all prior transfers of title; 


statement of the existence or non- 
existence of liens against the car. 


When the car is sold, the title 
would be delivered to the buyer, 
who would present the title and 
a registration application in the 
district in which he lives or does 
business and the court clerk would 
record the transfer of title. 


The proposal covers autos, trucks, 
trailers and motorcycles. Anyone 
knowingly falsifying a registration 
application would be liable to a 
fine of not more than $1,000 or im- 
prisonment for not more than one 
year, or both. 


Allison Creates 
On-Highway Staff 


INDIANAPOLIS. — Allison divi- 
sion of General Motors has reor- 
ganized its transmission sales 
department to provide an “on- 
highway” staff as well as the 
existing “off-highway” group. 

John K. Knighton has been ap- 
pointed assistant sales manager for 
on-highway equipment. A staff of 
sales engineers is being formed to 
expand customer contacts on the 
Allison automatic transmission for 
trucks, supplementing the sales 
programs of Chevrolet, Ford, 
Dodge and GMC. 

The off-highway group, directed 
by Horace N. Roberts, will con- 
tinue to serve the’ construction, 
materials handling, mining, logging 
and petroleum industries. 





‘ 


customers thought 
“giveaway.” 


it was a big 


BANKER, who sat back and 

watched the whole operation, 
offered a reasonable summation of 
YABN in Los Angeles. He under- 
scored a masterful campaign, well 
organized and directed, which really 
stirred up the market. But too 
many dealers expected YABN to 
be the short fuse that sets off a 
big boom. 


They waited for the noise that 
never came. Sharp operators went 
into the field and sold cars, as evi- 
denced by the Lincoln-Mercury out- 
let that sold three cars the first 17 
days of April. Then the dealership 
sold 57 between Apr. 17 and May 4. 

The Plymouth dealers shifted 

cars around until they lowered 
the inventory from 784 days to 
50.6 days and are now worried 
about a car shortage during 
model changeover. 

Ford is scrambling for parts to 
boost production a notch or two at 
the Long Beach plant. 

Business is jumpy in the Greater 
Los Angeles area, used cars are 
wholesaling for more than the pub- 
lic will pay (so says a top man in 
the wholesale auto field) while a 
few deals are quietly spending a 
lot of dough to sharpen up the best 
used stock on the lot. For that’s 
where the business is, now that 
YABN is over. 


Chemstrand Cuts 
Nylon Yarn Prices 


NEW YORK.—Chemstrand Corp. 
last week joined du Pont in reduc- 
ing prices of nylon tire yarns and| 
heavier-denier industrial yarns. 





The reduction does not affect| Elizabeth, N. J.; George H. Harger, 
nylon | 
textile yarns, according to Murray| Madison, Wis., 

| Bismarck, N. D. 


the prices of Chemstra~ ~* 


H. Morse, nylon sales manager. 











Dealers and Profits— 


Showing other Chrysler-Imperial dealers how they manage to operate at a profit 
in the current economic climate are these members of the Chrysler Dealer Profit 
Forum panel convening in seven cities across the nation. Seated, from left, are 
Charles J. Wittey, Bismarck, N. D.; Jerome H. Schmitt, Bowmansville, N. Y.; C. H. 
Jeffries, Camden, N. J.; C. L. DeQuaine, Madison, Wis. Standing: George H. Harger, 


los Angeles; S. L. Rieger, San Antonio; 


Levy sr., Chicago. An additional panel member, not shown in picture, is Jim Murphy, 


Elizabeth, N. J. 


Makers Say Sales 


Continue to Rise 


89 Percent Increase 
Reported for Rambler 


DETROIT. — Sales continued on 
the upswing in May, auto manw. 
facturers said last week. Their re. 
ports follow: 


Rambler 


Rambler sales in the second i 
day period of May were up 893 
percent over the comparable period 
a year ago, according to Roy Aber- 
nethy, automotive distribution and 
marketing vice-president of Ameri- 
can Motors Corp. 

He said 5,564 Ramblers were sold 
during the period, an increase of 
15.5 percent over the second 10-day 
period in April, record month for 
Rambler sales. 

In the first 20 days of May, 10, 
496 Ramblers were sold, Abernethy 
continued, compared with 9,961 for 
the entire month in 1957. He said 
sales thus far in AMC's current 
fiscal year total 88,103, up 72.8 per- 
cent over the 50,973 sold in the 
comparable period of 1957. 


Metropolitan 


Sales of American Motors Corp.'s 
imported Metropolitan increased 
18.7 percent in the second 10 days 
of May over the like period last 
year, said J. W. Watson, Metropoli- 
tan sales manager. 

He said 425 Metropolitans were 
sold during the period, compared 
with 358 a year ago. Sales during 
AMC's fiscal year are up 16.9 per- 
cent, from 5,969 in the previous 
year to 6,976, Watson continued. 


Chrysler Forums 
Open in Detroit 


DETROIT.—Nine successful 
Chrysler and Imperial dealers will 
describe their methods of doing 
business in detail at a national 
premier of the 1958 Chrysler Dealer 
Business Forum being conducted 
for Detroit-area Chrysler and Im- 
perial dealers here today and Tues- 
day (June 2-3). 

The forums, created by Chrysler 
division with outstanding results in 
1955 and 1956, give dealers first- 
hand knowledge of how automobile 
dealerships are being operated suc- 
cessfully in 1958. Other forums have 
been scheduled in New York, Chi- 
cago, Kansas City, Kans.; Los 
Angeles, San Francisco and Atlanta. 

Dealers who are participating in 
the 1958 forums include: C. H. 
Jeffries, Camden, N. J.; C. G. Mc- 
|Kimmie, Richmond, Va; Joseph 
|Levy sr., Chicago; S. J. Rieger, 
San Antonio; Jerome H. Schmitt, 
Bowmansville, N. Y.; Jim Murphy, 





Los Angeles; C. L. DuQuaine, 


and C. J. Wittey, 


Cc. G. McKimmie, Richmond, Va.; Joseph 
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to “car buying” 





Many “browsers” think they can’t afford to buy. So out your door they go, 
while their “dream car’’ remains on your floor—unsold. While explaining 
to your prospect the advanced features you have in today’s fine cars, you 
can also show him that he does have the ability to buy. It’s easy to fit into your 
sales talk several references to ‘‘your”’ convenient and friendly plan of paying 
for the car of his choice over a period of time. It has been proved time and 
time again that the fine features of the Associates plan assist salesmen 


by changing “‘car browsers” into car buyers! You should hear the Associates story. 


VEY oe 





ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Reuther Urges Reduced Demands . 





UAW Talks at Showdown Stage 


By Frank Gawronski 

Staff Writer 
HE United Auto Workers 
ditched its profit sharing de- 
mand and emphasized 11 “must” 
demands as contract talks in the 
auto industry reached the show- 

down stage last week. 


door meeting of the Big Three 
national councils that they must 
cut their demands and take “a 
more realistic” approach to bar- 
gaining. 

As a result, the union decided to 
drive for a wage increase higher 


| than the seven cents offered by the 


At press time, negotiators were | auto makers, plus better unemploy- 
at the bargaining table attempting| ment benefits, a sliding-scale pen- 
to reach an agree-| Sion pegged to cost-of-living, and 
ment before auto| Severence or relocation allowances 
plants reopen today| for workers whose jobs are elimi- 
(June 2) following| ated by the movement of plants. 
the Memorial Day| These were among the “must” 
weekend. General| demands listed by the union 
Motors Corp.’s contract expired at| _ Reason for the softening of the 
midnight Thursday (May 29), while| demands was that the Big Three 
contracts at Ford Motor Co. and/| had rallied as never before to put 
Chrysler Corp. expired at midnight! UP 4 united front against the UAW. 
Sunday (June 1). Furthermore, Reuther himself con- 
The UAW began its drive for a | ceded that to strike now “would 
settlement with Walter Reuther, |e insane” in view of the high 
UAW president, stating that | inventory of unsold cars. 
profit sharing was “never a de- . 
mand but a mechanism for dis- 
tributing purchasing power.” 
He told unionists at a closed- 


Auto Makers Apply Pressure 


HE auto makers last week 
applied pressure for a two-year 





extension of the present contract. 
They warned that union members 
covered by contracts would not get 
their annual 2% percent wage boost 
and cost-of-living hike due the first 
day in June unless and until the 
union signs a contract. 

In the past, when the UAW 
received a raise, the auto com- 
panies also raised nonunion and 
salaried employes by the same 
amount, Last week the com- 
panies gave a 2% percent wage 
boost and cost-of-living hike to 
their 173,000 nonunion and sal- 
aried employes. It was a strong 
indication that the UAW can 
expect little more when it signs 
a new contract. 


Before the contracts expired, the 


union let it be known that in event} 


of no contract, its members will 
work without one. It also indicated 
that it will not be responsible for 
any slowdowns or sabotage by 
workers. In return, the companies 
announced that if unionists try 


UNDER-CAR SEALER AND SILENCER 


mot only silences squeaks and rattles... 
IT SILENCES COMPLAINTS! | 


eo-and it gives 50% more profit, too! 


Undercoat each new car with Nokorode. That’s a 
sure way to keep your service shop relatively free 
of customers who tie up expensive personnel on 
non-profit body complaints. 

And when you use Nokorode Under-Car Sealer 
and Silencer you get nine perfect jobs at the cost 
of six! That’s because Nokorode’s patented proc- 
ess results in a coating of greater density...a 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2.393.774 


SEND FOR COMPLETE DETAILS NOW! 


LION OIL COMPANY 
A Division of Monsanto Chemical Company 
Dept. AN-F, El Dorado, Arkansas 


Please send me complete information about Lion 


profits, No obligation, ofcoum "§ TION OIL 


Name. en 
ES 


a etnseeeneD 





A Division of Monsanto 
Chemical Company 


coating uniquely tough. Consequently, heavy appli- 
cations, such as are recommended for other 
nationally advertised brands, are absolutely un- 
necessary with Nokorode. The thinner coat rec- 


— 


the company intended to “pre- 
serve wages, benefit plans, hours 
of work and working conditions, 
the same as they would have 
been under the expired contract.” 


what the companies offered origin- “In turn, I trust that you wil] 
ally—the extension of contracts—j|continue to work in an orderly 
plus a few face-saving fringes, such | manner, carrying out your obliga. 
as higher and larger unemployment | tion to provide a fair day’s work 
payments. |for a fair day’s pay,” the Curtice 
In one of its final moves before | letter said. 
contracts expired, the UAW asked| However, Curtice said union 
Federal mediators to intervene in| members will no longer have the 
the GM contract talks, accusing | obligation to pay union dues as a 
GM of making “a farce” of the condition of employment in GM 


such harrassing tactics, the plants 
will be closed down. 

As the contracts were nearing the | 
expiration date, the UAW was ex- | 


pected to settle for very close >| 


talks. 

GM immediately turned down the | 
bid, although both the Federal | 
Mediation and Conciliation Service | 
and state mediators were on hand, 
awaiting a call into the negotia-| 
tions. 

Louis G. Seaton, GM personnel | 
vice-president, charged the union} 
had made no real effort for a fair| 
and sound settlement with GM at 
the bargaining table. 


* * * 


GM Keeps Plants Open 
M ALSO announced that its 
plants would remain open “even 
if contracts expired as scheduled.” 
In a letter to employes, Harlow 
H. Curtice, GM president, said 


| 
| 
| 





plants. He also said GM would not 
continue to collect union dues by 
checkoff. 


Curtice said GM would pay union 
committeemen for time spent ip 
the prompt handling of legitimate 
grievances. However, union officials 
will not be paid for time spent in 
bargaining on local working condi- 
tions. 

= * a 


Court Deals Unions Blow 


1. U. S. Supreme Court last 
week opened up new ways for 
the prosecution of labor unions. 

The court upheld the power of 

state courts to award damages in 
suits filed by workers against 
unions, 

In one action, the court approved 
a jury verdict in which a nonunion 
worker was granted $10,000 dam- 
ages from the UAW. 

The nonunionist, Paul S. Russell, 
claimed the damages because pick- 
ets representing the UAW pre- 
vented him from entering the 
strikebound plant of the Hecla 
Consolidated Copper Co. in Decatur, 
Ala., during a strike in 1951. 

The UAW challenged the suit on 
the grounds that the National 
Labor Relations Board had juris- 
diction to the exclusion of state 
courts. 


Under terms of the Taft-Hartley 
Act, the NLRB can award back-pay 
damages to a worker against whom 
an employer or union has commit- 
ted an unfair labor practice as 
defined in the act. 


Offers Swapped 
In 2-Month Seattle 


Salesmen’s Strike 


SEATTLE.—A proposed new 
contract to end the two-month 


|strike of Seattle-area auto sales- 


men has been ratified by the metro- 
politan dealer group, but was re- 


| jected by members of Local 882, 


Automobile Salesmen’s Union. The 


j}union made a counter proposal. 


The dealer-approved plan, de- 
veloped through efforts of a Fed- 
eral conciliator, would have set 


| salesmen’s commissions at 2% per- 





ommended for Nokorode gives added protection 


and better sound deadening; yet 


its very thinness 


gives you nine undercoating jobs at the cost of 
six—50% more cars coated from every Nokorode 
drum—50% to 100% more profit! 


INCREASE YOUR PROFITS ON USED CARS, TOO 


Undercoating with Nokorode gives them new-car 
comfort and quiet— increases re-sale value. 





COMPANY 


EL DORADO, ARKANSAS 


*TRADEMARK OF 
MONSANTO CHEMICAL COMPANY 


cent of the selling price or 25 per- 
cent of the gross profit, whichever 
is greater. Under the old contract, 
salesmen received 5% percent of 
factory list price. 

The new plan also would have 
increased the monthly “draw” from 
$125 to $350, and provided a con- 
tributory health-and-welfare plan, 
effective Oct. 1, and a pension 
setup, effective Oct. 1, 1959. 


The dealers also offered an al- 
ternate proposal to adopt the con- 
tract in effect in Tacoma, plus an 
increase in the “draw” from $200 
to $350 and a health-and-welfare 
plan. Tacoma salesmen are paid 
3 percent of the selling price and 
are given a $15 bonus for each car 
sold over four in a month. 

The unicn’s counter-offer, on 
which the dealers are voting by 
mail, would call for a commission 
of 5 percent of the selling price or 
30 percent of gross profit on new 
cars sold, 5 percent of selling price 
on used cars and no trades de- 
ducted. The monthly guarantee 
would be $350. 

The union also calls for health- 
and-welfare, effective immediately, 
and a pension plan to be effective 
May 1, 1959. In addition, full com- 
mission would be paid on cars 
leased, every new-car salesman 
would be provided with a current 
model demonstrator and its main- 
tenance, and used-car salesmen 
would be provided transportation. 

Periodic union approval of a list 
of buyers eligible for fleet discounts 
would be required. The union would 
allow dealerships to remain open 
one night a week, with salesmen 
not to work on the floor more than 
eight hours per day or more than 
five consecutive days in a week. 
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FOOD FOR THOUGHT, as well as all the “Lilly Dache’s Glamor Book.” Day after day 
other aspects of living, helps readers to a good these volumes win high reader interest; under- 
day’s start in The Inquirer. Books in serial form score the Inquirer’s purpose: to inform, to 
take a high place. Included in the scores of _ entertain, to inspire readers. Out of this purpose 
famous titles published recently are: ‘“Woman’s has grown a deep reader loyalty of immediate 
Guide to Better Living,” ‘‘On the Beach,” benefit to advertisers. 


The Philadelphia Prguiver 


Constructively Serving Delaware Valley, U.S. A. 
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Deloware Valley, U.S.A. —14 


NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES ’ county Retail Trading Area... 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH RICHARD I. KRUG’ FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES home of 5,200,000 le 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery %. 3460 Wilshire Boulevard : 2, people... 
Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 Philadelphia is the hub. 
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EOH Puzzle Bars Excises on Stickers .. . 
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Is It ‘Extra Old Headache?’ 


By Maynard M. Gordon 
News Editor 

HE “EOH enigma” probably is 

the reason the U. S. Senate de- 
cided against itemizing the amount 
of Federal excise tax on new-car 
price stickers. 

With dealers and industry ex- 
ecutives divided on whether to 
show excise amounts, Senate sub- 
committee efforts to fathom the 
meaning of “EOH” compounded 
the general confusion. 

The verbatim record of the 
three days of hearings on 5S. 
3500, the Monroney-Thurmond 
price disclosure bill, reveals the 
extent of the obfuscation that 
mere mention of “EOH” has al- 
ways caused. 

The first draft of the sticker bill 
omitted any requirement to itemize 
either Federal excise tax amounts 
or suggested dealer delivery and 
handling charges. 

* = * 
EN, leaders of the NADA and 
the Oklahoma-rooted Author- 
ized Dealer Survival Assn. advo- 
cated the complete breakdown of 
the suggested retail price on the 


stickers. And Senator Mike Mon-| 
chairman of the hearings) 


roney, 
and co-author of the proposal, in- 
clined toward the dealer view. 
The NADA-recommended version, 
read to the subcommittee by Tom 
Abbott (Pontiac), Texas director 
and chairman of the National Af- 
fairs committee, would have in- 


T-Bird Convertible 


Is Priced at $3,913 


DETROIT. The Thunderbird 
convertible, which will begin ar- 
riving at Ford dealerships this 
month, carries a suggested price 
of $3,913.85 including Federal tax 
and dealer preparation charges. It 


is $283 more than the Thunderbird | 


four-passenger hardtop. 
The new model utilizes the same 
“hideaway” principle as does the 


Ford retractable hardtop. The elec- | 


trically operated soft top slips into 
the luggage compartment, but the 
deck lid is raised and 
manually instead of mechanically 
as on the retractable hardtop. 


lowered | 


cluded on the stickers both the 
excise amounts and the suggested 
delivery and handling charges. 

An exchange between Monroney 
and Pennsylvania Director W. M. 
McCune (Ford), gave the list-the- 
excise camp more support: 

“I think,” said Monroney, “we 
would be unwise, indeed, if we 
failed to put it in, because that 
is not the price of the car—that 
is the price of the U. S. Govern- 
ment’s tax take. The customer, 
knowing that, will find that he 
expects to pay $3,000 for an auto- 
mobile, but the other $300 is to 
Uncle Sam.” 

Replied McCune: “You can 
to the unscrupulous dealer, if 
don’t put that figure in, then 
can have a figure which he can 
still juggle. The tighter you can 
tie it up to eliminate that, the more 
satisfactory the bill will be to the 
public.” 


say 
you 
you 


MEAD NORTON, chairman 
*of ADSA and a Buick dealer 
|in Oklahoma City, called for com- 
| plete itemization in a prepared 
statement. 

But later, Norton gave an inkling 
of the “EOH enigma” under ex- 
amination from David Busby, sub- 
committee counsel. Norton defined 
EOH as “extra on handling” and 
was asked by Busby what it in- 
cluded: 

“I don’t know,” 
|answered, “and I don’t think any- 
body else does, I mean any dealer. 
No one ever told me. It is extra on 
handling. 

“And I have been informed 
that the reason it is called that 
is because it is not absolutely 
accurate to the penny of the 
amount of tax upon that individ- 
ual vehicle. It is a kind of pro 
rata tax, so maybe one of them 
is a little taxed over and one 
just a little bit under. It is just 
as fair as possible to the factory. 

| “I think maybe when they pay 
the excise tax upon these cars, my 





judgment is that they pay it, and| 


my information is that they prob- 
ably pay it based upon a manufac- 
turing cost, and then they take all 
|their manufacturing costs and di- 





Used-Car Bulletin from Detroit .. . 


Latest Auction 


1958, by Automotive News) 


(Copyright, 


Prices 


Aptco Auto Auction. Sale every Wednesday. 


May 28 
BUICK—'57 Century Hardtop, $1,800*; 
Special Hardtop, $1,800°; sedan, 
$1.625°. 

‘56 Estate Wagon, 
Hardtop, $1,350°; Special 
$1,275*; 2-dr.. $1,150° 

"55 Century club coupe, $1,025*; 
Hardtop, $790* (ps); sedan, $815*; 
Super Hardtop, $925* (ps); Special 
Hardtop, $875*°; sedan, $815*, 
$765*, $695° 

"54 Century sedan, $590*. 

"51 Special conv.. $125*. 

"49 Super sedan, $650° 

CADILLAC —'57 (62) club coupe, 

225° (ps), $3,180° (ps), 
(ps). 

"55 (62) $1,- 
750° (ps). 

CHEVROLET—'58 Impala (8) Hard- 

top, $2,400* (ps), $2,200°. 

"ST Bel Air (8) conv., $1,860*, 
$1,850°, $1,845° (ps), Hardtop, $1,- 
735° (ps), $1,680*, $1,580°, $1,- 
460°; Two-ten (8) station wagon, 
$1,715*; sedan, $1,250*, $1,200°. 

"56 Bel Air (8) Hardtop, $1,375*, 
$1,200*; coupe, $1,200*; 2-dr., $1,- 
110°; Two-ten (8) station wagon, 
$1,275*; sedan, $1,060*°, $925; 
coupe, $1,035*. 

‘55 Bel Air (8) conv., $1,065* (ps); 
sedan, $745*; Two-ten station wag- 
on, $965; coupe, $765; One-fifty 2- 
dr., $600. 

"54 Bel Air 2-dr., $495. 

‘53 Two-ten station wagon, 
sedan, $460, $350. 

"S52 2-dr., $225. 

OCHRYSLER—’'56 Windsor station wag- 

on, $1,745* (ps). 

'55 Windsor Hardtop, $1,125*, $910*; 
**300°" Hardtop, $1,100*° (ps). 

’53 Windsor sedan, $340*. 

"52 Windsor sedan, $180*. 

DeSOTO—'57 Fireflite Sportsman, §$2,- 

310° (ps); Firedome Hardtop, $1,- 
935* (ps), $1,820*. 

"56 Adventurer Hardtop, $1,610* (ps); 
Firedome coupe, $1,350*. 

*54 Firedome coupe, $380. 

"53 sedan, $240*. 

DODGE—’56 Coronet Hardtop, $1,005". 
'55 Coronet Lancer, $860*, $750*. 
"53 club coupe, $265*; sedan, $155°. 
"52 Coronet sedan, $225. 

FORD—'58 Country Squire, $2,480* 

(ps); Ranch Wagon, $1,840; Fair- 
lane (8) Victoria, $2,375* (ps); 


*Indicates automatic transmission or 
Other Auctions Are on 


$1,475*; Century 


conv., 


$3, - 
$3,125° 


coupe, $1,890° (ps), 


$475; 








Custom 300 2-dr., $1,705. 

‘S7 Fairlane (8) 500 Victoria, 
775° (ps), $1,745°, $1,735° (ps); 
station wagon, $1,775*; Fairlane 
(8) Hardtop, $1,455*; Custom se- 


$1,- 


dan, $1,350, $1,000°. 

"56 Country sedan $1.360*°; Ranch 
Wagon, $1,060; Fairlane Hardtop, 
$1,350*: conv., $1.190° (ps); 2-dr., 
$1.040°; Custom Hardtop, $1,070; 
sedan, $890. $840°. 

‘55 Ranch Wagon, 
(8) club sedan, $825°. 
Victoria, $885*, $765° 

‘54 Country sedan, $695°; Crest 
conv., $510*; Custom club coupe, 
$425". 

‘53 Ranch Wagon, 
dan, $365. 

‘52 Custom sedan, $190*. 

‘50 Custom 2-dr., $280*. 
HUDSON—'55 Hornet sedan, $900*. 
KAISER—'53 Manhattan 2-dr., $275. 
LINCOLN—'57 Premiere conv., $2,850* 

(ps); 2-dr., $2,755*° (ps). 

"54 Capri conv., $600* (ps). 

"52 Cosmopolitan Hardtop, $100*. 
MERCURY—’'56 Montclair club coupe, 

$1,420*; Custom Phaeton, $1,075*; 
Medalist 2-dr., $875*. 

"54 Monterey coupe, $640*; 
$475*. 

NASH—'53 Ambassador sedan, 
OLDSMOBILE—'56 


$950°; Fairlane 
780°, $710; 


$410; Custom se- 


sedan, 


$195*. 

(98) Holiday, $1,- 
640° (ps); (88) $1,565°*; 
sedan, $1,350*, $1,300*, $1,075*. 

"54 (98) coupe, $715*; sedan, $685*. 

"53 (88) sedan, $475*, $450°, 
PACKARD—'56 ‘'400’’ 2-dr., 

(ps). 

"53 Clipper 2-dr., $185*. 

PLYMOUTH—'57 Belvedere (8) Hard- 
top, $1,620*; sedan, $1,550*; Sa- 
voy (8) Hardtop, $1,675*, $1,425* 
(ps); sedan, $1,300*,  $1,250*; 
Plaza sedan, $1,050. 

'56 Suburban station wagon, $1,000; 
Plaza sedan, $675. 

55 Belvedere (8) Hardtop, 
$750*; sedan, $700*; Savoy 
$675. 

’53 Cranbrook sedan, $275. 

PONTIAC—'57 Star Chief 
$1,925* (ps). 

*56 Chieftain Hardtop, $1,225*, 
150*, $935". 

’55 Chieftain Catalina, $900*. 
RAMBLER—’57 station wagon, $1,620. 
STUDEBAKER — ‘56 Golden Hawk 

Hardtop, $1,400*. 


overdrive and (ps), power steering. 


Pages 41, 42, 45, 47. 


conv., 


$1,575* 


$840*, 
sedan, 


Hardtop, 
#,- 


the Oklahoman | 





vide by the number of units and 
then their costs, and they get a 
mathematical equation. 

“They get close, not to the penny, 
but they call it extra on handling.” 
* * + 
- NORTON’S explanation served 

to muddy up what appeared 
crystal-clear waters, Charles L. 
Jacobson and W. F. Hufstader 
gave the subcommittee a murkier 
picture on behalf of Chrysler and 
General Motors, respectively. 
Jacobson, dealer relations vice- 
president of Chrysler, opposed 
itemizing of excise tax amounts on 
the ground that it would let cus- 
tomers figure out dealer markups. 
“All the customer would have to 
do,” Jacobson said, “would be to 
multiply the excise tax figure on 
the lable by 10—or whatever the 
rate may be—and he would know 


what the dealer actually paid the 


manufacturer for the car.” 

During questioning, Jacobson 
commented that the dealers who 
spoke previously of excise taxes 
displayed “some confusion.” The 
EOH enigma reared its head 
again. 


“The excise tax,” the Chrysler!» last & ter Genesnl Meters. 
| official said, “is figured on the basis). 1. tions en 


|of the dealer’s cost of the car to 


the factory and a 10 percent of the 
factory’s charge. Any member of 
the public could figure out exactly 
what the dealer paid the factory 
for the car.” 


Monroney reminded Jacobson 
that the dealers had suggested the 
excise listing. The Senator said 

(Continued on Page 49, Col, 1) 


Taunus Prices 


Start at $2,016 


First 15 Dealers 


All on East Coast 


DEARBORN.—East Coast port- 
of-entry of the Taunus 17-M 
models which M-E-L division is 
importing from Ford of Germany 
will range from $2,016.50 to $2,371. 
The figures include Federal tax, 
ocean freight, handling and import 
duty. 

Six models will be imported, 
consisting of a two-door and 
four-door sedan and a station 
wagon, both in standard and 
deluxe series. 


The prices fall pretty much in 


the middle of the English Ford) 


|range which extends from $1,539 








to $2,843. 

Taunus prices are: Standard— 
four-door sedan, $2,108.50; two-door 
sedan, $2,016.50; Combi-wagon, $2,- 
225. Deluxe—four-door sedan, $2,- 
254.50; two-door sedan, $2,162.50; 
Combi-wagon, $2,371. 

M-E-L also announced that it 
has franchised 15 East Coast deal- 
ers to handle the new import. All 
are Lincoln-Mercury outlets except 
Dunne Edsel Sales, Inc., Provi- 
dence. 


Six of the 14 L-M-Taunus deal- 
erships are in Metropolitan New 
York, They are: Baron Motors, 
Great Neck; Central Lincoln- 
Mercury, Inc., Brooklyn; Edwards 
Huntington Corp., Huntington; 
Koeppel Motors, Inc., Jamaica; 
Hempstead Lincoln-Mercury, Inc., 
Hempstead, and Walters Lincoln- 
Mercury, Inc., White Plains. 


Others are: Town Motors, Engle- 
wood, N. J.; Fore River Motors, 
Ine., Quincy, Mass.; Clark & White, 
Inc., Boston; Brian Lincoln- 
Mercury, Inc., Springfield, Mass.; 
Rand Kelly Motors, Inc., Stamford, 
Conn.; Pacifico Lincoln-Mercury, 
Inc., and Roxy Lincoln-Mercury, 
Inc., both of Philadelphia, and 
O’Brien & Rohall, Arlington, Va. 


FTC Cites Firestone 


WASHINGTON.—The Federal 
Trade Commission has issued 
separate complaints charging Fire- 
stone Tire & Rubber Co, with 
granting illegal price concessions 
to a few volume customers, and 
Automotive Supply Co., Altoona, 
Pa., with inducing discriminatory 
prices from Firestone and other 
suppliers. 


‘ 
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DeSoto Dealers Elect—— 






The DeSoto Dealers’ Assn. of Southern California has elected Bob McClure, center, 


Long Beach, as president. Other officers 


include, from left, Bob Clapp, West Lo; 


Angeles, director; C. D. Colley, Los Angeles, secretary-treasurer; Clem Atwater, Holly. 
wood, ovtgoing president; Y. M. Posthuma, DeSoto Los Angeles regional manager; 
Joe Phillips, Burbank, director, and George Karl, Pasadena, vice-president. Director: 
not pictured are Domenich Basso, Los Angeles; Scotty Harris, Ventura, and Howard 
Haefner, Pomona. 


GM Unveils Three Test Units... 





Aluminum Engines Bow 


WARREN, Mich. — A series of} 
three experimental aluminum V-8| 
automotive engines was announced 


Charles A. Chayne, engineering} 
vice-president, Dr, Lawrence R. 
Hafstad, research vice - president, 
described the development as a} 





C. A. Chayne L. R. Hafstad 


major step in a project begun six 
years ago in Research Staff labora- 
tories. 


“We consider these three ex- 
perimental engines a significant 
engineering break-through, com- | 
parable to the 1947 announcement 
of GM’s first high compression 
experimental engine. Already 
they have undergone successful 
GM standard tests in the labora- 
tories and on the road,” Chayne 
and Hafstad said. 
Outwardly the engines have the} 

appearance of conventional cast 
iron V-8 engines. Hand-built and) 
not production prototypes, they) 
weigh about 30 percent less than | 
standard engines of comparable | 
displacement and horsepower. 
Chayne noted that “this repre-| 
sents the equivalent weight of one| 
passenger per car. It offers inter-| 
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Baker Auto Opens 
Its 5th Branch 
In Rhode Island 


PROVIDENCE.—Baker Auto Co., 
Inc. (Studebaker-Packard- 
Rambler), has opened its fifth 
branch -in Rhode Island. The new 
outlet is in Warwick. 

The opening of the new dealer- 
ship signifies the company’s faith 
in the future of the automotive 
industry, according to Louis E. 
Baker, president. 

“Our sales have been holding up 
fairly well in all price classes,” he 
said. “Last year, we topped $2,239,- 
000 in retail sales, and this year 
we are confident we will exceed 
$3 million. 

Baker observed that the company 
had nearly as much cash business 
in the first quarter of this year as 
it had in all of 1957. “That means 
the money is available, and there 
are people who are willing to spend 
it,” he said. 

“There is business to be had if 
you will go out and get it, and it 
doesn’t help to sit around and cry.” 


L-M Deal Goes Volvo 


Reginald Fudge has closed Reg 
Fudge Co. (Lincoln-Mercury), 
17554 Ventura Blvd, Encino, 
Calif., and Reginald Fudge jr. has 
opened Rex Auto Sales at the 
same address. The new dealer- 
ship will handle Volvo and other 
new and used foreign cars, 





esting possibilities in overall car 


weight reduction.” 

“Moreover,” he added, “these are 
high compression, high output, 
liquid cooled engines, higher in 
compression ratio than conventional 
engines which now average about 
9%-to-1.” 

Hafstad said the cooperative 
project “is another look down the 
road—similar to Research Staff's 
experiments with gas turbines and 
free-piston engines as possible fu- 
ture ‘power packages.’” 

He explained the project was be- 


|gun to determine both operating 


characteristics and durability of 
lightweight engines. Main practical 
problem was to find cylinder bore 
material at a reasonable price. 

Hafstad said that chrome plating 
had previously been used as a wear 
resistant material in cylinder bores, 
but the main drawback was its 
cost. Reproducibility and inspection 
of quality were not easily obtained 
with chrome plate. 

“Obviously,” he added, “use of 
aluminum in possible future en- 
gines depends largely on successful 
development of castable, wear- 
resistant aluminum alloys or de- 


| pendable coatings which may be 
|} economically and simply applied 


and inspected. We have tested a 
number of engines made of several 
aluminum alloys, some old and 
some new, that have wear resist- 
ance superior to cast iron. 

“Cost of these appeared to be 
about the same per pound of 
molten metal as the cost of com- 
mon aluminum casting alloys. We 
have also successfully tested sev- 
eral coatings which appear more 
desirable than chrome plate.” 


Over-all objective of the alumi- 
num engine program, according to 
Chayne, is the development of 
lighter weight engines with better 
economy and performance. UIti- 
mate target is the building of en- 
gines at less cost than cast iron 
engines.” 





Aluminum Engine— 


One of 
aluminum V-8 engines, 
General Motors, is being lowered into a 
test car. Weighing about 30 percent less 
then cast iron engines, the experimental 


experimental 
announced by 


a series of 









jobs were cooperatively developed by 
GM research staff and GM engineering 
staff. They already have undergone suc- 
cessful laboratory and road tests. 












Better looking for car buyers 
...and better selling for you! 
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— No other inside-mounted mirror gives 

nthe such perfect vision for safe night driving! 
a ~—, 

- With this amazing E-Z-I Mirror, head- be : » / Not just two positions, but three! 

a lights behind you are distinct, yet glare- 123 ; 

ctical free. You can judge more accurately (1) DAYTIME, you get a clear, soothing yellow-green image. 
nee how near the headlights are behind you. (2) NIGHT IN CITY, you filter out low-beam headlight glare. 
wear . . . ! ’ 

pores, No guessing, no blinding. Safer! It’s (3) NIGHT ON HIGHWAY, you de-glare “brights” behind you. 
ana optically better because it’s a front-sur- 

ained 


face mirror—you only see one image. * SOLD THROUGH NEW CAR DEALERS ONLY. 





No other outside-mounted mirror gives you such perfect 
vision in clear or rainy weather! 


resist- 


o be 
d of 


Cromir is a front-surface, chromium-alloy-type mirror. It provides 
clean, sharp, single images. No ghosting! No blurred reflections! 
A Cromir gives you better day-night vision than ordinary back- 
surface mirrors. It’s clearer in wet weather because moisture droplets 
run off the front-surface coating. Available from manufacturers of 
outside mirrors. The mirror is guaranteed for as long as the first 
owner keeps the car. 


* SOLD THROUGH NEW CAR DEALERS ONLY. 
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11. Fair and equitable contracts between manufacturers and dealers in 
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Capsule Comment 


For the first time since NADA began analyzing state- 
ments 10 years ago, the average new-car dealer operations 
showed a loss of 0.8 percent in the first quarter of this year. 

Previous known low period was in 1939 when dealer 
profit hit a low of 0.41 percent. 


Declaring that “we have already priced ourselves right 
out of the market,” NADA President Dean Chaffin has called 
on auto makers to resist “to the bitter end anything that 
will result in the increase of auto prices.” 

Makers will say amen to that. 


Several people in high places have suggested a “mora- 
torium” on auto excise taxes, ranging from 30 days to a 
year. 

A moratorium is no solution to unjust taxation; what 
we need is elimination of an unfair levy. 
* * * 


In this “hate autos” year, dealers do not blame the fac- 
tory engineers for any of their troubles on 1958 models but 
do criticize the product’s manufacturing and styling, an 
AUTOMOTIVE NEWS survey shows. 

And another thing: Dealers are convinced the factories 
are building what the public wants. 


Used-car stocks in franchised dealer hands have been 
whittled to the year’s lowest level, representing only a 36.4 
days’ supply, a poll reveals. 

At least there shouldn’t be any u-c problem when new-car 
sales open up. 
* * * 

Traffic deaths are down 9 percent in all cities this year, 14 
percent in larger cities, according to the National Safety 
Council. 

Less motoring, or more careful motorists? 





Coming 
Events 


Dealer Conventions 


June 2—Delaware Automobile Dealers 
Assn., Henlopen Hotel, Rehoboth Beach, 


New York 


June 3-5—Spring Meeting, 
Inc., Gros- 


State Automobile Dealers, 
singer's, Grossinger, N. Y. 


June 6-7—New Mexico Automobile Deal- 
ers Assn., Ruidoso, N. M. 


June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 
June 13-15—Annual Summer Meeting, 
Automobile Trade Assn. of Maryland, 

Commander Hotel, Ocean City. 


June 15-17—Tennessee Automotive Assn., 
Noel Hotel, Nashville. 


Aug. &9—Montana Automobile Dealers 
(.. East Glacier Hotel, Glacier Park, 
ont. 





Aug. 10-12—Georgia 
mobile Dealers Assn. 
Augusta. 


Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 


Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 


Independent Auto- 
Bon Air Hotel, 


Sept. 5-7—Maine Automobile Dealers 


Assn., Eastland Hotel, Portland. 


Sept. 7-9—Colorado Automobile 
Assn., Antlers Hotel, Colorado 


Sept. 7-9—Wyoming Automobile 
Assn., Lander, Wyo. 


Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 


Dealers 
Springs, 


Dealers 


Sept. 14-18—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 


Sept. 18-20—Arkansas 


ers Asso., Hotel Marion, 





Automobile Deal- 
Little Rock. 


Sept. 21-22—Kentucky Automobile Dealers 
Assn.,_ Inc., Sheraton-Seelbach Hotel, 
Louisville. 


Sept. 21-23—Ohio Automobile Dealers 
Assn, The Neil House, Columbus. 


Sept. 21-23—New York State Automobile 
Dealers, Lake Placid Club, Lake Placid. 


Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 


Sept. 21-23—New York State Automobile 
Dealers, Inc. 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y 


Sept. 22-23—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 


Sept. 30-Oct. 2—New Jersey Automotive 
rade Assn.. Chalfonte-Haddon Hall 
Hotel, Atlantic City. 


Oct. 19-21--Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 


Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 


Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 
Nov. 16-18—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec. County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 


Jan. 31-Feb. 4—National Automobile 
Dealers Assn., Chicago. 


Letterbox 


Worst in 48 Years 

I have been in the automobile 
business since 1910 and believe me, 
I have never seen the business in 
the condition it is today as far as 
profits go. 

I blame the manufacturers, be- 
cause they produced too many cars 
in 1955. I think also that 36-month 
payments had a finger in the pie 
too. I believe that if we had 24- 
month financing, our late-model 
used cars would bring a better 
price, and we would be able to 
sell our customers new cars every 
two years instead of three. 

Getting back to the factories, 
we were encouraged to take any 
deal over invoice price. They 
didn’t tell us to add to invoice 
our overhead, as all other mer- 
chants do, so dealers are selling 
just over invoice. Therefore, no- 
body is making any money. 

Talking of invoices, up to 1954 in 
all my experience of selling and 
managing for other dealers, and 


9—Milwaukee 


Auto Shows 
Nov. 5-1é—Turin Auto Show, Turin, Italy. 


Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 


Jan. 17-25—Chicago Auto Show, 
national Amphitheatre, Chicago. 


Jan. 22-27—Tampa Auto Show, 
Hesterly Armory, Tampa. 


Apr. 6i!—Denver Auto Show, 
Auditorium, Denver. 


Inter- 
Fort 
Denver 


General 


13-17— Rod and Custom World's 
Industrial Arts Bidg., Eastern 
Exposition, West Tsringfield, 


Aug. 
Fair, 
States 
Mass. 


20 Years Ago ee 
The Big Stories 


Motor vehicle registrations in 1937 amounted to 29,705,220, an alltime 
high and an increase of 1,539,000 over the preceding year, according 
to a report by the U. S. Bureau of Public Roads. Of this total, 25,- 
405,728 were 4,255,296 trucks, and 44,196 buses. 

Ford Motor Co. reported a surplus at the end of 1937 of $608,085,935, 
compared with $602,666,672 at the end of 1936, an increase of $5,- 
419,263. 

Reports from Germany in 1938 indicated that Reichsfuehrer Adolph 
Hitler would introduce in that country a low-priced car to sell at 
$396 on a time-payment basis which would make possible payments 
as low as $2 weekly. The engine-in-the-rear car, according to the 
reports, would weigh 1,430 pounds, have a 24-horsepower engine and 
a top speed of 60 m.p.h. 

—From the files of Automotive News. 


Automotive Cartoon 


Of the Week 


"Stop worrying about payments, we'll cross that little 
bridge when we come fo if .. .’ 


". .. follow me, please.” 


‘| Blame Makers ..... - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


running my own business for the 
last 19 years, I never looked at a 
car invoice. But I did know that 
my contract gave me 24 percent 
discount, and I knew that if I 
traded my used cars right, the 24 
percent would give me a handsome 
profit. And it always did until the 
fall of 1954. 


My used-car department for 18 
years showed a profit, and I mean 
a profit from what I allowed for 
the used car with no markdowns 
on either the new or used car. I 
have records of proof. 


Let’s talk about discounts. My 
belief is that there are four reasons 
for discounts. First, the article is 
overpriced; second, the article has 
been in stock too long; third, the 
dealer doesn’t know his business; 
and fourth, the dealer is going out 
of business. 


I think our major trouble is the 
pack, It should never have been 
put on by the dealer. That should 
have been a factory deal as an ex- 
tra discount. The public would not 
have known it, and therefore would 
not expect to get it in trade—and 
more too. 


I know that the factory can put 
us all back in the black very easily. 
All they have to do is to make a 
survey of each deler’s zone of in- 
fluence and give the dealer the cars 
that his zone can absorb at a profit. 
That will stop bootlegging, cross- 
Selling and discounting. If this is 
not done, I can not see any future 
for the auto dealer. 

I think the factories should 
get the dealers back to the old 
way of trading, and that is to 
trade for what the used car is 
worth, and not from invoice of 
the new car. In other words, be 
merchants, as the factories are. 
We should be able to sell the 
same as the factories do. They fig- 

(See LETTERBOX, Page 44, Col. 1) 





FOUR-WHEEL 
BRAKES 


DUO-SERVO" 


BRAKES POWER POWER 


BRAKES | Smy| STEERING 


CERAMETALIX* BRAKE 
LININGS AND 
CLUTCH FACINGS 


Each of these key Bendix developments has had an important influence 
on the course of automotive design. New Bendix developments now in 
process demonstrate continuing foresight into the needs of the automotive 
industry. Let us consult with you now on problems relating to your future. 


*REG U.S. PAT. OFF. 


Bendix oiviston South Bend, wo. 
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development of newer methods of| go right ahead and park anyway. 


AUTOMOTIVE WASHINGTON 


Auto Excise Could Fall 
While Congress Talks 


By William Ullman 
Washington Bureau Chief 
As ARGUMENTS develop over new legislation to reduce 
+X the excise tax on new cars, it should not be forgotten 
that it will also take new legislation to keep it from dropping 
automatically. Under present law, the rate will go down to 


7 percent July 1—less than a month from now. All Congress 
OF ee pgmernumerrnnamereemmeaerememcae senna 


cises is to do nothing. 
The outlook for reduction 


vs. extension of taxes depends on 
whether you talk to a recession- 
minded lawmaker or a budget- 
minded one. 


Many sincere legislators — and 
some insincere ones, too — argue 
that the greatest possible benefit to 
the economy will come from helping 
to cut new-car prices. Others— 
both sincere and insincere—say 
the Federal Government cannot 
afford to take such a sizable tax 
loss from any 
source at this 
critical time. 


Senator Hubert 
Humphrey, Min- 
nesota Democrat, 
and author of a 
bill calling for 
outright repeal of 
the auto excise 
tax, calls the re- 
sulting tax loss to 
Uncle Sam “a 
mere pittance” of $200 million. 

But Humphrey’s bill would be 
retroactive to May 1, and the 
revenue loss he is talking about 
would be for two months only— 
the last two months of this 
fiscal year. The tax loss in the 

next fiscal year beginning July 1 
could run to some $1.5 billion. 
By any standard, this figure is 
out of the “pittance” class. 

But Humphrey points out that 
“the billions we spend on defense 
will be of little solace should we 
suffer economic collapse.” 





William Uliman 





Senator Warren G. Magnuson, | 


Washington Democrat and chair- 
man of the Interstate and Foreign 


Commerce Committee, would go) 


even farther than Humphrey. He 
favors a one-year suspension of 


auto excises, and repeal of the) 


tax on freight, travel and a num- 
ber of appliances and accessories. 


The Magnuson proposals would) 


mean a loss of about $4 billion in 
tax revenue. 
But the Washington senator calls 
this an “apparent” loss only. 
> > > 


Talk Doesn’t Help Sales 
— MY opinion,” Magnuson re- 


cently told an automotive audi- | 


ence, “this would be substantially 
offset because of return to the 
Government from the increased 
purchasing power created directly 
by the suspension—and indirectly 


by the big boost it will give all| 


business.” 

All the talk about excise cuts 
isn't helping sales a bit. Magnuson 
admitted that he knew of one 


company in Los Angeles that has) 


deferred purchase of $140,000 worth 


of. trucks, hoping that repeal of| 
save the firm | 


excise taxes will 
$14,000. 

The cheerful words about mak- 
ing any tax cut retroactive will 
mot reassure anybody until it is 
actually written into law. In this 
interim period, buyers just sit 
back and wait. 

Meanwhile, the budget news is 
giving plenty of ammunition to 
those on Capitol Hill who oppose 
any serious tax cuts this session. 
Maurice H. Stans, President Eisen- 
hower’s budget director, has told 
the White House that Federal 
spending seems likely to rise to 
nearly $80 billion in fiscal 1960— 
just 13 months away. 

On the basis of current tax 
recepits, the deficit for 1960 could 
amount to as much as $10 billion. 
With a national deficit already at 
$280 billion, this news may swing 
some of the tax cutters over to the 


side of caution and economy. 
* * * 


Smathers Would Aid Rails 


HE Senate subcommittee on 
Surface Transportation, headed 





by Senator George A. Smathers, 
Florida Democrat, has proposed an 
eight-point program to help the 
transportation industry — particu- 
larly the railroads. The recom- 
mendations include repeal of the 
10 percent excise tax on passenger 
transportation and the 3 percent 
tax on freight transportation. 

In revealing the program, 
Smathers offered several reasons 
for the railroads’ decline. 


“One reason,” he said, “is the 





transportation that offer intense 
competition to the railroads. 

“These newer methods include 
the tremendous number of private 
cars on the highways, the de- 
velopment of airplanes and the 
building of modern highways on 
which move a large number of 
buses and trucks. 

“A second reason... is the 
Government assistance offered to 
the railroads’ competitors. This 
includes the building of highways 
and airports, the provision of toll- 
free waterways and the furnishing 
of other facilities for the use of 
which the railroads’ competitors 
pay little or nothing.” 

* * ° 
Diplomatic Immunity 
ASHINGTON’S Massachusetts 
Ave., frequently called “Em- 
bassy Row,” is a tough place to 
get any work done, according to 
the local electric company and a 
street contracting firm. 

A flock of emergency no- 
parking signs, hung during a 
recent construction job, have 
been ignored by Washington’s 
diplomatic corps, whose members 


It’s more than 





Diplomats are immune from the 
$3 parking fines. 

The latest solution: Barricades 
with extra employes manning them 


to shoo away diplomats, 
? + * 


Highway Speed Climbs 
a average speed on the na- 
tion’s highways is creeping up. 
In 1957, according to the Bureau 
of Public Roads, the average speed 
of all vehicles on U. S. roads was 
50.8 m.p.h., up 0.2 m.p.h. from 1956. 
Buses beat cars and cars beat 
trucks on the race over the high- 
ways. Results of tests in 24 
states showed that buses averaged 
53.2 m.p.h.; cars, 52 m.p.h., and 
trucks, 46.6 m.p.h. 

Over roads where the speed limit 
was 60 m.p.h., 16 percent of cars 
and buses exceeded the 
Where it was 50 m.p.h., 64 percent 
of the buses, 56 percent of the cars 
and 28 percent of the trucks were 
speeding. 

= 


> + 
More from Multer 


EP. ABRAHAM MULTER, New| 
indefati- | 
gable author of automotive bills, | 


York Democrat and 


has introduced still another one. 
This one calls for a nationally uni- 


limit.| 


— 


form system of automobile regis. 
tration. Clerks of U. S. District 
Courts would handle the registra- 
tions. 

* = * 


| Esso Works for Safety 
— days, when the Federaj 

Government talks of jumping 
into the highway safety field, it’s 
refreshing to talk to a man who 
knows how much industry is doing 
voluntarily to cut the death tol! on 
our highways. 


Such a man is John J. Hall, 
director of the Esso Safety Foun- 
dation, who was in Washington 
for the recent NHUC Highway 
Transportation Congress. 
Besides contributing to a dozen 
organizations interested in safety, 
Hall said the Esso Foundation 
provided grants last year to: 
Three universities for police 
courses, 

Three universities for courses for 
judges and prosecutors in traffic 
courts. 

Nine universities for courses in 
driver education for high school 
and college teachers of the subject. 

Five fellowships for training 








traffic engineers. 
Three fellowships for training 
driver educators. 
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New Allison Fully Automatic 


Truck Transmission brings America 


a new kind of truck-now offered in 


GMC, Chevrolet, Dodge and Ford 


VERY one of the cost-saving benefits 
E stated above has been realized by truck 
operators now using the Allison Fully 
Automatic Truck Transmission. 


Here’s why: 


With the Allison Automatic your driver 
simply selects the range—the Allison “Auto- 


matic Brain” does the rest. 


It begins by multiplying engine torque /5 
times. Maximum torque is always available 





right from a dead stop to get the load mov- 
ing and keep it moving. 
It cushions your engine and drive line from 


shock loads— protects you from costly 
repairs — saves tires and fuel. 


matic “‘senses 


Shifting is automatic. The Allison Auto- 
” the exact gear ratio for every 
combination of speed, load and grade. Your 


engine can’t lug or race. There’s no power 


lag going up 


grades. Full power is always 


there — instantly and smoothly. 
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The Man Behind the Wheel 





Sales Testing the New Models 


Evrror’s Nore: This is another 
in a series of articles which 
will report factual results of road 
testing new models. The goal is 
to develop sales ideas that may 
be put to use by dealers and 
salesmen. Articles will be written 
with the idea that dealers, sales 
managers and salesmen may 
want to show them to their pros- 
pects, since the material origi- 
nates from an impartial source. 
The car below was tested for 
2000 miles over seven days. 

* + + 


By L. H. Houck 


Travelling Correspondent 


B* THE time 1958 production 
stops this summer, more than 
2% million Mercurys will have 
been manufactured and sold by 
more than 3,000 dealers in two 
decades. For a car that was intro- 





duced in 1938, this is remarkable 
public acceptance. 

Driving a 1958 Montclair four- 
door hardtop over 1,500 miles 
taught me a lot of things I 
didn’t know about Mercury. One 
fact that kept bobbing up was 
the enthusiasm of Mercury own- 
ers and their exhibition of brand 
loyalty. 

This year they’re calling it the 
“Big M” with a lot of affection. 
Mercury styling sticks out. You can 
see it a mile away. You never con- 
fuse it with any other car. 

But it is behind the wheel that 
you really find out that the “Big 
M” has everything expected of it, 
more than claimed for it and a lot 
of surprises for the first-time 
owner. 

> + = 
Roadability Tops 

HOSE who drive a lot of miles 

each year as I do (48,000 in 


1957) usually get pretty cranky 
about how a car handles and 
whether it’s comfortable. 


If you are comfortable behind 
the wheel and the car runs and 
performs well on the road with- 
out annoying pull one way or the 
other, your safety is enhanced 
many fold. 


It is often the harassed driver 
who becomes involved in wrecks. 
If a car pleases the long-distance 
driver, it becomes an important 
recommendation to the man who 
drives only on Sundays and a 
couple of vacation trips. 


When I drop behind the wheel 
of a strange car, I automatically 
look for trouble—for things that 
might affect my decisions in traffic, 
for the hesitation on the throttle, 
for the slip from a gentle brake 
application, for the rattle you 
hardly hear at first but which be- 
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Up in Front— 


The distributor and fuel pump are up 


front on the 1958 Mercury. Note that 
the valve covers are held down by ma- 
chine bolts in the flange, which provides 
better sealing. 


comes a veritable din from repeti- 
tion. 
. os = 
First Test in Heavy Traffic 
I TOOK delivery of this Mercury 
in Kansas City, Kans., crossed 
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Automatic Brain” 


@ Could you use a truck that increases engine life more than 35%? 


**. oe#eeeee 


@ Could you use a truck that cuts elapsed trip time 18%? 


“eee ee eee eereeeeeen eee eeee 


@ Could you use a truck that slashes brake maintenance 50%? 


eeeeeeeeeeeeeeeeeeeeeeeeweeeeee ewe eeeeeeeeeneeewneeereeeneeneeeereeeneeneeneneeeererrrer rrr rr ee 


@ Could you use a truck that increases daily route stops 15%? 


@eeeeeveecevneeeeeen ee eee eeeeveeeeeoeeseeen ee eee 


@ Could you use a truck that eliminates clutch trouble 100%? 


eeeemeeweeeeeeveeeeeeeeeeeeeeeeeee ee ee ee eee eeeeeeeeeeeweeeeeeeeeeee eee eeea eee eeeeeneeee 


For faster — yet safer — downgrade opera- 
tions, its built-in Hydraulic Retarder slows 


service in the heaviest military and off- 
highway vehicles. 


your truck without using the brakes. You 
save more than 50% on brake maintenance. 


The Allison Automatic is the first trans- 
mission which lets you take full advan- 
tage of today’s high-torque truck engines 
—the only fully automatic transmission 
specially designed for medium and heavy- 
duty trucks. 

It was born out of more than 10 years’ 


ALLISON DIVISION OF GENERAL MOTORS, indianapolis 6, indiana 


Before you buy another truck, school bus or 
other commercial vehicle, find out how an 
Allison Fully Automatic Truck Transmission 
can repay its modest cost many times over 
in your operation. It is now available on 
GMC, Chevrolet, Dodge and Ford trucks 
and as an integral engine-transmission power 
plant from Chrysler and Ford Industrial 
Engine Divisions. See your dealer or write: 
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the Intercity Bridge and deliber- 
ately turned right into the heart 
of downtown Kansas City traffic. 
Here it was stop and start. 
Proper lanes had to be chosen to 
avoid being forced into wrong 
turns. I can recommend this traffic 
for car-testing because while it is 
exceptionally well regulated and 
marked, it does offer all the options 
in the book 

I think every prospective auto 
buyer ought to drive a demon- 
strator in heavy traffic because 
traffic makes you like or dislike 
a car’s controls and the way it 
handles. 


The Big M turned in a superlative 
performance. The throttle was 
sensitive with the Big M’s 330-h. p. 
engine operating at a whisper. Its 
big brakes took hold at just the 
right pressure to give stops with- 
out bounce and squeal. 

On the open road it revs up to 
the legal speed limit fast, and the 
Multi-Drive automatic transmission 
in cruising range is virtually noise- 
less. Up and down automatic shifts 
were smooth as silk. 

* > = 


Builds Confidence Easily 


‘ee are things that build 
confidence in the ability of any 
car to perform to your satisfac- 
tion. In most cases, this confidence 
is that feeling that you can drive 
to the end of the world and get 
back under your own power— 
independent of everything else on 
the road 

This is a car in which you do not 
find it necessary to make compro- 
mises just because you like most 
of it. It’s like the puppy that worms 
its way into your heart and makes 
you love dogs. The Big M will make 
an auto enthusiast out of an auto 
hater, if there are any. 

I think the performance of any 
auto begins with the engine, al- 
though I know as well as the 
next one that the best engine's 
performance can be ruined by 
swing and sway of the chassis at 
the wrong time, shock absorbers 


(Continued on Page 46, Col. 2) 


Car Tested: 
MERCURY 


Model: Montclair four-door 
















































hardtop. 

Engine: Marauder, V-8, OHV, 
383-inch displacement, 330 h. p., 
4.30-inch bore, 3.66-inch stroke, 
10.5-to-1 compression ratio, hy- 
draulic valve lifters. Some fea- 
tures of this engine are: 

Cylinder block and upper 
crankcase are cast in one piece 
with cored passages for cooling 
the entire length of the cylinder 
barrels. Each cylinder features 
an angle-wedge combustion 
chamber at the top of the cylin- 
der bores. 

The combustion chambers-in- 
block are formed by casting the 














(cylinder 
wall and bottom of the head) 

are precision-machined, and the 
third surface (top of piston) is 
smoothly cast, closer tolerances 
are maintained, resulting in 
better regulation of compression 
ratio. 


Straight surfaces of the 
combustion-chamber walls elimi- 
nate deposit-holding pockets 
and greater cylinder area makes 
provision for larger valves. 

Pistons are aluminum alley of 
autothermic design, which means 
that steel struts are placed at 
the piston bosses and the design 
allows accurate conformity to 
cylinder bore during operating 
tem 


peratures. 

Transmission: Multi-Drive 
automatic, new this year. The 
Multi-Drive keyboard has two 
drive ranges forward besides 
low, high performance range and 
range. Other buttons on 

this control keyboard are brake 
neutral start, hill con- 

and reverse. Park 
handle 



















































limit safety monitor, power lub- 
rication, — radio antenna, 

Tires: 8.00 x 14, + Weesene tube- 
less. 










It was a hard fight 





Still is. In television the competition never lets up. It keeps going day 


and night, 52 weeks a year. And each year it gets tougher. 


With the final Nielsen Report now in for the October to April season 
(the period of peak audience competition among networks) it is now 
clear that all three networks have delivered larger audiences than ever 


—an average of 14% more at night and 15% more during the day. 


It is also clear that during this season the CBS Television Network 


—again attracted the largest average audiences in broadcasting— 
816,000 more homes at night and 115,000 more homes during the day 


than any other network with a full daytime schedule 


—achieved the season’s largest audience for a single program— 
the 23 million homes that watched a Lucille Ball-Desi Arnaz show 


—presented more of the most popular programs than any other 


network—a monthly average of 6 of the top 10 


—won the largest number of program awards for adding new 
dimensions to the presentation of entertainment and the promotion 


of public information and understanding—a total of 60 


—earned a 16% larger investment from advertisers than the second 


largest advertising medium. 


Whether you consider it in terms of the biggest audiences, the most 


important awards, or the largest advertising investment, the decision 


is plain. The winner and still champion in every round, as it has been 


for the last 68 consecutive Nielsen Reports, is still... 


THE CBS TELEVISION NETWORK 
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Production to Be Expanded .. . 


Triumph Reports Record Sales 


| ge eed first quarter sales for 
Triumph sports and small cars 
were reported by Alan F. Bethell, 
president of Standard-Triumph 
Motor Co. of New York. 

Registrations for January, Feb-| 

ruary and March of this year | 

amounted to 38 gor | 
cent of the total 1957 
volume, he said. 
First-quarter sales 
totalled 2,449 units, 
against 771 for a| 
corresponding period in 1957, Beth- 
ell added, and, exceeded the entire 
1956 volume, which amounted to 
2,400 units. 

“We believe that several factors 
have contributed to this sales in-| 
crease,” Bethell said. “First, the 
American consumer has become 
more familiar with our products 
and has gained increasing confi- 
dence in them. 

“Second, we have undertaken a 
program to improve our service, 
and have expanded our national 
dealer organization to more than 


Import 
Car 
News 


600 representatives throughout the 
country. Third, we are convinced 
that our line represents the answer 
to a distinct need in that it com- 
bines practicality with economy, 
quality and smart design.” 

Bethell said the steadily increas- 
ing demand has necessitated expan- 
sion of production facilities of 
Standard Motor Car Co., Ltd., in 
Coventry, England. The parent 
company also has increased its 
working schedule to three full 


shifts five days a week, he added. 
* »” * 


tel FOX has been appointed 
executive vice-president and 
director of Standard-Triumph 
Motor Co., of New York. 

Fox, who was with GM for 18 
years, joined Standard-Triumph in 
1955 as a distributor. He had been 
general sales manager since 1957. 

+ a * 
Volkswagen 
SPIN-ON, spin-off oil filter 
engineered for Volkswagen en- 
gines has been marketed by Euro- 


pean Motor Products, Inc., River- 
side, Calif. 

The firm said that since use of 
|a@ filter cartridge requires an extra 
|}pint of oil, engine temperatures 


case pressures are maintained, All 
| engine fittings have metric threads. 
] * + * 


Volvo 


one of its entries to victory over 
| all classes in Holland’s Tulip Rally, 
|a test which extends 1,440 miles on 
|roads and 375 miles on a German 
| race track, Volvo said it also placed 
first, second and third in the 1,300- 
1,600-cubic-centimeter class. 
* a * 
| ¥/OLVO was the overall winner of 
the 
| Economy Run, according to reports 
from Gothenborg, Sweden, with an 
| average of 54.9 ton miles per gallon. 
Its nearest competitor averaged 
47.6 ton miles per gallon. 
It also was reported that Volvo 





| are reduced although normal crank- | 


OLVO announced that a pair) 
of German drivers had piloted | 





Mobilgas Scandinavian | 


also won first, second, third and 
fourth places in the 1,300-1,600 c.c. 
class with the following gasoline 
consumptions: 41.7 m.p.g., 41.7, 41.3, 
and 39.2. 

Automobiles from all parts of 
the world competed in the event. 
* * * 

EARL POWELL, Fort Worth, 

e Tex., has been appointed re- 

gional sales representative for 

Swedish Motor Import, Inc., dis- 

tributor of Volvo 

in Texas, Louisi- 

ana, Mississippi, 

Alabama, Okla- 

homa, Arkansas, 

Tennessee, Kan- 

sas and Missouri. 

A veteran of 16 

years in the auto 

industry, Powell 

has worked in 

sales and service 

4 Me at the factory 

L.. Earl Powell level and in re- 

tailing. He spent five years as gen- 

eral sales manager for GM dealers. 

+ * * 

OLVO IMPORT, INC. and 

Volvo Distributing, Inc., have 

moved from Detroit to their new 

headquarters at 425 Hudson Ter- 
race, Englewood Cliffs, N. J. 

The building also will house 





YOUR FUTURE IS GREAT IN A GROWING AMERICA 


a 


AMERICA ALWAYS OUTPERFORMS ITS PROMISES 


We grow so fast our goals are exceeded soon after they are set! 


7 BIG REASONS FOR CONFIDENCE IN AMERICA’S FUTURE 


1. More People—Four million babies yearly. U. S. popula- 
tion has doubled in last 50 years! And our prosperity curve 


has always followed our 


population curve. 


2. More Jobs—Though employment in some areas has fallen 


off, there are 15 million 


more jobs than in 1939—and there 


will be 22 million more in 1975 than today. 


3. More Income—Family income after taxes is at an all-time 
high of $5300—is expected to pass $7000 by 1975. 


4. More Production— U.S. production doubles every 20 
years. We will require millions more people to make, sell and 


distribute our products. 


5. More Savings—Individual savings are at highest level 
ever—$340 billion—a record amount available for spending. 


6. More Research — $10 billion spent each year will pay off 
in more jobs, better living, whole new industries. 


7. More Needs—In the next few years we will need more 
than $500 billion worth of schools, highways, homes, dura- 
ble equipment. Meeting these needs will create new oppor- 


tunities for everyone. 


Add them up and you have the makings of an- 
other big upswing. Wise planners, builders and 
buyers will act now to get ready for it. 


FREE! Send for this new 24-page illustrated 
booklet, ““Your Great Future in a Growing 
America.” Every American should know these 
facts. Drop a post card today to: THE ADVER- 
TISING COUNCIL, Box 10, Midtown Station, 


New York 18, N. >’ 





—— 


Volvo’s service department, for. 
merly located in Detroit, and the 
Northeast regional sales ofiice, 
formerly in Fort Lee, N. J. 

The purchasing department of 
Aktiebolaget Volvo is now at 15143 
W. Eight Mile, Detroit, the former 
quarters of the importing and dis- 
tributing companies. 

* aa 


SAAB 


TEAM of two SAAB 92B’s 

emerged as outright winners of 
the Circuit of Harewood Four Hour 
Handicap Relay Race, the company 
reported. 

The event, which attracted cars 
from all over Canada and numer- 
ous entries from the U. S., was 
run on the 2.3-mile Harewood Cir- 
cuit, Canada’s big, closed course at 
Port Dover, Ont. 

The Harewood Four Hour is run 
on a handicap, team basis. Teams 
were permitted to comprise as 
many as four cars, Altogether 
nearly 100 cars ran in the race, 
since most entires comprised three 


or four cars. 
. 


* 


e * 
Jaguar 
HE second floor of the old Hill- 
crest Building, Hollywood, 
Calif. has been leased by Chuck 


|Hornburg jr. as make-ready quar- 
|ters for the new XK-150 Jaguar 


convertible roadster. 

Hornburg said it takes more 
than a day and a half to get the 
car in top shape for the dealer. 

* * = 


Renault 


OHN GREEN CORP., Renault 

distributor, reported more than 
3,000 Dauphines were sold during 
January, February and March by 
dealers in California, Arizona, Ne- 
vada and Utah, more than they 
sold in all of 1956. 

Three ships of the six-ship Re- 
nault fleet delivered 3,150 Dau- 
phines to Los Angeles and San 
Francisco harbors during this 
period, Green said. 

The firm said 1,050 Renaults will 
arrive at these West Coast ports 
each month during 1958 for a total 
of over 12,000 for the year, about 
25 percent of the U. S. quota. 

> > > 


British Motor Corp. 


FOUR-DAY British Motor 

Show in Montreal was de- 
scribed by an auto executive as a 
sign of “progressive merchandis- 
ing” and sales promotion being 
done by Canadian dealers of Brit- 
ish cars. 

Sir Leonard Lord, chairman of 
British Motor Corp., told advertis- 
ing associates that recent Euro- 
pean car sales in Canada show a 
large market exists for small, easy- 
to-handle and economical cars. 

On “Canadian traffic conditions, 
Lord joked, “All Ill say is that in 
some of your large cities, they’re 
excellent for the small-car busi- 
ness.” 

The show features more than 30 
cars from the United Kingdom, 
ranging from economy-sized run- 
abouts to big luxury vehicles. 

> > > 


Lloyd 
HREE distributors have been 
appointed by Lloyd Cars Corp. 
of America. They are: 

Car Import division, Park Circle 
Motor Co., Inc., 3400 Reisterstown 
Rd., Baltimore; McCaa Chevrolet 
Co., West Memphis, Ark., and Pio- 
neer Distributors, 2312-2341 S. Jef- 


ferson, St. Louis. 
+. 


* * 


Datsun 


ISSAN MOTOR CO. announced 

in Tokyo it will export to the 
U. S. 466 of its Datsun cars. The 
car will sell for $1,880, the firm 
said. 


Gas-Stingy Imports Held 
Problem for Oil Firms 


TULSA, Okla. — Oil-company 
executives and ser vice-station 
operators are expressing increas- 
ing concern over the effect of 
soaring imported-car sales on 
gasoline consumption and _ lube- 
oil sales, according to the Oil & 
Gas Journal. 

The publication notes that for 
the average driver of some of 
the economy models, “fuel savings 
alone could amount to as much 
as 60 percent. That could total 
about $120 a year.” It adds that 
when the owner of such an import 
fills the tank, he’s buying about 
half as much gasoline as the 
U. S.-car owner. 
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TURNINGS 


by 
Joseph M. Callahan 


Engineering Editor 





Rubber-Cored Prop Shaft Cuts Auto Noises 


2 rubber-cored prop shaft introduced on the 1958 Cadil- 
lacs may be a significant milestone in the never-ending 
battle by engineers to eliminate auto noise and vibration. | 

This prop shaft consists of two tubes, one of which fits | 
inside the other. At the end of the smaller tube are) 
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cored shaft, it reportedly was first 
used by Dana in the middle ’30s 
for electric street cars and rear- 
engine buses. 

* * 


Still Made for Street Cars 


A still makes a few of these 
shafts for the St. Louis street 
ears which need rubber-cored 
shafts to eliminate possible elec- 
trical circuits in the drive lines and 
to reduce noise. 

These shafts were used in the 
rear-engine buses because the 
drivers in the front end were not 
able to feel that torque jolt from 
their engines and were continu- 
ally “breaking up things.” The 
rubber shaft absorbed some of 
the shock of the clutch grab and 
eliminated the problem. 
Rubber-cored shafts also have 
been produced by Dana for many 

years for engine dynamometers 





bonded six doughnut-shaped®@—\—\_———___ 


rings of rubber. When the tion and one that would take 


; Sonal torque in shear. 
smaller tube is forced inside Firestone Tire & Rubber Co., and 


the larger, these rubber rings are l 

siuaahed down to a thickness of «| Ie? Goodrich Tre Co. worked on 

quarter of an inch. thetic compound was developed. 
Thus, the two tubes are securely! while Cadillac is the first produc- 

attached to each other by the com-/tion car to employ the rubber-! 

pression of the rubber rings, elimi- 

nating all metal-to-metal contact. 


Engineers of Dana Corp., who 


which usually have no transmis- 
sions, springs or tires to absorb the 
shock loading from the engines. 

Production of the rubber-cored 
prop shaft is now split between 
Dana Corp., GM’s Saginaw Steer- 
ing Gear division and Borg- 
Warner’s Mechanics division. GM’s 
Inland division supplies the rubber 
doughnuts. 








Cutaway of Rubber-Cored Prop Shaft— 


A cutaway photo of the rubber-cored propeller shaft being used by Cadillac. The 
shaft consists of two tubes. Bonded to the outside of the inner tube are six rubber 
doughnuts (partly cutaway in the picture) which tightly connect the two tubes, although 
preventing any metal-to-metal contact. This reduces noise and vibration 50 to 60 
percent. 


McAlonan Receives Highest Ford Award 


AKRON.—John A. McAlonan,| dealerships in Ohio to win Ford’s 
who organized Universal Motor Co.| Four-Letter Award five consecu- 
(Ford) in 1916, has received Ford/| tive years. McAlonan, 77, is in his 
Motor Co.’s highest dealer award | 42nd year as a Ford dealer and is 
the five-year bronze plaque. one of the oldest in the state in 

Universal is one of the few/| years of service. 





worked with Firestone and reo eee eee -- ee es es Oe ee eee ee ee ee ee eS ee ee ee 


Cadillac in the development 
of the rubber-cored prop shaft, 
say it reduces propeller-shaft 
noise 50 to 60 percent in the 
Cadillac. 


Cardboard also is used inside the 
prop shafts of some cars but it 
reportedly only dampens about 20 
percent of the noise. 


Another advantage of the rubber- 
cored prop shaft is that it reduces 
shock loading caused by the sudden 
application of the tremendous loads 
of torque to the shaft. This in- 
creases the life of the connected 


parts. 
> > 7 


New Shaft Has More Twist 


— shock-loading reduction is 
partly accomplished by the 
ability of the rubber-cored shaft 
to twist 4 to 5 degrees—much more 
twist than the hundredths of a 
degree of twist possible in the 
typical all metal shaft. 

However, this twisting is much 
more severe in some diesel- 
powered earth-moving machines 
that have solid rubber prop shafts 
which twist 40 to 50 degrees. 
Many of these machines have no 
fly wheel and consequently re- 
quire rubber shafts to eliminate 
some of the vibration. 

Several car makers are looking 
at the rubber-cored shaft. It was 
seriously considered in the past for 
the Chevrolet and Hudson Jet. This 
device can be used on one, two or 
three-joint shafts. 

Some chief engineers, while ap- 
preciative of the value of this 
shaft, feel that the noise and vibra- 
tion in their prop shafts is not 
great enough to justify the expense 
of this admittedly premium device. 

7. > 


Noise Called a Coincident 
pe G drive-shaft noises, 

a Dana engineer said “the 
amount of noise in a car is not 
necessarily a reflection on the 
engineering of the car; it is often 
just the coincidental development 
of similar frequencies by two com- 
ponents — usually only at certain 
speeds. 

“Every part and component 
has a natural noise frequency. 
These noise frequencies develop 
through amplification into vibra- 
tion. If the frequencies are ampli- 
fied too much, the part will fly 

” 


(oan 


In developing the rubber-cored 
prop shaft, one of the more diffi- 
cult problems was the development 
of a suitable rubber for the dough- 
nuts. Needed was a rubber that 
would take a great deal of defliec- 





Quality Dealer Award 


Presented to Maloney 


CANTON, O.—Chrysler Corp. has 
presented a Quality Dealer Award 
to George P. Maloney jr., of George 
P. Maloney Motor Co. (Plymouth). 

Maloney was cited for “outstand- 
ing achievement in performance, 
administration, service, teamwork 
and facilities. He received a plaque 
from John F. Thiel, Plymouth’s 
Pittsburgh regional manager. 
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Socony Mobil can help boost your 





How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


I 

| 

I 

| 

! 

| 

We’re ready to give you the benefit of years of merchandising ex- | 
perience . . . suggest sales tips . . . give you vital retailing information | 
that can change labor and parts sales figures from red to black. ; 
And, of course, there’s our lubrication training program. We’ll in- |! 
struct your men on the most up-to-date equipment . . . show them | 
proper lubrication techniques on the make of car you sell. 
| 


Another reason you’re Miles Ahead with Mobil 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP, 


service absorption in many important ways! 


Here’s why it’s good business 
to do business with Socony Mobil 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 
over . . . increase volume. 


@ You get America’s top sellers . . . Mobilgas, 
Mobiloil, Mobiloil Special! 


@ You get the help of experienced men to 
help you boost service absorption. 


@ You get expert on-the-job training for your 
personnel. 


e@ You get the benefit of merchandising and 
lubrication knowledge unsurpassed in the 
petroleum industry. 




























Mack President 
P. O. Peterson says: 


Sure, we build ’em the way we used to... only better! 


People often ask us whether modern Mack trucks are a Mack Truck” part of the language. But this craftsman- 
really as sturdy and economical as the famous Bulldog ship goes hand in hand with traditions of continually 
models of the past. Sure they are . . . but much more so! improving our product and continually adding the latest 
Mack still holds to the standards that made ‘‘Built like and finest of production equipment. For instance — 


Our Mack engines have the longest mileage life of all because of the power and efficiency of other truck engines. Then a remark- 
unique techniques like this valve-lifter facing operation. First, able electrolytic treatment trues up the tungsten working sur- 
one of the world’s hardest materials — tungsten carbide — is face, while diamond wheels polish it to mirror-like perfection. 
bonded to the lifters at the crucial spot where friction-wear saps And finally, we use electronics to check results. 
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Firing Mack gears with Bulldog tenacity. In our immense, ultra- 
modern ovens we use sizzling hot carbon gases to give our trans- 
mission gears a super-hard wearing surface. Service records 
prove that Mack transmissions run far longer, and need less 
looking after, than any others ...thanks to our famous Mack 
metallurgy, painstaking manufacturing precision, and the most 
advanced gear design used in any truck. 


“TAcewre dyre 


Vibrationless running helps keep Macks like new. We balance 
revolving parts like this rugged drive shaft until they spin without 
a trace of tremor. Our precision equipment improves the opera- 
tion .. . but nothing replaces the skilled experience of this Mack 
craftsman. Like so many of his colleagues, he’s been a life-long 
Mack employee. 


These instances hint at why you get more work out of a 
Mack... it’s because more work goes into a Mack! 


It's part of the language .. . Built like a... 


“bt Mack 


a 


MACK TRUCKS, INC., PLAINFIELD, NEW JERSEY e TRUCKS, BUSES, FIRE APPARATUS AND ELECTRONIC EQUIPMENT 
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Highways & Safety . ga the traffic fatality rate is lower | such instruction is denied to more 
Highways & Safety ... than that of 10 years ago.” than one million students. 
2 © Reliance upon traffic death totals | Misinterpretation of existing 
Traffic Expert Assails 2°23 30° ate oe, Sep Seal yet coered 
or failure in traffic accident pre-| < . assailed by Blaisdell. He attributed 
vention, was the second “pat | ; : this to the fact that an individual 
6 « swer” refuted by Blaisdell. He con- | < : or organization doesn’t want to or 
on use SSUCS tended the only true picture of \ C~* : - doesn’t dare take a strong stand, 
highway-safety progress is an = ~ and said the tendency is especially 
analysis of total traffic casualties. | SS i apparent in the “run-around” with 
Public reluctance to pay the,safety leaders are “hiding behind| “While the record of traffic Ney which many safety leaders ap- 
price of safer highways arises from | ‘pat answers’ to highway safety”| deaths may fluctuate up and KJ proach the problem of highway 
the “half-truths” and “confused| and “deluding themselves that! down in its generally steady up- | 4 \y —, speeds. 
a —— by some leaders| progress is satisfactory.” on there has been no | — J The favorite refuge, he said, is 
of the organized safety movement,| fy, deplored statements of satis-| Cessation in the upward spiral of that speed itself is not a factor in a 
gee to Paul H. Blaisdell, | traction “while there is a traffic) ‘#flle casualties since 1946.” j accident causation, that it is only — 
traffic safety director of the Assn. | goath every 13 minutes, nearly Another “pat answer” that Blais- , ' |@ contributor. Blaisdell said he 
: os and Surety Companies, | 40,000 a year; an injury every 20 dell dismissed as “hogwash” is the ‘i | doubts the opinion, because it fails 
ew York City. | seconds, over 1,400,000 a year; an|@ssertion that 10 percent of the The boss figures that we've |to recognize the serious question 
Addressing a regional confer- | accident every four seconds, more| People cause 90 percent of the ac- been giving away the wrong kind jas to the actual velocity at or 
ence of the International Assn. | than 11,000,000 a year; an economic | Cidents, and that control of the of free stuff. above which an individual is un- 
of Chiefs of Police, Blaisdell said |loss of $10,000 plus every minute,| Minority will solve the problem. able to cope with situations which 
the public wants safer highways | more than $7 billion a year and still | He rm y that 66 million drivers “young punks” f ul may arise. 
and if properly informed “would | going up. appeared in traffic court in the Se ee ae . imi 
be willing to pay for them in | “The favorite ‘pat answer’ for | three-year span ending with 1957. | accused of causing the most trou- | ,; aan th teu te Tae t an 
dollars or in personal compliance the short in t hi “Many of these may be repeaters, ble. Instead of putting the blame tack all the acts founded in heed- 
with rules, or through insistence | comings of our highway- | but by any twist of research analy-| ©" young drivers, he said, it is |i... haste—the ‘in a hurry’ psy- 
that the job be done.” | safety program is the statistical Gliny Gitte to ot the vect af Oi 
; _, | solace of the declining fatality | lion different drivers in traffic court, Process which lessens the prob- | , wd " ‘ r Me 
Such public support, he said,| pate, By this hunk of statistical |in thre ars. It t half| lem. to 90 percent of highway acci 
would enable officials to do the job| tidigitati > 2 dents,” Blaisdell said. 
ef tigid law enforecment exsentiall pres gi on we can, any given (than 10 percent of the drivers who He charged that about half of 
year, kill more people on the | cause 90 percent of the traffic acci-| the 1,125,000 upils enrolled in 
to traffic safety. highways th ; bef. d ” : callin: = : ° 
ehete ehangsé Git too wen | z y an ever ore an | dents. | high-school driver courses receive Safet Barricade 
> y| pat ourselves on the back because | Blaisdell also noted that | substandard instruction, and that y 








sis you can’t find less than 40 mil-| time to provide an educative 
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Wins Prize for 
Inventor, 12 


A device to barricade streets 
automatically as traffic signals 
turn red won a first prize at the T 
New York City Science Fair for 
its 12-year-old inventor, Gary 
Brown, Laurelton, N. Y. T 
Gary’s barricade consists of a 
a . . ” « 2%-foot wall of high-impact rub- 
ae me aS TY | ber, mounted on hydraulic lifters 
5 + in a pit below the street surface. 
With the traffic light controlling 
the timing, a red light would 
automatically raise the wall. This, 


said Gary, would “ensure pedes- N 
trian as well as automobile safety.” 4 
When lowered, the top of the wall lev 
would be flush with the street the 
surface. : 

Gary envisions control panels in 156 
police and fire stations so that 193 
controlling devices could be over- yer 
ridden to clear streets for fire or R. 
police vehicles. 

“The cost of installation,” Gary re 
told Automotive News, “would be th 
compensated by no traffic accidents, th 
releasing of policeman for foot ge 
patrol and clearing of streets in m 
emergencies.” q 

As an afterthought, he said, I 
“Bank robberies might be pre- . 
vented by blocking off escape - 
routes.” fir: 

> > 7 oe 
e ' 
Driver's Alarm oa 

Device Invented to Stop ter 

° we 
Dozing at Wheel the 

A Pittsburgh inventor has come tor 
up with a device to combat sleep- tim 
ing behind the wheels of cars and 193 


trucks. 

Bill Truit’s device looks like the 
handle of a kitchen pan. It is held A 
around the neck of the driver by a mi 
wide elastic band. sal 
When the driver begins to doze, on 
his chin trips the handle. Then, @ ; 
buzzer sounds, a washer tickles _ tio 
. : ' * Le : neck and a light flashes in the : 
Perfection performs consistently! In punishing service eyes. of 


Here’s what an important fleet hauler says: Robinson’s short hauls and heavy loads ac- Ontario Speeds Big Network 


“We operate 14 Perfection dump bodies in . celerate wear on body and hoist. Only the Of Driver-Testing Stations 
our fleet... . For the past year we have been ~- best stand up! So, Robinson uses Perfection aunt ate me tepatins 


hauling gravel and stone at the Fisher Body Mod. 354 bodies, and 827 Roll-a-lift hoists ae es eau we 
plant at Marion, Ind., which was a short which give him big job capacities and around the end of 1960, Deputy ‘Transport 


haul and heavy loads. We found that Per- , the clock dependability. ee as 
fection is the best buy for us.” — Wm. G. Sve cones tees te tae tasene 


; , i . t Hamilton and anothe 
Faust, Supt., Robinson Trucking Co., Eaton, Pays off! as Loaibontn tae Guemeame 00 aed 
: ° ° > ° the present system of testing con- 
Indiana. Because Perfection stays in service—in hard ducted by agents. Collins said other 
. ° : é stations are planned for Ottawa, 
service with no down time. Get your Perfec ncuian Ueliieed Guanes ent 

tion distributor’s name now! Port Arthur. 


* * * 


HYDRAULIC HOISTS AND POWERED GATES.*DUMP AND SPECIAL BODIES. / Speed Governors Proposed 


For Vehicles on Superroads 


Senator Albert Gore, Tennessee 
Democrat, told the seventh High- 
way Transportation Congress that 
Congress should consider requiring 
speed governors on all cars, trucks 
and buses that will use the inter- 
state highway network. 

This may be a radical suggestion, 
Gore admitted, but he said “radical 
action may be necessary to halt 
the carnage on our highways.” 
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Commercial Car News 


{ Monthly Section for those who make, sell and service 


{merica’s Trucks, 


TR ea ee 











Top Trucks 


for 


New-truck registrations 
three months, plus 30 states for | 
April: 
1958 1957 
Pos. Make Pos. 
1— 64,617 Chevrolet 380,666— 1 
2— 52,669 Ford 69,185— 2 
3— 25,089 Intern’l 25,961— 3 
4— 14,075 GMC 18,627— 4 
5— 10,885 Dodge 13,783— 5 
6— 5,340 Willys 6,472— 6 
7— 3,401 White 4,618— 7 
&— 3,073 Mack 3,687— 8 
9— 1,272 Stude. 2,372— 9 
10— 847 DiamondT  1,022—10 
M— 199 Brockway 134—11 
7,362 Misc. 4,359 
Total All Makes 
188,829 230,936 


Further details on Page 44. 


Truck Sales Hit 


Twelve-Year Low 


First Quarter Total 
19 Pet. Behind 1957 


By Kenneth C. Kelley Jr. 
Staff Writer 
gp edtlagpeantcene registrations in the 

first quarter of 1958 fell to a 
level comparable only to that of 
the depression years of the 1930s. 
Sales for the quarter totalled 
156,954, down 19 percent from the 
193,776 in the first quarter of last 
year, according to figures from 
R. L. Polk & Co. 

The last quarter in which the 
registration total was lower was 
the second quarter of 1946. At 
that time, when the industry was 
getting back into the civilian 
market after World War II, the 
quarter’s total was 143,693. 

In the last more-or-less normal 
prewar year—1941—first-quarter 
registrations exceeded those of the 
first quarter of 1958. The first three 
months of 1941 saw 163,367 truck 
sales. 

While registrations in most quar- 
ters in the late '30s and early ‘40s 
were below the 156,954 total for 
the first quarter of this year, sales 
topped that total at least seven 
times between the beginning of 
1936 and the end of 1941. 


LL truck makers, with the ex- 
ception of Brockway and the 





miscellaneous group, shared in the! 


sales decline in the first three 
months of this year. 


Brockway increased its registra- | 
tions to 172, good for .11 percent) 
of the market. The company in-| 


(Continued on Page 25, Col. 1) 
. * * 


How They Fared ... 


jin their bus 


Knowing Who Buys 


Eprror’s Note: The vocational 
information included in this 


story henceforth will be a feature | 


of the monthly Truck section. 


a, many truck salesmen, espe- 
cially those working for dealers 
that sell both cars and trucks are 
trying hard right now to close 
truck deals for plumbing and heat- 
ing contractors, cleaners and dyers, 
truck gardeners and refrigeration 
service men? 

How many have demonstrated 


the service-type bodies on their | 


pickup chassis to these prospects 
during the past month so they 
will be able to talk something 
besides price when the time to 
close the deal rolls around? 

Judging from reports from deal- 


ers and truck field men, very few! 
are paying} 


salesmen or dealers 
much attention to the buying peaks 
of the truck operators in the vari- 
ous vocations in their areas. 


Yet a great many operators in| 


various lines of business still do 
their truck buying in definite peri- 
ods of the year. 

For instance, many school boards 
have been taking bids on school 
buses for the last three months 
and now are ready to sign the 
orders. Other school boards now 
are only starting to get interested 


. > > 


HE state 
counties 
working on 
about Feb. 1, 
their orders last month. 
However, another 
school bus 


and cities have been 


problem until about now, and really 
gets to work on the purchase dur- 
ing July or early August. These 
are the school people who usually 
buy one or two vehicles for one 
school or a small district and want 


delivery around Sept. 1. 


This month, smart truck sales- 
men are concentrating on the 
common carriers, dairy people 
and manufacturers of paper 
products. Historically, most of 
them begin to think about truck 
replacement in May, do their in- 
vestigating in June and buy in 
duly. 

Experienced truck salesmen 
know, of course, that the common 





Commercial Car Registrations 


By Makes 


First Quarter, 


Quarter, 


** Miscellancous includes Corbitt, Diveo, Four Wheel Drive, Kenworth, Marmon- 


Herrington, Peterbilt, ete. 


1958 vs. 1957 


First Pereent Percent 
Share of Share of 
°68 Market '57 Market 


34.35 35.48 


1957 


replacement problems. | 


boards which buy for} 


their purchases since | 
and many placed | 











68,755 
56,400 
22,116 
15,871 
11,487 
5,541 
3,847 
3,017 
2,025 
861 
158 


—Compiled from R. L. Polk & Co. data. 


28.04 
13.22 


7.35 
5.86 
2.71 
1.79 
1.53 
-66 
43 
ll 
3.95 


100.00 


29.11 
1141 


8.19 
5.93 
2.86 
1.99 
1.56 
1.04 

44 

08 
1.91 


100.00 





~What--and W HEN-- 
Hikes Truck Sales 


carriers and the contract haulers! 
use several different sizes of trucks, | 


even though their largest purchases 
are 
highway hauling. Many also use 
trucks equipped with van bodies 


in the medium-weight field for city | 


pickup and delivery service and 
light half-ton pickups or panels for 
service work. 

> = = 


|Needs of Dairymen 


AIRIES and milkmen use a 


number of different sizes and) 
| types of trucks. 
forward-control bodies on medium- | 
weight chassis for their delivery) 


The dairies use 


work, heavy-duty tractors with 
large glass tank trailers for pick- 


ing up milk from collecting depots | 
and panels or parcel-delivery vans | 


for delivering special orders. 


Operators who haul milk from | 


(Continued on Page 23, Col. 1) 


in the heavy-duty field for! 





b t+ can go to jail as well as be 
fined if you counterfeit parts, 
the trade name and parts number 
of an original manufacturer. 


Federal Judge Edward Weinfeld | 
of the U.S. District Court for the) 


eastern district of New York seN- | litigation started more than four 


tenced Lawrence Johnson to two 
years and a $9,000 fine; Joseph L. 


Wittman to 18 months and $2,000, | 


and Charles W. Libby, one year 
suspended sentence and two years’ 
probation. 

All were officers of Brakes, Inc., 
37-16 Queens Blvd. Long Island 
City, Queens, and were found guilty 
of not only selling counterfeit 
Bendix-Westinghouse brake parts 


but also conspiring to defraud the| 
| Government. 


“Defective brake parts sold to 
the Army ... may have been 
responsible for many deaths and 
injuries,” Judge Weinfeld asserted 
when he sentenced the three. This 
firm was accused of selling the 





Two More Join Dyer... 


Truck Auctions Spread 


RUCK auctions, 
in the automotive retail pic- 
ture, have taken hold this spring 


and every one reportedly has been | 
successful. Two more have joined) 
Dyer Auction, Inc., in staging re-| 


peat sales. 


Len Pollack, Dyer Auction, | 

| Dyer, Ind., said the first auction 
group of| early in April was so successful | 
buyers doesn’t start| that they are being held weekly. 
thinking about the replacement) 


The first “truck sale” held by the 
Colorado Auto Auction Apr. 22 re- 


sulted in the scheduling of a sec-| 


ond auction May 20. They will con- 


tinue on a monthly basis through | 


the summer at least. 


Bob Ring Auto Dealers Auction | 
“truck | 


Co., Kansas City, held a 
sale” Apr. 24 and plans to continue 
auctions on a monthly basis. 


In the first truck auction, Pol-| 


lack said, Dyer sold 58 of 69 trucks 


consigned. In the second auction) 


although new| 





"50 “%-ton pickup, $440, $305; carryall, 
$340. 


$445. 
DODGE—'58 %-ton express, $1,925. 


"ST %-ton pickup, $1,165, $1,150°, $940. | 
"56 2%-ton, $1,615; %-ton stake, $1,280. | 


1%-ton cab and chas-| sold the Army, that merited jail 


"51 %-ton, 
sis, $460; 


$600; 
%-ton pickup, $320. 
"50 2-ton dump truck, $450. 

*49 1-ton, $400. 

"47 Power wagon, $305. 


| FORD—'58 %-ton pickup, $1,660. 


$1,420, $1,- 
$1,260, | 


"57 %-ton pickup, $1,200. 
‘56 F-600 cab and chassis, 
400, $1,360, $1,335, $1,310, 





| investigation. Careful 








Army brake parts described by a 
prosecutor as “nothing but junk.” 
Fines were imposed on all de- 


fendents, including their corpora- 
tion, totalling $56,000. 


This action was the aftermath of 


years ago when the Bendix- 
Westinghouse Automotive Air 
Brake Co. instituted action in four 
Federal courts to restrain and en- 
join the manufacture, sale or dis- 
tribution of counterfeit brake dia- 
phragms and other brake parts. 


« > > 


} hang in 1954, a growing num- 
ber of complaints of air brake 
diaphragm failure from certain 
large users caused Bendix- 
Westinghouse to make a thorough 
examination 
of the faulty parts revealed they 
were outright counterfeits bearing 
the Bendix-Westinghouse name and 
trademark. 

Purchasing records of the com- 
plaining users indicated the 
faulty parts were purchased from 
distributors of automotive parts 
who were not authorized repre- 


| sentatives of B-W. 


The seriousness of this deal was 
emphasized when laboratory tests 


| showed the counterfeits were unable 


to withstand 27,000 brake applica- 


‘49 ton pickup, $360; %-ton carryall,/ tions while the B-W diaphragms 
‘48 1%-ton, $540; 2-ton dump truck,| Were built to withstand a million 
applications. 


It was only when the counter- 
feiters overreached themselves and 


sentences were dished out to the 


|}men found responsible for inviting 
| death to stalk the highways of the 


nation, 
> > > 


$1,255, $1,220, $1,140; 2-ton cab and| Truck Group Reclassified 


chassis, $1,150, $710; 
$895; %-ton pickup, $860*°, $705. 

"55 F-600 cab and chassis, $1,110, $1,- 
050; %-ton pickup, $770; %-ton pick- 
up, $670; %-ton panel 


. $550. : “ ; ” 
‘54 %-ton pickup, $800, $700, $580, $420;| constitutes a “medium 


2-ton truck, $555; 1-ton pickup, $475. 


53 F-800 dump, $1,190; %-ton pickup, | 


$445; stake, $400°. 
"52 %-ton pickup, $475; %-ton pickup, 


$360, $350. 
"51 Cab and chassis, $665; 2-ton —/ 
$425. 


"50 %-ton pickup, $330. 


84 of 120 were sold. Ring sold 60) FWD—'46 4 x 4, $1,300. 


percent of the 92 trucks consigned 
to his auction. Colorado sold 115 
out of 150 trucks consigned. 


* > > 


XPERTS believe these auctions 

will help both the large dealer, 
who finds his used stocks are badly 
unbalanced, and the small-city 
dealer who may not have an outlet 
for heavy-duty trucks he might be 
able to sell if he had a market for 
the tradeins. 

The auctions held thus far also 
demonstrate the activity in truck 
sales, especially in used trucks, 
that has been in evidence in prac- 
tically every section of the nation 
this year. 

For the benefit of truck dealers 
and salesmen this section plans on 
running all available results of each 
truck auction held the previous 
month. 

In the Colorado auction, held in 
Littleton, Colo., trucks brought the 
following prices: : 
COLORADO AUCTION—APR. 22 
CHEVROLET—’58 %-ton pickup, $1,600. 

57 %-ton pickup, $1,235, $995°. 

"56 2-ton tractor, $2,750; %-ton pickup, 

$980, $935, $890. 

‘55 1%-ton truck, $1,295; %-ton pickup, 

$815, $775, $750. 

‘od Som truck, $1,000; 1-ton flat bed, 


"53 %-ton pickup, $440, $420, $400. 

’562 %-ton pickup, $470, $375. 

‘51 Cab over engine, $590; 2-ton stake, 
$590; 1-ton stake, $430; %-ton utility, 
$385; %-ton pickup, $360, $335. 





GMC—'56 Cab over engine, $1,545; %-ton 


pickup, $945. 
"55 1-ton pickup, $1,320°. 
"54 1-ton stake, $840; 1%-ton stake, 


$835; %-ton panel, $460. 
"53 %-ton panel, $280°. 

"52 2-ton truck, $650; 2%-ton cab and 
chassis, $590; %-ton pickup, $320. 
See 2-ton truck, $1,- 

425. 


(Continued on Page 22, Col. 3) 





at 





%-ton pickup, | 





OST all U.S. truck manufac- 
turers are changing their post- 


| World War II concept of what 


and a 
“heavy-duty” truck. 

Specifically, retroactive to early 
1955, they are transplanting the 
16,001-19,500-pound GVW class 
from the low end of the heavy- 
duty range to the top of the 
medium-duty range. For the pe- 
riod prior to 1955, they are con- 

(Continued on Page 24, Col. 1) 


Truck New Products 








Learn and Earn Program Pays Off— 
Truck sales at Voss Motor Co. (Dodge-Plymouth), Salinas, Calif., increased 47 


percent while salesmen were participating in the Learn and Earn Truck Training pro- 
gram during 1957. Receiving ; graduation certificates from William B. Whitehead, 
center, Dodge San Francisco regional truck training manager, are, from left, Ed 
McFadden, truck sales manager; Jim Schnabel, partner, Voss Motor; Whitehead, and 
John Briggs and Fred Holmes, salesmen. 









vehicles. 





Metro Milestone— 


A double anniversary was observed at the Metropolitan Body Co., Bridgeport, 
Conn., when the 150,000th International truck with Metro body to be produced in 
the 10 yeors since the firm became a subsidiary ef International Harvester Co. 
moved off the assembly line. W. C. Schumacher, left, IH executive vice-president, and 
R. M. Buzard, vice-president of the firm's motor truck division and president of 
Metropolitan Body, add official approval to this milestone among multistop delivery | gyo 54 Tractor, $470, $ 
"53 Panel, $285, $275; %-ton, $485. 





*52 2-ton truck, $580. 
*48 Diesel tractor, $670. 


’52 %-ton pickup, $330* 


*49 4 x 4 pickup, $320. 
"48 Jeep, $420. 


"53 2-ton stake, $200. 
*52 Trailer hauler, $265. 


"50 %-ton, $195. 
"49 \%-ton, $115. 
48 %-ton, $175. 
"47 Dump truck, $210. 
"42 1%-ton, $295. 


"53 Panel, $250. 


"50 Cab and chassis, $160. 


*46 Dump truck, $325. 
"40 %-ton, $100. 


$820, $730, $675. 
"55 %-ton, $665. 
"54 Panel, $400, $370. 


"52 Tractor, 2 at $185. 
"46 %-ton, $120. 
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Two More Join 


STUDEBAKER—’54 %-ton pickup, $280*. 


WILLYS—’58 4 x 4 pickup, $1,975. 
’55 pickup, $910, $795; Jeep, $815. 


DYER AUCTION—APR, 23 
OCHEVROLET—’'56 %-ton, $825. 
'55 tractor, $1,100; 1%-ton, 


DODGE—’57 Wrecker, $1,560. 


FORD—'56 1-ton stake, $970, $950; %-ton, 


‘53 Tractor, $650; %-ton, $300. 





Crees 


Truck Auctions Spread 


(Continued from Page 21) 


‘52 Dump truck, $510; stake, $300; 1%- 
ton, $185. 
INTERNATIONAL — ’'53 Metro walkin, 


$485; panel 


*41 1%-ton stake, $130. 
STUDEBAKER—’53 %-ton, $345. 
"48 %-ton, $200. 


CHEVROLET—’56 %-ton, $825. 
"55 Tractor, $1,000; %-ton, $580. 
"53 %-ton stake, $200. 


$1,100. 


"51 %-ton, $355, $235; utility, $200. 


Semi-Trailer Operations 


Described in Mack Manual 
PLAINFIELD, N. J.—Mack 


has published a 
manual for operators of truck- 


Trucks, Inc., 


trailer combinations. 


coupling. 


Only BXZ002) F208 2 Goes Beyond 
ICC Braking Requirements With 
All These Positive-Plus Features! 





Have you converted your tractor-trailers to comply 
with the new ICC emergency braking regulations? 
If not, be sure to specify Midland equipment, for 
only Midland gives you all these EXTRA SAFETY 
AND ECONOMY FEATURES — in addition, of 


course, to the basic ICC requirements. 


ICC Requires that... 


Tractors must be equipped 
with two means of activat- 
ing the emergency feature 
of the trailer brakes. 


Tractor brake system must 
be protected against air loss 
in the event of trailer 
breakaway or leakage in 
trailer system. 


All new trailers must have 
a “no-bleed-back” emer- 
gency relay valve to pre- 
vent back flow of air from 
reservoir through supply 


line. 








MIDLAND Gives You These PLUS Features... 


@ MIDLAND DASH CONTROL 
VALVE applies and releases 
trailer brakes as fast as service 
brake. 








@ MIDLAND DASH CONTROL 
VALVE is pull-type to eliminate 
accidental application. 


@ MIDLAND TRACTOR PRO- 
TECTION VALVE can be installed 
on your present shut-off cock 
brackets. 


@ MIDLAND DASH CONTROL 
VALVE provides visual indication 
whether or not trailer system is 
charged. 


@ MIDLAND DASH CONTROL 
VALVE provides automatic ap- 
plication below low pressure 
warning point so that vehicle can 
clear traffic lanes. 


@ MIDLAND TRACTOR PRO- 
TECTION VALVE works with all 
types of emergency relay valves. 


@ MIDLAND TRACTOR PROTECTION VALVE has rugged mounting 


for protection on breakaway. 


@ MIDLAND EMERGENCY RE- 
LAY VALVE is large capacity for 
fast application and release. 


@ MIDLAND EMERGENCY RE- 
LAY VALVE eliminates danger of 
vehicle drive-away without suffi- 
cient air in system. 


‘ 


@ MIDLAND EMERGENCY RE- 
LAY VALVE is easily serviceable 
without removal from vehicle. 


@ MIDLAND EMERGENCY RE- 
LAY VALVE gradually applies 
the trailer brakes in the event of 
loss of air below 45 psi. 


Ask your nearest Midland Distributor for complete 
information on equipping your tractor-trailers to 
comply with the latest ICC braking regulations. 
He’ll welcome a chance to serve you. 


MIDLAND-ROSS CORPORATION 


OWOSSO DIVISION e OWOSSO, MICHIGAN 
Export Department: 38 Pearl Street, New York, N.Y. 


$295. 
48 Walkin, $100; dump truck, $580, 


DYER AUCTION—MAY 2 


Entitled Operating Semi-trailers, 
the 40-page booklet covers such 
subjects as proper driving, jack- 
knifing, weight distribution, brake 
distribution, spinning wheels, king- 
pin location and coupling and un- 








| FORD—'57 Ranchero, $1,375. 





62 Walkin, $390; 
'51 %-ton, $355. 
"50 %-ton, $195. 
*49 %-ton, $115. 
"48 %-ton, $200, $175. 
42 1%-ton, $295. 
DODGE—’55 Express, $620. 
"50 2-ton, $280. 
FORD—' 57 Wrecker, $1,560. 4 
’56 1-ton stake, $970, $950; %-ton, $739, 
’55 %-ton, $665. 
"54 %-ton, $510, $480; panel, $380. 
’53 Wrecker, $865; tractor, $550; panel 


tractor, $275. 





lA | 




































$350. 
"52 Tractor, $185. 
’47 %-ton, $160. 
GMC—’53 %-ton, $485. 
"52 Dump, $510; stake, $300; 1%-ton, gle 


$185. tru 
*51 Carryall, $175. wo 
INTERNATIONAL—'55 %-ton, $550. 
47 Dump, $200. he: 
STUDEBAKER—’53 %-ton, $345. fat 
*50 %-ton, $100. ho 
"46 Wrecker, $140. , col 
DYER AUCTION—MAY 9 ha 
CHEVROLET—’55 Tractor, $1,000; %-ton, I 
$670, $580. 5 alt 


*53 Panel, $375. me 
"56 Walkin, $390; van, $375; tractor, 


$275. col 

*50 Sedan delivery, $240; %-ton, $160, far 
"49 %-ton, $360. n 

"48 %-ton, $200. 5 sw 

DODGE—'55 Express, $630. sta 

50 2-ton, $280. I 

FORD—’55 %-ton, $610. an 


"54 %-ton, $530, $510, $480; panel, $380. en 
°53 Tractor, $550; panel, $350. 


'51 Cabover, $260. the 
"650 %-ton, $170. 
"47 %-ton, $160. 
GMC—’'53 Cab and chassis, $325. f T 
"51 Carryall, $175. 
INTERNATIONAL—'55 %-ton, $550 au 
"48 Van, $250. tex 
STUDEBAKER—’55 %-ton, $660. tri 
"50 %-ton, $100. 
"47 Wrecker, $140. od 
sc 
DYER AUCTION—MAY 16 the 


CHEVROLET—'57 Cameo Carrier, $1,345. me 
"56 Panel, $485. 
"54 %-ton, $510. 
"52 Van, $375. 
"50 Delivery, $240; %-ton, $225, $200, 
$185, $160. 
"49 %-ton, $360; %-ton, $230. 
"48 %-ton, $150. 
DODGE—'55 %-ton, $420. 
"51 “%-ton, $100. 
50 Panel, $100. 
FORD—'58 1-ton, $1,625. 
"56 Panel, $745. 
"55 %-ton, $610, $565. 
"54 %-ton, $465, $450. 
"53 “%-ton, $325, $300; panel, $245. 
"52 Stake, $350. 
"51 Cab over engine, $260. 
GM "53 Van, $600; cab and chassis, 
$325 
INTERNATIONAL —'48 2-ton van, $250. 
STUDEBAKER—’'53 %-ton, $115. 


COLORADO AUCTION—May 20 


CHEVROLET—'57 6100 truck, $1,475. 

"56 %-ton pickup, $1,070, $1,000. 

"55 2-ton, $1,560; 1%-ton, $1,685; trac- 
tor, $900; %-ton pickup, $690; carry- 
all $605. 

"54 2-ton, $1,190, $1,110, $1,090; cab 
and chassis, $735; carryall, $500; sub- 
burban, $485; panel, $460. 


[FEB "SBS SSS F_ ecoouceessn 


"53 2-ton, $890; “%-ton pickup, $495. 

"52 1%-ton, $600; %-ton pickup, $4590, 
$420. 

"51 “%-ton pickup, $400, 2 at $395; %- 


— 


( 


ton pickup, $340; utility, $285. 
"50 1%-ton cab and chassis, $485; %- 
ton pickup, $370. 
"49 2-ton, $455; %-ton pickup, $345; %- 
ton stake, $345; 1-ton pickup, $220. 
"46 %-ton pickup, $185. 
DODGE—'57 %-ton pickup, $1,265. 
"55 1%-ton cab and chassis, $1,030; 1-ton 
stake, $875. 
"52 1-ton stake, $440. 
"50 %-ton pickup, $185. 
"49 2-ton hoist, $510. 
"48 2-ton, $535. 
"47 2-ton, $465. 
DIAMOND T—'S4 2%-ton truck, $895. 


56 F-600 cab and chassis, $1,310; %- 
ton pickup, $1,155, $965, $890; F-750 
tractor, $940 

"55 “%-ton pickup, $745, $715; ,-ton 
pickup, $655. 


"54 2-ton, $775; %-ton, $590; ‘%-ton 
pickup, $355. 

"53 1-ton grain bed, $785; 1%-ton cab 
and chassis, $730; %-ton pickup, $505, 
$465, $395. 


"52 cab and chassis, $550; %-ton pickup, 
$450, $385; “%-ton pickup, $390, $300. 

"51 cab over engine, $525. 

"50 cab and chassis, $630. 

GMC—'56 2-ton cab and chassis, $1,290. 

"54 2-ton cab and chassis, $1,030. 

"52 2%-ton transport, $1,150; dump 
truck, $690; 2-ton, $595. 

"51 cab and chassis, $570, $555; subur- 
ban, $300. 


INTERNATIONAL—'47 1%-ton, $160. 
WILLYS—'58 Jeep 4x4, $1,995. 

'56 pickup, $920. 

"54 Jeep 4x4, $860; panel, $350. 

"51 pickup, $330. 

"50 Jeep 4 x 4, $500, $440. 

"48 Jeep 4x 4, $350. 

"47 Jeep 4x 4, $560, $500. 

"43 Jeep 4x 4, $215. 


. 2 
Kansas City Unit pi 
or 
Opened by Mack | ix. 

KANSAS CITY.—Mack Trucks,§ po, 
Inc., has opened its new $250,0008 op, 
sales and service center at 37389 wa. 
Gardner. The unit replaces facili-§ p,, 
ties at 1116 Campbell. 

Built on a 4%-acre site, the center 
has facilities for overhauling and 
repairing gasoline and diesel en- 
gines. The structure houses 4 
showroom, parts department and 
offices. 

Mack’s Kansas City office han- 
dies sales and service for all or 
parts of Missouri, Kansas, Okla- 
homa, Arkansas, Iowa and Ne- 
braska. John T. Klein is Kansas 
City district manager. 
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Know Who Buys What—and WHEN ... 


‘Vocational Selling’ Urged 


(Continued from Page 21) 


the farm to the collecting depot 
usually buy stake trucks if they 
still pick up milk in cans from 
the farmer. 

Many, however, are switching to 
giass-lined tanks mounted on 
trucks or semitrailers for this 
work, especially where the state 
health authorities have forced the 
farmers to build cool houses to 
hold the milk from the time it 
comes from the barn until the 
hauler reaches the farm. 

Butter, eggs and cheese dealers, 
although often classed with dairy- 
men, use pickups and stakes to 
collect their products from the 
farmers, and cheese makers are 
swinging toward refrigerated 
stand-drives for delivery work. 

Paper distributors use pickups 
and panels as well as heavier 
enclosed-body trucks to handle 
their products. 

= 7 * 

UCK salesmen should be start- 

ing to work on prospects in 
automotive, cartage, clothing and 
textile firms, farmers, fuel-oil dis- 
tributors, moving and storage firms 
and service stations as well as on 
school-bus buyers. Historically, all 
these classifications come into the 
market during July and August. 

Automotive parts jobbers, espe- 
cially those who operate “wag- 
ons” that make regular rounds 
over a set route, are beginning 
to use forward-control units as 
they offer better visibility and 
storage. Fuel-oil distributors, of 
course, use either tanks mounted 
on a regular truck or, in the case 
of the larger units, tank trailers. 

Moving and storage firms have 
been going into drop-nose trailer 
vans. Some, where it is economic, 
are using pickups or small vans 
with a single-axle van trailer. Prac- 
tically every service station is a 
prospect for a pickup with a 
positive-traction differential that 
will add materially to its value as 
a tow truck. 

It is claimed with reason that 
many dealers and truck salesmen 
are always dealing with “shoppers” 
because they do not know the 


ICC to Change 
Safety Rules for 


Motor Carriers 


WASHINGTON.—The Interstate 
Commerce Commission has issued 
notice of proposed changes in Sec- 
tion 195.6 of its Motor Carrier 
Safety Regulations to specify de-| 
tailed standards by which a vehicle 
may be declared and marked “out 
of service” by safety supervisors or 
inspectors of the Bureau of Motor 
Carriers. 

They include defects of engines, 
steering mechanisms, brake sys- 
tems, lighting devices and electrical 
equipment, tires, wheels and rims, 
exhaust systems, fuel systems, cou- 
pling devices and suspension. 

On or before July 1, interested 
Persons may submit written state- 
ments containing data, views or 
arguments and the commission 
May consider proposed amend- 
ments, One signed copy and 14 ad- 
ditional copies of such statements 
must be submitted to the secretary 
of the commission. 

No oral hearing is contemplated, 
and any request for such a hearing 
must be supported by an explana- 
tion as to why the evidence to be 
Presented cannot be reasonably 
submitted in writing. The commis- 
sion then will determine whether 
or not to assign the matter for oral 

ring. 

Copies of the text of the pro- 
Posed regulations may be obtained 
On request to the National High- 
way Users Conference, National 
Press Building, Washington 4, D.C. 


General Offers Nylon 

AKRON, O.—_Nylon-cord con- 
struction is being offered for the 
first time in a standard line of 
General truck tires, General Tire 
& Rubber Co. announced. The line 
is the Traction Rib Special Service, 
and the nylon unit will retail at 
about 10 percent above the rayon- 
constructed model, according to 
W. C. Weirath, commercial tire 
Sales manager. 








truck sales potential in their area, 

the types of business or vocations 

into which they fit and when they 

will normally come into the market. 
* = = 


Plan Ahead for Sales 


HE dealer or salesman who sits 
in his office or showroom wait- 
ing for truck buyers to come in 
is meeting only the people who 
know they are ready to buy and 


Economy Nylon Truck Tire 
Is Introduced by Goodrich 


AKRON.—An economy truck tire 
made with all-nylon cord has been 
announced by B. F. Goodrich Tire 
Co. 

Kamed the “All-Nylon Heavy 
Duty Express” and made in tubeless 
and tube-type, the tire is available 
in 13 sizes, ranging from 6.70-15 to 
10.00-22. The number of plies range 
from six to 12, depending on the 
size of the tire, Goodrich said. 


thus, in most cases, are looking 
for the best deal. 

The dealer or salesman who gets 
his share of “clean” deals is the 
one who knows his market, culti- 
vates it at the proper time and 
demonstrates and talks the most 
efficient vehicle for the prospect’s 
use. 


He is the salesman who visits 
the prospect and lays the ground- 
work for the sale before the 
prospect begins to be aware of 
the fact that he will be in the 
market within 90 to 120 days. 

A little research into the poten- 
tial of a territory and a little 
planning of the sales work will 
pay handsome dividends for the 
dealer or salesman who makes 
the effort to do this preparatory 
work. 

Many who plan their sales cam- 
paigns well in advance and always 
know what they have to work on 
from month to month, week to 
week and day to day, usually start 
out with a sheet that is divided 





HeavyVehicle Drivers 


Need Special N.Y. Permit 


ALBANY.—Drivers of heavy 
trucks and buses must obtain 
special operators’ licenses under 
a bill signed by Gov. Averell 
Harriman. 


The legislation stemmed from a 
1956 outbreak of fatal accidents 
involving tractor-trailer trucks. 
The new law sets up four cate- 
gories of chauffers’ licenses cov- 
ering commercial vehicles and 
buses. 





into approximately 25 major voca- 
tions. 
= * = 


HESE can be listed across the 
top of the sheet as agriculture 
and livestock, bakeries, beverages, 
building materials and supplies, 
chemicals and drugs, coal and ice, 
contractors and road builders, dairy 
products, florists and nurseries, 
food products, state, county and 
city government and institutions, 
groceries and produce, laundries 
and dry cleaners, logging and pulp 
wood and manufacturing. 
Also, meat, poultry and fish, 


The Best Get Better! 


New, Redesigned Aluminum 
Cargo Star 


New, Longer 
WorkSaver 
Beverage Body 


WorkSaver... 


16’ UNIT... 


* Accommodates larger size pallets and bigger cargoes in hand- 










increments 


CargoxStar ... 
New Features, 
New Options, New Sizes! 


% 3 panel types—beaded, exterior 
post, and smooth 


% Lengths from 9 to 24 feet in 1 foot 


23 


mines and quarries (as well as 
gravel pits), moving and ware- 
housing, newspapers, magazines 
and printers, petroleum products 
(including drilling, refining and 
wholesale distribution), plumbing, 
heating and electrical contractors 
and service, public transportation 
(schools, buses, etc.), trucking, 
over-road and local, utilities and 
miscellaneous. 


Then, down the side of this 
work sheet, they mark off lines or 
spaces that will show under each 
vocational heading the number 
of owners, number of trucks op- 
erating, models used, type of 
body and equipment used, peak 
need, purchases made and type 
of equipment they plan to sug- 
gest. 

The next step is to card-index all 
these prospects, with each card 
showing the firm name, its loca- 
tion and the names of the truck 
buyer and truck manager. 

After that, it’s simple to set up 
a contact campaign. A salesman 
should visit each firm and discuss 
its truck and service needs and 
any other subjects that will show 
the prospect that the dealership is 
interested in his welfare and wants 
to be of service. 








% Inside heights of 751” up to 90’ 
% 91” and 96” wide bodies 
% Lower prices on door options 


% Full height 781,” rear opening on 
extra-height bodies 


% Full width 85’ rear opening on 96” 
over-all-width bodies 


loading operations * 2 sliding doors each side * Eight 46’-wide 


com 


126” cab to axle dimensions * 


for added flexibility 
14’5” UNIT... 


* Three sliding doors each side * Full slidin 


39 4"-wide com 


ts * Mounts on any conventional chassis with 120’ to 
unwell compartment separators 


g rear doors * Eight 
ts * Mounts on any conventional chassis 


% Steel or aluminum crossmembers 
% Heavy duty rear corner posts 
% Wider bead spacing available 


% Added leak-proofing 
% Open top units 


with 102” to 111” cab to axle dimensions * Removable compartment 
separators for added flexibility 





NAME 


ADDRESS 
CITY. 


10952 Harper Avenue e 
Send free, illustrated literature at no obligation on the new Fruehauf Truck Bodies circled: 
WORKSAVER BEVERAGE 


% Brighter exterior aluminum panels 


World's Largest Builder of Truck-Trailers 
FRUEHAUF TRAILER COMPANY 


CARGO*STAR ALUMINUM 


STATE 


Detroit 32, Michigan 





COMPANY 
OO, 








Truckin’ . 
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By Jack Weed 


(Continued from Page 21) 


tinuing with the old concept that 
existed at that time. 

The change is an outgrowth of 
a trend that has been taking place 
in recent years towards installing 
heavier axles, springs, etc. on cer- 
tain medium-duty trucks to enable 
them to perform better. This prac- 
tice, in theory, increases their job 
potential but does not alter their 
designation as a medium-duty 


truck, it is claimed. 
* * > 


Emphasis Is on Profit 


I UNDERSTAND that, in this 
year’s convention and show at 
Atlantic City, Oct. 6-8, the Truck 
Body and Equipment Assn. boys 
are going to put the entire empha- 
sis of the convention on merchan- 
dising and how distributors can set 
themselves up so as to be assured 
of a profitable operation. Speakers 
and industry panel discussions will 


all be built around money-making 
ideas, 

It is high time that this was 
done. 

I can remember back a few 
years when distributors made 


Ford Awards $50,000 
To ATA Foundation 


CHICAGO.—The Ford division 
has granted the ATA Foundation 
$50,000 to “help increase public 
understanding of the vital serv- 
ices rendered by trucks.” 

The ATA Foundation is the 
education, research and public 
information organization for sup- 
plier cooperation with the truck- 
ing industry. William Chase, 
truck-marketing manager of the 
Ford division, said the grant will 
be used to tell the role of trucks 
during disaster. 


YOU Benefit From 
Spicer 
Nationwide 

Power Take-Off 


Distribution 


money on truck bodies and equip- 
ment and there would be four or 
five good, sound distributors in each 
major city in the country. 

In those days, most distribu- 
tors worked closely with the 
truck dealers and made certain 
that the truck dealer was given 
@ percentage on every piece of 
equipment that was sold on the 
new trucks he peddled. Some- 
times this was done even when 


got, 

Of course, that was not right. It 
was nice for those dealers who sat 
on their hands and got a “free ride” 
every once in a while but it did 
not build a desire in either the 
dealer or the salesmen to go out 
and fight to sell complete trucks. 

Then business got a little tougher 
and competition became keener. 
Some distributors started selling 
direct and giving the dealer’s profit 
to the retail buyer. 

And at the same time, many 
truck dealers thought they had to 
give what profits in bodies and 
equipment they got to the truck 
buyer in order to cinch the sale. 

+ - a 


O ONE can criticize a truck 
dealer if he wants to give his 


profits away. But that same truck 


ES 
eS 


: 


A four-year-old boy was once 
arrested in Maryland for driving 
an auto without a license. 


dealer can be severely criticized if, 
in giving his profits on bodies and 
equipment away to retail buyers, 
he tells the buyer what discounts 
he gets. 

Such action not only hurts brother 
dealers who are trying to make 
the extra profit from truck sales 


Wherever you are you can get Spicer Power Take- 
Offs and PTO joints through your distributor. 
Available immediately—in a wide range of models 
to meet all your requirements. Buy the standard of 
the industry. Ask your distributor about the Spicer 
line, or write Dept. 85, Dana Corporation. 


DANA CORPORATION «+ DEPT. 85 - TOLEDO 1, OHIO 
Products offered by Dana: Spicer and “Mechanics” Type Universal 


Joint Replacement Kits .+ 


¢ Spicer Transmissions, Clutches and Axles 


*¢ Monmouth Clutch Plates °¢ 


Spicer Universal Joints and Drive Lines 


¢ Auburn Clutches 


Spicer Power Take-Offs and PTO 


Industrial and Agricultural Joints 


‘ 


—— 


to which they are entitled, but puts 
an unbearable handicap on the 
equipment distributor. In other 
(plain) words, that dealer is being 
a destructive influence in his com. 
munity and no sound-thinking 
dealer wishes to be that. 
distributor who gets “mif- 
fed” at a few dealers who do not 
cooperate with him and starts to 

“cut the dealers’ throats” by 
selling direct, or at prices that 
eliminate dealer profits, soon can 

cut his own throat as well as 

muddy the water for everyone. 

Fortunately, I understand from 
the makers of bodies and equip. 
ment, there are only a few areas 
in the nation where this situation 
exists on a more or less general 
basis today. 

I am firmly convinced that one 
of the most effective things this 
association can do this year is to 
develop a sliding rate of discounts 


that all distributors will live up to J 


and that will reward the dealer for 
the amount of work he does on the 
sale of the body or equipment. 

> = = 


FOr instance, if he only tips off 
the distributor to the prospect, 
the distributor should give that 
dealer or salesman 5 percent. If 
the truck dealer or salesman works 
with the distributor in selling the 
account, give the dealer a half 
discount. If the dealer buys the 
body or equipment and assumes 
the finance, give him the full dis- 
count, regardless of how much time 
the distributor has to put in help- 
ing the dealer close the sale. 

I feel it is just as bad to have 
a multiplicity of discounts with 
no uniform base as it is to not 
have any, or to work behind the 
dealer’s back. 

If all distributors and their sup- 
plying companies would agree on 
a standard discount procedure, I 
believe it would quickly tend to 
overcome much of the lack of co- 
operation that today exists between 
| truck dealers and distributors. 

> > > 


Committees Will Help 
|" HE NADA Truck Committee 
has started a program that 
can’t help but be of great value 
| to every one engaged in the truck 
business from the retail-sales end 
back to the manufacturer. It is 
asking every state and local dealer 
association to organize a truck 
} committee. 
The NADA committee has also 
| brought out a manual that out- 
lines how such committees should 
be formed, what the state com- 
| mittee can hope to accomplish 
| for the dealers in that area and 
| 








the projects that each area com- 
mittee should consider. 
| With local committees at work, 
j}many of the “profit-loss” things 
that are happening in practically 
every section of the country could 
| be toned down, at least. I know 
such committees would get good 
cooperation from both the vehicle 
makers and the makers of bodies 
| and equipment. 
> > > 


ICC Lists Truck Rules 

HE Interstate Commerce Com- 

mission has spelled out the con- 
ditions on trucks that are so faulty 
as to make them “imminently haz- 
ardous.” Such trucks are being 
tagged with “out of service” stick- 
ers. 

A notice of the proposed rules 
was written after a general session 
of the ICC. It embodies standards 
designed to assure against exist- 
ance of the faulty conditions. 

Operators get an “out of serv- 

ice” sticker if the engine cannot 
be made to operate within 10 
minutes without the use of equip- 
ment or tools not carried on the 


full right; play in the steering 
wheel exceeding 30 degrees; any 
motion of steering column or 
steering box from its normal po- 
sition; any looseness in the ball 
and socket joints of the steering 
mechanism of more than one- 
quarter inch; any absence of 
locking parts in any part of the 
steering mechanism; excessive 
front-wheel play; failure to be 
able to stop a vehicle going at 
a 20-mile speed within 75 feet; 
missing or inoperative brakes or 
no equalization; any hose tubing 
or piping in bad condition; brake 
lining missing or in bad condition 
or cracked drum visible to the 
naked eye. 

Other causes for being put out of 


service include other bad brake 
conditions, bad lamps, tires, wheels, 


rims, exhaust and fuel systems. 
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(Continued from Page 21) 


creased its share by .03 percentage 
points. 

The miscellaneous group had 
gales of 6,194 units which was 
3.95 percent of the market and a 
gain of 2.04 percentage points 
over the group’s showing in the 
first quarter of last year. 
International was able to show a 
181-percentage-point gain in the 
market by holding its sales at 20,- 
758 units. That amounted to 13.22 
percent of the total. 

> aa * 
SPITE falling sales, Chevrolet 
remained the top-selling truck. 
Sales numbered 53,912 units, good 
for 34.35 percent of the market and 
a loss of 1.13 percentage points. 

The registrations of other pro- 
ducers, their share of the market 
and the amount of the market 
that they lost are: 

Ford, 44,004 units registered, 28.04 
percent of the market, down 1.07 
percentage points; GMC, 11,539 
units, 7.35 percent, down .84 points; 
Dodge, 9,194 units, 5.86 percent, 
down .07 points; Willys, 4,259 units, 
271 percent, down .15 points; 
White, 2,809 units, 1.79 percent, 
down .20 points; Mack, 2,406 units, 
153 percent, down .03 points; 
Studebaker, 1,036 units, .66 percent, 
down .38 points, and Diamond T, 
671 units, 43 percent, down .01 
points. 

About the only bright spot in 
the truck registration report is 
the fact that March sales were 
above those in February. The 
March total was 55,450, up 12.85 
percent from the 49,136 in Febru- 
ary but down 25.74 percent from 
the 74,668 in March of last year. 

> > > 


HEVROLET continued to lead 
the sales parade in March, al- 
though the division and all other 


Parish, U.S. Steel 
Develop Frame 
For Truck Bodies 


PITTSBURGH. — High-strength 
steels have entered the truck-body | 
feld with a promise of substantial) 
Savings to owners and users of 
mmaller trucks, according to two 

jor steel firms. 

The companies are Parish 
Pressed Steel division of Dana 
Corp. and United States Steel Corp. | 
They have developed a prefabri-| 
tated truck body frame which is) 
made by Parish. U. S. Steel’s Cor- 
Ten and Tri-Ten steels are used. | 

The frames are said to be} 
stronger and more durable and 
only slightly heavier than those of | 
lighter material. 

The Parish package consists of 
five sections—roof, front, floor and 
left and right panels. They are| 
fitted together by welding and 
tying in with a few bolts. 

The kits are produced in lengths 
of 12, 14, 16 and 18 feet. Heights 
are 78 or 84 inches, and outside 
widths of all are 96 inches. 

Weights of the 78-inch-high units 
are: 12-foot, 895 pounds; 14-foot, 
%5 pounds; 16-foot, 1,045 pounds, 
and 18-foot, 1,132 pounds. 


IH Opens Branch 
In San Jose, Calif. 


CHICAGO. — A new company- 
Owned-and-operated branch has 
been opened in San Jose, Calif., by 
the motor truck division of Inter- 
national Harvester Co. 

It is one of six new outlets 
Planned by IH to meet the growing 
Tfequirements of the California 
truck market. 

C. H. Brown is manager of the 
branch; J. T. Woodall is service 
Manager, and K. A. Thumann is 
parts foreman. The new installa- 
tion located at 1505 N. Fourth St., 
at the intersection of the Bayshore 
Freeway and the highway to Oak- 

d. 








Dues to Handle Reading 
DAYTON, O.—Dues Commercial 
Equipment Co., 3300 Delphos Ave., 
has been named exclusive distribu- 


tor in this area for Reading Body 
Works, Inc. 


Ist-Quarter Total 19% Behind ’57 . . . 
Truck Sales Hit 12-Year Low 


major producers shared in the de- 
clining sales for the month, when 
compared with March of last year. 

The only gain noted in comparing 
sales for this March and last was 
made by the miscellaneous group 
of producers. 

Sales by maker for the month, 
compared with year-earlier figures, 
are: 








Mareh, March 
1958 1957 
Chevrolet 19,378 25,166 
Ford 15,343 24,360 
International 6,833 7,808 
GMC 3,973 5,595 
Dodge 3,355 4,286 
Willys 1,557 1,866 
White 1,100 1,416 
Mack 880 1,135 
Studebaker 372 737 
Diamond T 227 300 
Brockway 59 70 
Miscellaneous 2,373 1,429 
Total 55,450 74,668 
> = = 


‘ | auetion and sales are making out? AUTO- 
NE of the most noticeable | \757 


changes in the March registra- 


AUTOMOTIVE NEWS, JUNE 2, 1958 


tion report was the fact that Texas 
displaced California as the top 
truck-buying state. The last time 
California was out of the top spot 
was in December, 1955, when again 
Texas was first. 

The top 10 states and their 
registrations for March and the 
like month of 1957 are: 


March, March 

1958 1957 

1. Texas 4,960 6,369 
2. California 4,309 8,212 
3. New York 3,175 4,181 
4. Ohio 2,770 3,805 
5. Pennsylvania 2,548 3,029 
6. Illinois 2,543 3,256 
7. Florida 2,392 2,640 
8. New Jersey 1,676 2,160 
9. Tennessee 1,632 1,741 
10. Michigan 1,476 2,748 


Forty states saw sales in March 
drop from the year-ago total while 
gains were noted in eight states 
and the District of Columbia. | Newcomer to Reo Line— 


Wondering how new-car and truck pro-| tures include flat-top fenders divorced from the 


IVE NEWS gives you the entire story | 


every week throughout the year. skid deck plate. 





Major projects mean major purchases 


Get your 





share~- GO GALION” 








This is one of eight basic models in Reo’s “C" Series of tandems for 1958. Fea- 
cab, dual lamps, a one-piece curved 
windshield, larger grille and radiator, three-rib bumper and running boards of non- 


The St. Lawrence Seaway is one of many major projects 
presently under construction. This means big markets for trucks 
with specialized bodies and hoists. You and your Galion dis- 


tributor are just the team to supply this market. 


You know your business—the Galion man knows his. He knows 
the best combination of body and hoist for every job, every 
chassis, every customer. He’s backed up by the facilities, 
know-how, and research that have established Galion products 


as top performers. 


He’ll give you fast delivery and complete service whenever 
it’s needed. This kind of service closes sales faster and makes 


satisfied customers. 


So give your customers the best equipment, give your trucks 
the best performance mates, give your business added profits 


without added effort .. . GO GALION! 


GALION 


Dump Bodies and Hoists 
GALION ALLSTEEL BODY COMPANY e« GALION, OHIO 


G-158 
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At Industry Conclave... 





AUTOMOTIVE NEWS, JUNE 2, 1958 


GVW Registrations 
Get Boost in Pa. 


By George E. Shelley 
Staff Correspondent 

ATLANTIC CITY, N. J—An un- 
precedented meeting to discuss pro- 
posals for revision of Pennsyl- 
vania’s antiquated and arch aic 
truck registration law was held 
here with representatives of inter- 
ested groups and public officials 
following the close of the 38th an- 
nual meeting of the Pennsylvania 
Automotive Assn. 

E. W. Parkinson, assistant man- 
ager of PAA, presided at the ses- 
sion attended by all segments of 
the trucking industry, including 
representatives of truck manufac- 
turers, the Automobile Manufactur- 
ers Assn., the National Automobile 
Dealers Assn., the Pennsylvania 
Motor Truck Assn. and approxi- 
mately 100 PAA dealer members 
who sell trucks, along with state 
officials from the legislative and 
administrative branches of Penn- 
sylvania. 

Specifically, the meeting was 
aimed at the development of a 
legislative pattern on truck regis- 
tration that could be adopted 
nationally, providing legislation 
that would not be cumbersome 
and that would meet certain en- 
gineering standards on brakes 
and gross weights. 

Karl M. Richards, manager of 
the motor truck Division of the 
AMA, was the principal speaker at 
the luncheon meeting sponsored by 
AMA, commercial vehicle manufac- 
turers and PAA. 

Richards explained the needs for 
a revision in the law, explaining 
the details of a manufacturers’ 
gross vehicle weight proposal which 
he stated if enacted into Pennsyl- 
vania law could well become the 
pattern for similar legislation in 
other states. 

> > > 

aa that the method used 

at present in Pennsylvania is 
based on a brake and horsepower 
formula designed to assure com- 
mercial truck users they will have 
sufficient brake surface and horse- 
power for safe operation of such 
vehicles on the highways, Richards 
declared: 

“The current situation in Penn- 
sylvania is not working to the ad- 
vantage of the administration or to 
the trucking industry because it is 
not an effective truck safety 
measure.” 

The manufacturers’ gross vehi- 
cle weight proposal, Richards 
said, would take into considera- 
tion the factors of sufficient 
brakes and horsepower, 
with sufficient frame, axle, wheels, 


clutch and other engineering fea- | 


tures in order to assure the pur- 
chaser that the vehicle he has 
purchased is adequate and safe 

to carry the load for which it 
is registered. 

The AMA official added that the 
Society of Automotive Engineers is 
cooperating in the development of 
the component factors involved in 
the gross vehicle weight ratings. 

Richards said that consideration 
is also being given in the bill pro- 
posed for introduction at the 1959 
legislative session to the adoption 
of the Uniform Vehicle Code pro- 
visions for stopping distances, and 
the adoption of the ICC regulations 


Impressive 
Se los APPROACH! 





Hand your next 
prospect a 


FULL COLOR 
BUSINESS CARD 


These colorful business cords are now ovoi- 
oble to the following deolers. 

© BuIcK ®@ BeSOTO © FORD 

© CHEVROLET® DODGE © PLYMOUTH 
© CHRYSLER © EDSEL © PONTIAC 


Write today for Free Sample Folder 
UTLEY BROTHERS, Inc 





NOW SERVING OVER 4000 DEALERS 


along | 


on auxiliary emergency brakes for 
all intrastate trucks in Pennsyl- 
vania, 

= + * 


E ADDED that “under existing 

circumstances and with infor- 
mation we now have, truck safety 
can be best served by state legis- 
lation covering the following 
points”: ; 

1. Original registration of the 
trucks on the basis of the manu- 
facturer’s maximum gross vehicle 
weight, thus giving assurance that 
the vehicles are registered to carry 
loads for which the vehicle was 
engineered. 

2. Semi-annual compulsory in- 
spection, which Pennsylvania now 
has. 

3. Spot checking of brakes to 

insure proper maintenance be- 
tween semi-annual inspections, 


based on the Uniform Vehicle 

Code. 

4. Vehicles, to compensate for 
unforeseen accidents and possible 
poor maintenance which might re- 
sult in loss of air, should be 
equipped with an auxiliary emer- 
gency brake system to warn the 
operator when the air drops below 
a predetermined level and, if this 
warning light is not heeded, to give 
the vehicle an automatic stop. 


“In addition to this proposed leg- 
islative program,” Richards urged, 
“there should be action required 
on the part of the highway depart- 
ment to mark hills with signs big 
enough to be seen from moving 
vehicles, giving the length and 
grade of a hill and a warning to 
drivers to use gears. 


“Also, there should be well- 
organized educational program to 
reach all truck drivers with infor- 
mation about the hazards of moun- 
tain-driving, the dangers of brake 
fade and other causes of runaway 
vehicles. We believe that such a 
program will result in improved 
truck safety in Pennsylvania and 
in other states which may follow 
your example.” 








Diamond T Unveils Tilt-Cab Diesel— : 


Built to handle the payload weight most of the over-the-road carriers havl—18 to \ 
22 tons—the Diamond T 923C tilt-cab diesel has a gross combination weight rating i 
of 60,000 pounds. It can be raised to 65,000 pounds with optional oversize rear | 
axles. The aluminum cab is counterbalanced and tilts manvally, with no disconnec- | 
tions, no hydraulic devices and no plumbing necessary. Power plant of the 923C | 
series is the Cummins NH-180 diesel. 
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Note size comparison of the spiral bevel pinion 
(above) and the hypoid pinion (below). Because the 
hypoid pinion is much larger in diameter, the pinion 
teeth are much stronger than spiral bevel pinion teeth 
of the same ratio. 
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Hypoid Gear and Pinion. Note the hypoid pinion is 
offset from the center line of the ring gear. With 
spiral bevels the pinion is located on the center line 
of the gear. 
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Hypoid gearing is another plus 


feature found in all Timken-Detroit 


Letter Series Single and Tandem Driving Axles! 
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Mississippi Boosts Limits 


On Truck Weight, Length 

JACKSON, Miss. — Increases in 
the truck weight and length limits 
have been approved in Mississippi. 
The length limit has been raised 
from 45 to 50 feet. 

The new gross weight limits on 
primary roads are 32,000 pounds on 
tandem axle, 18,000 pounds on pull 


axle and 9,000 pounds on the front 
yf axle for a total of 59,000 pounds. 
The same limits apply on second- 
ary roads except the tandem-axle 
limit is 28,650 pounds and the total 
¢ is 55,650 pounds. 
* > 7 
Ohio School-Bus Driver 
Cited for Safety Record in ’57 
2. FoR = 
, a 4 ; 


Mansfield, O., has been awarded a 
gold watch and citation as one of 
the nation’s 10 safest school-bus 
drivers. 

Houston, supervisor of transpor- 
tation for Mansfield schools, was 
honored for his accident-free record 
in 1957, and for his outline for a 
campaign for greater school-bus 
driving safety, submitted ina 
nationwide contest to pick “Mr. 
Safety,” America’s safest school- 
bus driver. 







LIMA, O.—Elmore J. Houston, 
TRUCKING co., INC. 


Giant Sales-Service Center 


Opened by Mack in Missouri 


KANSAS CITY.—A heavy-duty 
truck sales and service center 
has been opened here by Mack 
Trucks, Inc. 

Containing facilities for over- 
hauling and repairing both gaso- 
line and diesel engines, the sales- 
service center covers nearly 4% 
acres. 






Timken-Detroit pioneered and 
developed hypoid gears for trucks of every 
type and capacity...and today is the 

= acknowledged leader in the field! 
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Perfect-Record Trucker 


Has Simple Safety Formula 


BLUEFIELD, W. Va.—“Keep 
|your vehicle and yourself in good 
condition,” advises James E. Fields, 
who has a perfect safety record for 
30 years as a truck driver. 
Fields goes back to the Model T 
and solid-tire days and has hauled 


The trend of the trucking industry today is 





. to hypoid gears, because their torque capacity lumber, food products and other 
; : types of freight. He now drives 
” is 30% greater than that of spiral bevel sets for Leatherwood Dairy and pilots 


his 1957 Autocar from Bluefield to 


of the same ring gear diameter and ratio! The Williamson over six mountains. 
















result is lower maintenance costs, greater Plants at: Detroit, Michigan 
se ; Oshkosh, Wisconsin * K d Newark, Ohi 
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since hypoid gears do every driving axle job 


better . . . from the smallest single reduction .% | a K a re 


axles to the largest double reductions ... more 


and more operators specify them every day. A > 4 a fa 4 


ROCKWELL-STANDARD CORPORATION 


ANSM N AND AXLE C 





3 to 20 
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WORLD’S LARGEST MANUFACTURER OF 
AXLES FOR TRUCKS, BUSES AND TRAILERS 
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Still Only $350.00 Factory 
State and al Taxes Extra 
Maniey—A Division of 
Douglas Motors Corp. 
1234 N. 62nd St., Milwaukee, Wis. 
Please send detailed information 
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“,.when consumer psych 
they will come back in dp 
better than good years.” 


Benson Ford, Vice President, Ford Motor Company 
and Chairman of the Dealer Policy Board, recently 
addressed a meeting of the Motor Dealers 
Association of British Columbia and the 
Washington State Automobile Dealers Association. 
Because we believe his message will be of interest 
to our dealers and others associated with the 


industry, we are reprinting excerpts from his speech. 





. logy is on the upbeat, 


' 








“Increasing European small-car sales are not a material factor in 


the decline in United States car sales. 


“Our studies indicate that fad plays an important, although 
secondary, role in selling the small car. If economy were the sole 
factor, logic would obviously dictate buying a good, used, American- 
type automobile at about one-third the price of a new small car. 
It would take many years for the saving in small-car gas economy 
to wipe out that great difference in initial cost. 


“Moreover, as small cars come into the used-car market in 
ever greater numbers, the resale value will probably drop sharply 
enough to wipe out any real economic gain. 


“But we recognize, of course, that people do not always behave 
logically in their buying of automobiles. The small-car spree, in 
other words, is a form of keeping up with the Joneses, only with 
reverse English. 

. * * 

“T know it is currently popular to say that market surveys and 
studies are of dubious value. Market research may not be infal- 
lible, but it is certainly essential. When we try to plan for the 
future, we have three broad guides: 


» “One is an invaluable factual guide—analysis of the actual per- 
formance of the market. This kind of information is our strongest 
and best source of evidence as to the immediate and future market. 


“On the basis of this information, we can move into another 
and less sure-footed area of measuring consumer preferences and 
intentions—surveys based on scientific sampling. Interpreting 
consumer surveys is a pretty tough job, but we do have checks 
of past experience. 


roves and we will have 


“Then there is the third and least dependable basis for sniffing 


out the future market—hunch, guess, and judgment based on 
long experience. This is normally the only one used by the people 
who are questioning the industry’s conclusions today. 


“Unfortunately, such judgments do not have, in most cases, 
the sanction of long experience or the basis in factual knowledge 
on which the industry must make its decisions. They reflect the 
superficial impressions gained from reading the papers and talking 
to one’s friends. 


* _. 


“It has been our long and sad experience that, in any recession, 
automobile sales are hit early and hard. The present recession 
started last summer. It caught up with the automobile market in 
a serious way in January of this year. Car sales held up well 
throughout 1957, even after the recession had started. They did 
not cause the recession. They were a victim of the recession. 


“The reason is that for most people the automobile is a deferrable 
item. Aside from the home, it is the biggest item in most families’ 
budgets. When there is unemployment, when overtime pay is 
cut, many people may decide to make the old car do for a while 
longer. They are doing that today in larger numbers. 


“We, in the industry, are confident that, when consumer psychology 
is on the upbeat, people will come back in droves and we will have 
better than good years.” 


i Wie 


Vice President, Ford Motor Company 
Chairman, Dealer Policy Board 


FORD MOTOR COMPANY e THE AMERICAN ROAD, DEARBORN, MICHIGAN 
FORD ¢ THUNDERBIRD ¢ EOSEL ¢ MERCURY © LINCOLN ¢ CONTINENTAL MARK Ill «© ENGLISH FORD LINE 


GERMAN FORD LINE e FORD TRUCKS e TRACTORS ¢ FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 
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Executives View ’58 
With Measured Hope 


By Kenneth C. Kelley Jr. for the third quarter. One-half 
Staff Writer sees no gain over the level for 
NDUSTRIAL and commercial ex-| the third quarter of last year, 29 
ecutives view the rest of this| Percent sees gains and 21 percent 
year with measured optimism, two| %€¢ lower profits. 
recent surveys of businessmen in- Forty-one percent see sales in the 
dicate. third quarter topping year-earlier 
A quarterly survey of 1,480 busi- totals and 40 percent see no change. 
nesses by Dun & Bradstreet showed | Only 13 percent expect prices in 
that the bulk of the group expects | the third quarter to be higher than 
sales in the third quarter to equal|they were last year while 80 per- 
or exceed those in| cent see no change. 
News the like period of| A full 79 percent plan to have 
of 1957. |the same number of employes in 
A preliminary re-|the third quarter as they had at 
port of an American|the same time last year. The 10 
Management Assn,| Percent who expect to have a 
poll of 688 company presidents | /arger work force almost offset the 
shows a majority of the executives|11 percent who see a reduction in 
look for 1958 to show gains in all | umber of workers. ‘ 
areas surveyed with th i 
of profits. oe ee More Sales Push Seen 
The Dun & Bradstreet group |LA®cE majorities of the company 
also is not optimistic about profit | presidents reporting to the 








Finance 


American Management Assn. ex- 
pect outlays for advertising and 
research and the amount of direct 
sales effort being increased in 1958 
over the 1957 level. | 

Those expecting this year’s 
sales volume to equal or exceed 
last year’s amounted to 52.5 per- 
cent while 543 percent see 
capital expansion at last year’s 
rate or above. 

On the subject of profits, 42.5 
percent see this year’s income as 
high or better than last year’s. 

* * * 


Federal-Mogul Says Sales, 


Profits Fell in First Quarter 


Federal - Mogul - Bower Bearings, 
Inc., reported first quarter earn- 
ings of $1,600,000 or 39 percent | 
| under the record first-quarter earn- e 
ings of $2,624,000 in } pm | The British Land-Rover— 
Sales for the period totalled $23,-' 





A redesigned and improved model of 


1957. |and improved seating and controls. The L 
aie eae | wheelbases. 





the Land-Rover, a Jeep-type vehicle with 
388,000, down 20 percent from the | four-wheel drive, has been introduced by Rover Co., Ltd., Solihull, England. The 
$29,227,000 in the first quarter of | vehicle features a new gasoline engine, greater carrying capacity, new body styling 


and-Rover is available in 88 and 109-inch 





Pacific Finance Notes Gain 


In Net Income for Quarter | 515, compared to $1,537,898 for the| 
Pacific Finance Corp. reported | !ie period of last year. ; . 
that its net income after taxes rose| Loans and discounts acquired in| 
in the first quarter of 1958. Profit| the quarter amounted to $123,721,-| 








for the quarter was put at $1,588,-| 878, down from the $130,258,099 in 


the first quarter of 1957. Credit out- 
standing amounted to $364,179,835 
on March 31, compared with $345,- 
333,090 a year earlier. 

* ~ * 
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Let this 1000 Ib. payload “bonus” 
help you sell more dump trucks 


Now as never before, legal payload is a “buy- 
word.” Stiffer enforcement of loading plus 
rising costs have combined to make. legal 
payload per dollar today’s only true measure 
of dump truck value. 


Your 
ANTHONY 


And that’s why you’re always ahead with 
ANTHONY. For today’s ANTHony line—hoists, 
bodies and trailers alike—is engineered to 
give you up to 12% extra legal payload on 
every truck you quote! 


Famous “Teleramic” design makes the dif- 
ference. By this AnTHoNy principle, hoist 
weight and other dead weight is first sharply 
reduced ... then shifted to an extreme for- 





DUMP BODIES DUMP TRAILERS 





ANTHONY COMPANY /s:: 


TRUCK-CRANE 


ward position, thus minimizing dead weight 


on your truck’s important rear axle. 


The result? You deliver up to 1000 lbs. of 
“bonus” legal payload on ANTHony “Frame- 
less” dump trailers. In terms of extra hauling 
profit, that’s a hefty sales argument in any 


prospect’s language! 


Free payload engineering 

Now! Learn how much extra legal 
payload your line cah deliver. 
ANTHONY engineers have it fig- 
ured. To get this free data, contact 
your nearby AntHony distributor 
or write us direct. 


DUMP HOISTS 








1752-56 Baker St. 
eator, Illinois 





LIFT GATE 


First-Quarter Profit Hit 
$293,002, Says Twin Coach 


Twin Coach Co. announced a 
| first-quarter profit of $293,002 be- 
|fore provision for preferred divi- 
|}dends or Federal income taxes. 
|Preferred dividend arrearage 
| amounts to $160,716, the firm said, 
j}and Federal income taxes are not 
applicable because of a loss carry- 
forward of approximately $3.8 mil- 
| lion. 

| First-quarter sales totalled $9,- 
| 935,695, as against $5,817,900 in 1957. 
= * . 





‘Sealed Power 


‘Profits Skid 


Sealed Power Corp. reported net 
| profit of $85,000 on sales of $4,475,- 
|000 in the first quarter of 1958. 

In the year-earlier quarter, sales 
amounted to $5,887,000 and profits 
totalled $335,000. 

Paul C. Johnson, president, said 
the decline in both sales and earn- 
ings came directly as a result of 


|| “curtailed activity in the automo- 


| tive industry.” Improvement is ex- 
pected, he said, when 1959 models 
| go into production. 

* * * 


Flintkote Reports Net Loss 
Of $151,435 in First Quarter 


Flintkote Co. and _ subsidiaries 
reported a net loss of $151,435 in 
the first quarter, compared with a 


«|net income of $973,104 in the cor- 


responding period last year. 

Net sales for the first quarter 
were reported at $22,506,159, a de- 
cline of 11.3 percent from the $25,- 
365,383-volume for the first three 
|months of 1957. 

2 


j 
| 


* * 


Dover 
Dover Corp., first-quarter report, 
| 1958 vs. 1957: Net income, $381,149 
and $594,565; net sales, $5,695,083 
and $6,644,168. 
* * * 
Multimillion-Dollar Loan 


To Aid Avis Expansion 

Frederic C. Dumaine jr., presi- 
dent of Avis Rent-a-Car System, 
has announced the signing of an 
open-end revolving multimillion- 
dollar loan agreement between Avis 
and five banks headed by First 
National Bank of Boston. 

He said funds from the loan will 
be used to enlarge Avis’ fleet of 
company-owned vehicles and to ex- 
pand its truck and car leasing 
facilities. 

* *~ 


Litton Industries Reports 


Profits, Sales Continue Rise 

Continued increases in profits and 
sales during the third quarter of 
the current fiscal year were re- 
ported by Litton Industries. 

Sales for the nine-month period 
ended Apr. 30 were reported at 
$61,509,000, compared with $20,372,- 
000 a year ago. Earnings totalled 
$2,753,000, compared with $1,271,000 
in the corresponding period a year 
ago. 





* * * 


Waukesha Motor 


Waukesha Motor Co. announced 
that profit for the nine months 
ended Apr. 30 amounted to $1,507, 
275. 
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HERE’S PROOF THAT... 


America wants the 
extra safety...extra value 
of nylon cord tires 


e Almost 4 out of 10 replacement tires sold today are nylon. 
e In just one year, the sale of nylon cord tires went up 65%. 


e Recognizing nylon’s popularity, 12 out of 18 auto manufacturers 
are offering nylon as optional equipment. 


e Above all, new-car buyers want nylon. A recent Dun & Bradstreet 
survey shows that 6 out of 10 say they will buy nylon cord tires 
if you take the trouble to offer them. 


Build customer satisfaction by offering nylon cord tires with every car you sell. 


Powerful Du Pont advertis- 
ing will dramatize the safety 


. mepPosr = we lewsecek, = 
of nyloncord tires to theread- ee 4 i Sees Sigs BETTER THINGS FOR BETTER LIVING 
ers of nine of the nation’s .+.THROUGH CHEMISTRY 


leading magazines this year. ; Rteus Paton 


THE SAFEST, STRONGEST TIRES ARE MADE WITH nN : LON 
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DeSoto Dealers Elect— 


New officers of the DeSoto Dealer Assn. of Northern California include, from left, 
Richard J. Ryan, Redwood City, vice-president; Allen R. Crocket, Fresno, and Thomas 
M. Lucas, Stockton, both directors; Gaston F. Pierat jr., San Mateo, president; Dalton 
Feldstein, Sacramento, retiring president; Ernest Mancini, Mountain View, and Robert 
Waters jr., San Francisco, both directors. D. F. Carnes, San Francisco, association 
secretary, is not pictured. 





Whatever makes and models you sell and service 








your investment is low, your turnover fast, complete. 


M.0O.S.T. batteries are now shipped rapidly at low cost from 17 centrally 
located Studebaker-Packard Zone Parts Depots. Distributors, key dealers 
and dealers are being appointed daily. To learn more about your own profit 


potential as one of them, send the coupon today. 


UNIQUE DESIGN* key to M.O.S.T. system flexibility 





: 
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Auto Personnel 


Two new officers were elected by 
directors of Thompson Products, 
Inc., following the annual meeting. 

Stanley C. Pace, assistant man- 
ager of the company’s newly 
formed Tapco Group, was elected 
a vice-president, and Eugene E. 
Ford, counsel for the company, was 
elected assistant secretary. 


* * * 


2 Firms Elect Epstein 
Julius Epstein, Chicago invest- 
ment banker and real estate execu- 
tive, has been elected to the boards 
of Trans Continental Industries, 
Inc., and its subsidiary, Highway 
Trailer Co. 


* * * 
MIC Appoints Phinney 


Manager in Little Rock 

Howard E. Phinney has been ap- 
pointed manager of the Little Rock 
(Ark.) branch of Motors Insurance 
Corp. He succeeds August G. Maile 
who retired after 29 years of 
service. 


Phinney formerly was manager | 








Henry, Ill. He formerly was gen- 
eral foreman in the rubber chem- 
icals section of the company’s Ak- 
ron chemical plant, 

os * * 


Olin Aluminum Names Clay 


of the Motors Insurance branch| 4Aytomotive Sales Manager 
office in Des Moines. He joined Richard E. Clay has been ap- 
MIC in 1929 as a staff adjuster in pointed automotive sales manager 


ee for the Aluminum division, Olin 
athieson emical Corp. He had 
Fruehauf Shifts Roseboom | been assistant . 
H. E, Roseboom, former business | Manager. 
manager for Fruehauf Trailer Co’s} Automotive 
Pacfic Coast division with head-|sales were for- 
quarters in Los Angeles, has been| merly the respon- 
named assistant manager of the| sibility of Fred H. 
Oakland (Calif.) branch, He has| Edgar, who will 
been with the company since 1947.| devote full time to 
ar ea his duties as 


Taylor Joins Stokes Great Lakes re- 


ional sales man- 
W. Mel Taylor has joined F. J. apne. Prior to 


Stokes Corp., Philadelphia, as as-| ;6j ni Olin 
sistant to the sales vice-president. a cotietenen in 1957, 





Richard E. Clay 
He formerly served three years| (jay had been with Reynolds Metals 


with Reo and 18 years with Auto- Co 
car. : 


in architectural and automo- 


tive sales. 
= . > = = + 


Goodrich Boosts Piers Budd Co. Appoints Boas 


Joseph P. Piers has been named ° i 
to head the production department Director of Marketing 
at B. F. Goodrich Chemical Co.’s Herbert A. Beas jr. has a ‘ 
new general chemicals plant in pointed director of marketing for 
a Budd Co. 





For 100% sales opportunities... 


Sell it or service it—every car you handle is a potential chance for a M.O.S.T. 
battery sale. Yet you need carry only 4 sizes in M.O.S.T. batteries—or just 12 
(still in only 4 sizes) to meet all-market demands from economy grade up to 
the top premium level. Dynamic M.O.S.T. styling and vivid colors help sell 
up to that level too. With the small M.O.S.T. inventory (12 batteries con- 
trasted to 42 conventional batteries needed to handle all-grade marketing) 


lengthwise SURE-LOK channels moke M.O.S.T. 
battery case self-locking in battery carrier where 
narrow (end-to-end 2E and 3EEE) batteries are 


original equipment. SURE-LOK channels permit 
installing shorter, wider 2N and 28N M.O.S.T. 
batteries. Highest electrical capacity through 
precise balance of active material and acid. 


GRIP-RIDGE* and SURE-GRIP* Hold-Downs com- 
bine to fit a M.O.S.T. battery into any battery 
carrier quickly, solidly, rigidly — superior to orig- 
inal installations. Hold-Downs insulated to pre- 
vent shorting and corrosion. Unitized-cover cases 
ruggedly built of tough, thin-wall plastic for 
broader power range and longer battery life. 


SYSTEM 








He formerly was manager of 
sales promotion for Sinclair Oil 
Corp. and also has been manager of 
tires-battery-accessory sales and 
assistant director of advertising 
and public relations for Sinclair. 

> . * 


Sheffield Promotes 


Ahlers to General Manager 
| Osear Ahlers has been appointed 
general manager of Sheffield Corp. 
Ahlers will supervise all sales, 
product divisions and field service 
manufacturing facilities. 
> * > 


Young Named to Board 


| G. J. Young has been elected a 
| director of Morse Chain of Canada, 
|Ltd., Simcoe, Ont. The firm is a 
subsidiary of Borg-Warner Corp., 
Chicago. Young has been a vice- 
president of the Simcoe operation 
| since 1957. 

> > > 


White Appointed Director 


|\Of U. S. Rubber Research 


Dr. Leland M. White has been 
appointed director of research and 
development for U. S. Rubber Co., 
replacing Dr. Sid- 
ney M. Cadwell, 
who has retired 
after 39 years’ 
service. 

White joined 
the department 
in 1940 as a re- 
search chemist 
and rose to re- 
search group 
leader and de- 
partment head. 
Since 1953, he has 
been assistant director of the de- 
partment. Much of his work has 
been in the fields of synthetic rub- 
ber and plastics. 

> * > 


6 Executives Promoted 
By Commercial Credit 


Promotion of six executives has 
been announced by Commercial 
Credit Corp. They are: 

Ralph Ehr, St. Louis division 
manager; W. M. Carnahan, Chicago 
city division manager; C. R. Mont- 
gomery, Minneapolis division credit 
manager; Everett W. Sara, senior 
vice-president in charge of the 
Southern territory; V. F. Pautz, 
assistant Chicago division manager, 

ach quasar ios he and N. L. Sutton, assistant Los 
Globe's famous unit- Angeles division manager. 

ized dry-charged * . * 


battery carton. Con- Wilson Named Sales V-P 


tains — correct 
i \ 

aati ae John F. Wilson, general manager 

of marketing for Metals & Controls 








Leland M, White 


Everything needed to 
activate ao M.O.S.T. 

battery easily and 
swiftly with factory- 


and pouring sleeve. 
No measuring or 
guesswork, no waste 





*U. S. Design Patent 182109 and other patents pending. of time or electrolyte. 


mm wee mmm mem 
STUDEBAKER-PACKARD, P&A 
Spinning Power Battery Division, Plant 8, South Bend, Indiana 
Gentlemen: | am iaterested in becoming a 

(CD Distributor (C) Key Dealer 0 Dealer 
for Spinning Power batteries using the M.O.S.T. system. 
Please send complete details at once, without obligation. 










FILL OUT AND MAIL THIS M.O.S.T. COUPON 
FOR YOUR MAXIMUM OPPORTUNITY FOR 
SALES AND TURNOVER 
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Brand of gasoli Id. 

aero ek srusncone sranin® Milwaukee 1, Wisconsin 


Corp., Attleboro, Mass, has been 
elected sales vice-president. He 
joined the firm in 1957. 

* + + 


Connaughton Is Elected 


Wheelabrator President 

Otto A. Pfaff, chairman and pres- 
ident of Wheelabrator Corp., has 
retired as president and will con- 
tinue as chairman of the board. 


James F. Connaughton, executive 
vice-president, has been elected 
president. 


Pfaff has been with Wheelabra- 
tor since 1916 and served 22 years 
as general manager and 17 years 

(Continued on Page 33, Col. 1) 
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(Continued from Page 32) 


as president and general manager. 
Connaughton resigned last June as 
president of American LaFrance 
Corp. to join Wheelabrator. 

* * . 


Ford’s Young Retires 


In Des Moines Office 

Thomas A. Young, Des Moines, 
has retired from Ford Motor Co. 
after more than 40 years’ service 
in the Iowa capital. 

Young was a service instructor 
covering most of Iowa for the 
Lincoln and Mercury divisions’ dis- 
trict sales office. 

= * > 


Reynolds Joins Olin 


Edward B. Reynolds has joined 
Olin Mathieson Chemical Corp. as 
New York regional sales manager 
for Olin Aluminum. 

= = > 


Putman Succeeds Rule 


As AP Parts President 


Paul Putman has been elected 
president of AP Parts Corp., suc- 
ceeding Ralph G. Rule. Putman, 
who joined the firm eight years 


‘Brand’ Contest 
Opens for 1958; 
Dealers Can Enter 


NEW YORK.—The 1ith annual 
“Brand Name retailer-of-the-year” 
competition, sponsored by Brand 
Names Foundation and covering 26) 
retail classifications, has been an- 
nounced by Henry E. Abt, Founda- 
tion president. 

Automobile dealers with a year- 
round program of brand advertis- 
ing, promotion and sales training 
for manufacturers’ advertised 
brand names were invited to com- 
pete for the award. 

Stores may make known their 
candidacy by filling out a simple 
entry form. There is no entry fee, 
and the dealer is not initially re- 
quired to submit samples. Late this 
year, each store will be requested 
to send in a “formal” report on its 
1958 brand advertising and promo- 
tion. 

These reports will form the basis | 
for the selection of finalists who| 
then make up full presentations, | 
including samples such as tear 
sheets of brand ads, radio and TV 
scripts, photographs of window) 
and in-store displays, sales train- 
ing bulletins and other evidence of | 
their brand-name activities in 1958. 

Judging is by a panel composed 
of the first-place winners in each | 
category of the prior year’s compe- 
tition. The 1957 winner in the auto-| 
mobile dealers category, J. A. San-| 
ders, Chevrolet dealer in Water-| 
town, S. D., will serve as a judge 
this year. 

The sales organizations of the 
Foundation’s member - manufactur- 
ers, as well as advertising-media 
members, are the principal repre- 
sentatives in distributing entry 
cards. In addition, any store wish- 
ing to enter may write directly to 
Fred B. Newell jr., director of re- 
tail relations, Brand Names Foun- 
dation, Inc., 437 Fifth Ave., New 
York 16, N. Y. 


Miller to Direct 
NTDRA Services 


WASHINGTON. — W. C. Miller 
has joined the National Tire Deal- 
ers & Retreaders Assn., as services 
director. For 13 years Miller has 
been in the auto and tire business 
as sales manager, general manager 
and owner of several auto dealer- 
ships. 

Miller has handled Ford, Lincoln- 
Mercury, Plymouth, Dodge, DeSoto 
and Mack trucks. He also has sold 
Dunlop, Seiberling and Acme tires, 
Cities Service gasoline and auto- 
motive accessories. 

As services director, Miller’s job 
will include supervision of insur- 
ance, marketing and service de- 
partment; liaison with government 
agencies; developing membership 
services; exhibit manager, super- 
vision of University Management 
Program; liaison with suppliers of 
equipment and materials; handling 
current membership services. 














ago, had been assistant to the 
president. 

Rule said he resigned to devote 
more time to personal interests. 
But he will remain with the com- 
pany as an executive consultant. 

> + > 


Suter to Direct Licensing 


Of Kentucky Auto Dealers 


J. L.. Suter, auto dealer in Car- 
roliton, Ky., will become director of 
dealer licensing for the Kentucky 


Department of Motor Transporta- | 


tion. 


He will determine the eligibility | 


of applicants for dealership. Each 
dealer must obtain a franchise 
from the department before he can 
buy dealer tags from county clerks. 


* * * 


Bohmrich Joins Auto Lite 


John J. Bohmrich has been ap-| 


pointed electrical products group 
executive of Electric Auto-Lite Co. 
He formerly was vice-president and 


assistant to the president of Frue- 
hauf Trailer Co., Detroit. Bohmrich 
will be in charge of that portion of 
Auto-Lite’s business currently in its 
Toledo and Syracuse plants. 


* * * 


L-O-F’s Farnsworth Retires 


J. Ralph Farnsworth, manager 
of the order department of Libbey- 
Owens-Ford Glass Co, for 20 years, 


glass business 45 years. 
+ * +. 


Breunig Gets Promotion 


Edward O. Breunig has been 
promted to truck-tire sales man- 


Co.’s Los Angeles division, Breunig 
was a Santa Monica territory 
salesman. 

| ” + a 


Bull Elected President 


Of Michigan Wire Cloth 


Arthur W. Bull has been elected 
president of Michigan Wire Cloth 
| Co., Detroit. He succeeds his father, 








Arthur A. Bull, who has been 
named chairman of the board. 

| The elder Bull also is a member 
of the board of King-Seeley, Inc., 
of Ann Arbor, Mich. The 38-year- 


has retired. He had been in the| — 


ager for General Tire & Rubber |/j 





| old president has been with the 
berecamreces 11 years. 
+ * + 


Kendall Names Knapp 


Manager of Oil Sales 


William A. Knapp has been ap- 
pointed manager of lubricating oil 
sales for Kendall 
Refining Co, 
Bradford, Pa. He 
succeeds Ray V. 
Sommer, who now 
is sales manager 
of the company’s 
Ohio division. 

Knapp has been 
advertising man- 
ager and market- 
; ing assistant for 

Kendall since 
William A Knapp 1946. He joined 
the company in 1933 and has been 
with the lubricant sales department 


since 1945. 
= * * 


Warner Automotive Names 


Sicklesteel Detroit Manager 

David T. Sicklesteel has been 
appointed manager of the Detroit 
office of Warner Automotive divi- 
sion, Borg-Warner Corp. 


Sicklesteel started as a transmis- | 
sion designer in 1924 for the Detroit ' 





Gear Co., which became a Borg- 
Warner division in 1929. He had 
been industrial sales and engineer- 
ing manager for Borg’s Long Mfg. 
division. 

* aa * 
Four Aides Reassigned 
In Checker Service 

Louis Hilsky, president of Cab 
Service & Parts Corp., New York 
service organization for Checker 
automobiles, announced the follow- 
ing changes in administrative 
personnel. 

Kenneth W. Bothe has been ap- 
pointed administrative assistant; 
Herbert S. Johnson, purchasing 
agent; George H. Stone, assistant 
purchasing agent, and Howard H. 
Bothe, parts manager. 

a * = 


Dougherty Appointed 
James W. Dougherty has been 
appointed chief engineer of Philco 
Corp.’s automotive division. He has 
been with Philco since 1942. 


> * * 


Dodge Promotes Moore 


H. F. Moore has been named 
purchasing agent for the Dodge 
truck plant. He formerly was truck 
purchasing superviscr of the Dodge 
purchasing office. 





Hydro E-Z Packs cost 


operate, maintain... 


Compact Shape uses space to best advantage, permits mount- 


ing on smaller trucks, cuts initial cost to a minimum. 


Faster Collection and fewer trips to the dump cut man-hours, 
reduce truck operating costs because load is packed en route. 


Simplified Design and accessibility mean lower maintenance 


costs. 


Less Maintenance means less strain on parts because hydrau- 
lics do not have to operate continuously resulting in less servic- 


ing of truck engine and transmission. 


sides and top 


System 


less to buy, 


LOOK AT THESE FEATURES: 


Greater Capacity 
Large Openings on both 


Powerful Compaction 
No-Drip Body 
Simplified Hydraulic 


e Fully Enclosed Load 


HYDRO E-Z PACK—THE MODERN DISPOSAL METHOD —W/ite Today for Full Details 





HYDRO E-Z PACK 


HYDRO E-Z PACK DIVISION~- HERCULES GALION PRODUCTS, INC., GALION, OHIO 


EZ-258 








LANDING GEAR—A landing geor that 
eliminates excessive manual effort has 
been announced by Binkley Mfg. Co., 
Warrenton, Mo. The Binkley geor was 
developed through application of the 
Saginaw Ball Bearing Screw and Nut 
Assembly, a General Motors product used 
in avtomobile power steering mechanisms. 
With the boll bearing screw, only five 
crank turns per inch are required to lift 
weights which would ordinarily require 
19 or 20 turns at low speed with the 
conventional acme screw and nut, it is 
claimed. The gear also features a positive 
up and down lock which is automatically 
actuated at any position in the travel of 
the lower leg. The lock has been tested 
to withstand a 50,000 pound columnar 
load in fulty extended position, it is 
claimed. 

oe 


Lub-A-Graph By Panef 


Lub-A-Graph, a liquid graphitic 
lubricant packaged in plastic 
squeeze dispensers, has been an- 
nounced by Panef Mfg. Co., Mil- 
waukee. Panef says Lub-A-Graph 
is weatherproof, contains no syn- 
thetic graphite and prevents rust 
and corrosion. 





TRUCK BODY—A prefabricated truck 
body, right, made of high-strength steels 
hos been developed by Parish Pressed 
Steel Division, Dana Corp., Reading, Pa. 
Stronger and more durable than previously 
wsed nonsteel materials, the packaged 
frames promise substantial savings to 
owners and operators of smaller trucks 
through longer return in service per dollar 
spent on operating equipment, it is 
daimed. This prefabricated frame was as- 
sembled in eight hours from five precision 
components at A & S Truck Trailer Co., 
Pittsburgh, Pa. 


RuGlyde Rubber Lubricant 
Marketed by Goodyear 

A rubber lubricant formulated 
by American Grease Stick Co. 
Muskegon, Mich., to meet industry 
standards for safe applications on 
aii types of rubber, as well as for 
mounting and demounting all types 

a 7 
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of tires, is being marketed by 
Goodyear Tire & Rubber Co. 

The product—called RuGlyde—is 
recommended for lubricating tires, 
tubes, tubeless tires, rubber parts 
and fittings and for cleaning and 
dressing-up rubber floor mats, tires, 
weatherstripping and other rubber 
accessories. 





TRANSMISSION — Elimination of the 
conventional clutch and pedal and manval 
shifting of gears plus unlimited control 
Tta the critical “inching™ operation are 
scid to be the essential features of the 
Power Shift Hystamatic transmission de- 
veloped by Hyster Co., 2902 N. E. Clack- 
amar St., Portland 8, Ore., for its 3,000 
to 8,000-pound capacity trucks on cushion 
tires and the pneumatic tired series in 
the 3,000 to 5,000-pound capacity. 
“Feather Towch Control” permits both 
braking and inching by movement of a 
foot control. The first two inches of pedal 
action meter hydraulic pressure to the 
driving discs. The remainder of the pedal 
action controls the truck's brakes. Dual 
pedals are provided so that the operator 
con control inching and braking with 
either right or left foot, & is claimed. 








LIFT TRUCK—High stocking ability, plus 
easy access to low headroom areas, are 
said to be provided by this model 460 
Towmotor fork lift truck equipped with 
Triple Lift Mast. Mast's over-all lowered 
height of 71 inches permits entry into 
rail cars, highway trailers and low- 
ceilinged storage creas. Maximum lift is 
144 inches. By comparison, standard mast 
with 120-inch lift has over-all lowered 
height of 83 inches, it is said. Towmotor 
Corp., Cleveland, O. 

* * ® 





BOTTLER BODY—ALF Body Corp., 4400 


duced a low-bed pallet body design. Photograph shows 


Clayton Ave., St. Lovis 10, Mo., has intro- 
the first of a fleet of pallet 


bodies, incorporating four 39-inch compartments each side on a conventional 102-inch 
COE Chevrolet chassis. The two compartments ahead of the wheels are made pos- 
sible by altering the truck springs. Chassis frames have a special drop to provide 
extra low loading height in pallet compartments. The bodies are built with a de- 
pressed roof and rear advertising compartment with a side entrance door. 








BRAKE VALVE—The Automotive Divi- 
sion, Wagner Electric Corp., 6400 Plym- 
outh Ave., St. Lowis 14, Mo., announces 
the availability of a redesigned, modern 
air brake hand valve. This valve is said 
to reflect the modern trend to “dress-up” 
truck and tractor cab interiors. Its handle 
and other fittings are plated wih heavy 
gleaming chrome in contrast to its body 
of black crackle finish. 

* * * 


Quick Shoe Shine 


Waxie Spra Shine, a shoe-shine 
solution in a spray can, is offered 
by NE-EL Products Co., 23580 Lee 
Baker Drive, Detroit 41, Mich. The 
company recommends 
grooming aid for travelers. 





TRANSMISSION —Dana Corp., 4100 
Bennett Rd., Toledo 1, O., has announced 
on aviomatic transmission which in a 
unit assembly combines a hydraulic 
torque converter with a forword and 
reverse gear orrongement and oa straight- 
through drive. The valve of the new unit, 
called the model 183 Spicer Turbo-Matic 
transmission, is said to lie in its high 
normal drive efficiency combined with a 
superior ability to deliver a smooth flow 
of power and rapid acceleration under 
veriable load conditions. Specifications 
cre as follows: Normal torque rating, 
400-650 foot pounds; cose castings, iron 
and aluminum; clutch housing, SAE No. 
1, 16-inch clutch; oil capacity, including 
reservoir, 10 gallons; overall length 30- 
3/16 inches. 

»* & 2 


Hand Torque Wrench 
A new model, the Swench 1000, 
has been added to its line of hand- 
operated impact wrenches by Swen- 
son Engineering, Box 43, Branford, 
Conn. Swenson said the hand tool 
magnifies torque up to 15 times. 


ie, 3 





COMPARTMENT—An all purpose stor- 
age compartment, the U-56 Cross Com- 
partment is mounted on any truck and is 
engineered to provide a variety of stor- 
age space from small part bins to large 
bulk material storage areas. it can be 
installed across the front of any pickup 
bed or on any flat bed truck, it is said. 
Fabricated of cold rolled steel and elec- 
trically welded into a single compact 
unit, the compartment has hemmed edges 
on all parts for safety. Side door is pro- 
vided with keyed lock and top lid has 
provision for padlock. Utility Body Co., 
1530 Wood St., Oakland 7, Calif. 

eo oe 


Associated Spring Unit 
Offers Air-Bleeding Kit 

Air can be removed easily from 
automotive hydraulic-brake systems 
without bulky and expensive equip- 
ment and with practically no loss 
of brake fluid through use of the 
“Bleed-Ezee” kit, according to As- 


it as a} 





sociated Spring Corp.’s Raymond 
Mfg. division, Corry, Pa. 

With the “Bleed-Ezee” kit, the 
firm said, one man can bleed two 
brake-wheel cylinders at one time 
in just a few minutes. The kit con- 
tains two bleeding tools and a 
bleeder valve extension and two 
adapters for small-size fittings. 


* * * 





FUEL PUMP—Stewart-Warner's electric 
fuel pump is capable of pressures to 8 
psi but, because its aviomatic pressure 
regulator is adjustable, pressure can be 
set at any desired level, it is said. A 
large reservoir and efficient filter element 
is said to filter gasoline without impeding 
flow. Only two models—-<ix-volt and 12- 
voli—fits any gasoline engine used for 
any purpose or on any vehicle. Instrument 
Division, Stewart-Warner Corp., 1826 Di- 
versey Pkwy., Chicago 14, Ill. 

. 2” & 





MIRROR — A dash controlled mirror, 
model No. 610, has been introduced by 
Alted Corp., Box 118, Bangor, Mich. De- 
signed to mount on the left fender, the 
vnit fectures a weatherproof flexible 
cable, including a bracket for inside dash 
mounting. The replaceable 44-inch non- 
glare mirror is encased in a stainless 
steel head. Rotating the knob in the 
forward position tilts the mirror up or 
down. Pulling the knob out and rotating 
it tilts the mirror sideways, it is claimed. 
The hood can be adjusted in three posi- 





REFUSE COLLECTOR—A refuse con- 
tainer system designed to reduce collec- 
tion time at “big stops” on commercial 
refuse collection routes has been an- 
nounced by Gar Wood Industries, Inc., 
Wayne, Mich. The system employs a 
design which allows a loaded Gar Wood 
Pax-All container to be rolled up to a 
Gar Wood lLoad-Packer, snapped on to 
the tailgate, and hydraulically raised and 
emptied into the Load-Packer’s hopper. 
The entire operation is handled by one 
man who raises, empties and then lowers 
the container with a single lever mounted 
on the Load-Packer. Each container has 
one-cubic yard capacity. The container is 
said to be leak-proof, odor-proof and 
rodent-proof, and has a split-cover which 
allows it to be easily opened and loaded 
without having fo raise the entire cover. 


Novi Equipment Offers 
Speed Warning Device 

Novi Speed Alerters have been 
introduced by Novi Equipment Co., 
25460 Novi Rd., Novi, Mich. 

The device is said to alert a 


driver when he has reached a pre- 
determined speed. A red light set 
in the instrument panel gives the 
warning. 





HYDRAULIC FORK-SPACER—Exceptional 
versatility in lifting and transporting loads 
of diverse character are said to be among 
the advantages provided by the Gerlinger 
fork lift truck and its specially-engineered 
carriage. The unit has a fork-spacer at- 
tachment which enables the operator to 
adjust the spacing of the forks hydrauli- 
cally to accommodate pallets of different 
width and loads of various size and 
shape. It is also equipped with a hydrav- 
lic side-shift accessory which permits Iot- 
eral shifting of loads to right or left for 
more exacting load placement. Gerlinger 
Carrier Co., Dallas, Ore., a subsidiary 
of Towmotor Corp., Cleveland, Ohio. 


Hand Cleaner in Tube 
Viking Mfg. Co. Inc., 68-70 
Middlesex Ave., Natick, Mass., has 
just announced the packaging of 
Viking Waterless Hand Cleaner in 
a new five-ounce plastic tube. It 
also comes in pint plastic and glass 


tions and locked by screws inside the| jars, five-pound cans and in gallon 
base. cans. 
> > « os . - 
CHIEF-TON BELT DRIVE 


Pusher-single or dual tire 







RADIUS ROD 7 
—— AXLE SPACING —-— 


THIRD AXLE SUSPENSION—Truckstell Mfg. Co., 


land 14, O., has developed a line of Chief- 


~*~ ADJUSTABLE 
om 





i DRIVING WHEEL 


ot 


1437 Union Commerce Bidg., Cleve- 
Ton trailing and pusher third axles specif- 


ically for V-belt drive application. The above line drawing illustrates a typical 
Chief-Ton belt-drive pusher installation. Note the adjustable rubber-bushed radius 
reds. These are practically parallel with axle centers. Combined with the parallelogram 
torque rods, these radius rods are said to insure a minimum variation in axle spacing 
during the operation of the truck. Chief-Ton is rated for up to 40,000-pound tandem 
bogie capacity and adds less than 600 pounds sprung weight. 
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Affecting Factories and Dealers .. . 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

General Motors Corp. with a 
total investment of $52,390,306, was 
the leading national advertiser in 
newspapers in 1957 for the 11th 
consecutive year, according to fig- 
ures released last week by the 
Bureau of Advertising of the 
American Newspaper Publishers 
Assn. 

The GM figure, however, repre- 
sented a 2.6 percent decline from 
the $53,778,652 invested in news- 
papers in 1956, the Bureau said. 


Second and third largest adver- 
tisers last year were Ford Motor 
Co. and Chrysler Corp., respectively, 
both of which greatly increased 
their expenditures in newspapers 
over 1956. 

Ford’s total of $31,533,144 was 
24.3 percent higher than the $25,- 
366,292 expended in 1956, and Chrys- 
ler’s $26,144,287 expenditure for 
newspaper advertising in 1957 was 
45.7 percent above the $17,946,196) 
invested in the medium the pre- 
vious year. 

Studebaker-Packard Corp. in- | 
vested $4,304,199 in newspapers in 
1957 to record a 69 percent in- 
crease over the previous year 
when it expended $4,495,716. It 
also climbed from 16th to 15th 
place in the standing of the top | 
100 newspaper advertisers in | 





America. 


American Motors Corp. dropped | 
from 30th to 34th place in the| 
standings as it decreased its ex- 
penditures from $2,895,365 in 1956 
to $2,807,997 in 1957—a decline of 
3 percent in newspaper invest- 
ments. 

Overall, automotive advertising| 
in the nation’s newspapers was up| 
96 percent from $182,214,000 in 
1956 to $199,578,000 in 1957. 

The biggest sub-classification of 
automotive—new-car advertising— 
jumped 13.6 percent from $103,256,- 
000 in 1956 to $117,332,000 in 1957, 
the Bureau reported. 


A breakdown of automotive 
suppliers and allied fields accord- 
ing to expenditures is as follows: | 

General Electric Co., $6,799,213 in 
1957, compared with $10,292,387 in 
1956; Gulf Oil Co., $3,366,630 in 1956, 
compared with $2,218,484 in 1956; 
Goodyear Tire & Rubber Co., $2,- 
906,589 in ‘57, compared with $2,- 
206,072 in '56; Standard Oil Co. of 
Indiana, $2,763,668 in '57, compared 
with $2,203,736 in 56; Westinghouse 
Electric Corp., $2,686,786 in ‘57, 
compared with $3,137,028 in ‘56. | 

Standard Oil Co. of New Jersey, | 
$2,682,164 in "57, compared with | 
$3,442,246 in '56; Socony Mobil | 
Oil Co., Inec., $2,563.252 in °57, | 
compared with $2,501,197 in 56; 
Shell Oil Co., $2,240,129 in ’57, 
compared with $4,215,509 in '56; | 
duPont de Nemours & Co., $2,- 
224,897 in ‘57, compared with 
$1,589,630 in ’56; Sun Oil Co., $1,- 
988,756 in °’57, compared with | 
$2,344,121 in '56. 

Phillips Petroleum Corp., $1,774,-| 
172 in ’57, compared with $1,446,-| 
058 in °56; Standard Oil Co. of| 
California, $1,749,413 in ‘57, com-| 
Pared with $1,543,433 in °'56; Fire- 
stone Tire & Rubber Co., $1,456,512 
in '57, compared with $1,401,266 in 
56; B. F. Goodrich Co., $1,306,867 
in '57, compared with $743,741 in 
56, and Sinclair Refining Co., $1,- 
ae in ’57, as against $1,733,642 
mn ’56. 


© * * 


John L. Sullivan, 
sociate publisher of Marketing 


formerly as- 





Services Corp. Downey, Calif., 
has been appointed automotive edi- 
tor of the Los Angeles Evening 
Mirror News. 

+ 7 +. 


Don E. Harding has been ap- 
Pointed truck sales promotion 
manager for Dodge. Harding 
joined Dodge in 1950 and since 
1956 has been retail merchandising 
manager. 

t ” 


Donald F. Marthey and DeVallon 
Scott have joined the Detroit 
office of Wilding Picture Produc- 
tions, Inc., as account executive 


and writer respectively. Marthey 
formerly represented the Jam 


Handy organization, George S. May 

Co. and de Heriot, Inc., while Scott 

has been a free-lance writer for the 

past 10 years. 
* * * 

Dr. Howard D. Hadley, research 
director of Morey, Humm & War- 
wick, Inc. advertising agency, has 
been appointed research vice- 
president of the Bureau of Adver- 
tising of the American Newspaper 
Publishers Assn. 

+ * + 

Austin E. Treworgy has been 
named to the creative staff of 
Brooke, Smith, French & Dorrance 
advertising, Detroit. 

Clinton R. Clark, formerly with 
J. Walter Thompson advertising 
agency, has joined the Detroit sales 
staff of American Weekly maga- 
zine. 

+ e > 

Robert R. Roy has been elected 
a vice-president and member of 
the executive board of Ross Roy, 





Inc, Detroit advertising agency. He 
has been supervisor of merchan- 
dising and sales training on the 
Chrysler division account since 
1955. 
. + = 
Stanley T. Ferger has joined 
Metropolitan Sunday Newspapers, 
Inc., as assistant manager of the 
sales coordination department. He 
formerly was with General Foods. 
* * - 


William E. Rider, formerly with 
American Cyanamid Co., has joined 
the American Rayon Institute, Inc., 
as director of public relations. 

= ” + 

William A. Hurt has joined the 
advertising department of Associ- 
ated Tires & Accessories, a division 
of B. F. Goodrich Tire Co. He 
formerly was a member of the 
Goodrich corporate communication 
department. 

* + * 

G. A. Donat has been named 
assistant merchandising manager of 
American Motors’ automotive divi- 
sion. He formerly was a special 
sales representative in the com- 
pany’s Chicago zone. 

= * 7 





ing supervisor. Prior to his appoint- 
ment, Davis served as senior buyer, 
corporate purchasing, for Chrysler 
Corp. 


Brooke, Smith, French & Dor- 
rance, national advertising agency, 
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formerly was in BSF&D traffic 
department. 


Franklyn J. Bardack has been 
named to the creative staff of 
Brooke, Smith, French & Dorrance, 
national advertising agency. He 
formerly worked with Fraser & 
Kelly, Albany. 


* * > 


Lawrence M. Finn, a member of 
TV Guwuide’s national advertising 
sales staff in New York, has been 
named advertising manager of the 
magazine’s Detroit and Michigan 
State editions. 


+. + + 


Jerry M. Moynihan has been 
named assistant media director of 
Campbell-Ewald Co., Detroit. Moy- 
nihan will take over the media 
assignments formerly handled by 
Norman W. Sharrock, who resigned 
because of illness, Moynihan had 
been head of outdoor media. 


* = = 
Marvin L. Walsh has been ap- 
pointed assistant advertising man- 
ager of Hoover Ball & Bearing Co., 
Ann Arbor, Mich. 
Prior to joining Hoover, Walsh 


MoPar division of Chrysler Corp.| has appointed Richard Sheppard to| was the assistant advertising man- 
has named John T. Davis advertis-| the media department. Sheppard 


ager of Aeroquip Corp. 


Univan Lightweight Aluminum 12-20 foot Van Bodies 


Fast, Easy, Profitable Sales 


Recommend Univan Aluminum Van Bodies and you’ll 
make fast, easy, profitable sales. Plenty of customer- 
satisfying features, plus strong backing from Univan: 





@ Wide Product Line — aluminum van bodies for use in many 
markets. 

® Cooperative Distributors — wide-spread, growing distributor 
organization ready to help you sell. 

e Extensive Service Facilities — well-equipped shops, factory- 
trained personnel to handle service problems. 

e New Products — leaders in research, design, engineering and 
product improvement. New features, new models. 


man or write. 


@ Quick Delivery — excellent distribution organization to deliver 
the product you want when you want it. 
e Established Company — financially sound, aggressive com- 
pany stands behind its products. Your profits grow with 
Univan! 


Get full details of fast, easy, profitable sales. Call in the Univan 


U-258 


U re ISTE <_ L Body ieee - Galion, Ohio 


DIVISION OF HERCULES GALION PRODUCTS, INC. 
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rand Opening Marks Anniversary— 


Formal opening of the new sales and service building of Smith Chevrolet Co., | 
Henderson, Tex., was staged on the eighth anniversary of Davis B. Smith's purchase 
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okies ae How Nation's Salesmen Meet... 


Practical Problems of Selling 





of the franchise. The structure is of masonry and steel with a high ceiling, glassed-in 


showroom that provides ample room for c representative car display. Overall, the 


building covers 25,000 square feet. 












Le phase of selling disclosed | 
in this Sales Case History | 
comes from an experienced sales- | 
man who has used this knowl- 
edge to close many sales. He | 
passes it along for the benefit of | 
the industry, but desires to re- | 
main anonymous. Here’s his 
story: 
There’s an old expression often 
used when a per- 


Sales son is encountered 
Case with a black eye 
‘ A or an injury—‘I | 
Histories was talking when 
I should have been 
listening.” 


One of the hardest things to do 


New CC 
Corrugated 


New CS 
Smooth-Panel 


Increased capacities and lightweight... 


NEW Series “C” 


Brown Aluminum Bodies 


Select your new truck body from one of Brown’s New 
Series “C” aluminum Cargo Vans. 


Brown built its first aluminum truck body over 25 
years ago. Today, 25,000 bodies later, it offers you the 
New Series “C” line. There are three types in this new 
line . . . all engineered to feature the strength and tough- 
ness required by uperators. 


You get increased loading capacities and money-saving 
lightweight in all three types, because the New Series ““C” 
makes full use of newer aluminum alloys that are stronger 
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is to listen when a prospect starts 
talking about something in which 
he is interested and informed. 
Another saying is that so-and-so 
is a bore because he wants to 
talk about himself instead of 
listening to what I have to tell 
about myself. 


& * « 


-* where the selling quirk 
comes in. When a customer 
or a prospect starts to tell you 
something about service, about 
paint, about stainless steel or 
aluminum, or about any part of 
the car or the automobile busi- 
ness, close your mouth and listen 
carefully because it gives him a 


New CX 
Exterior-Post 


yet light in weight. Also, aluminum is rust-proof and does 
not require paint or preservatives. And it refuses to 


wear out.* 


The single unit rear frame, in this heavy-duty, trailer- 
type construction, prevents wracking, maintains door 
alignment and protects the body from dock damage. 


More than a hundred reputable body builders sell and 
service Brown Cargo Vans throughout the United States. 


*The first Brown aluminum Cargo Van—built in 
1931—is still in constant use on its fifth chassis! 


For complete specifications and prices contact your Brown Cargo Van Dealer—or write to: 


BROWN TRAILER DIVISION 


CLARK EQUIPMENT COMPANY « Elgin, Illinois « Box 275 








chance to disclose his special 
knowledge. 

| When he has been permitted 
| to show off his knowledge, a 
| thing that almost everyone likes 
to do when given a chance, tr) 
to extend the conversation 
along that line so he can con- 
tinue to tell you things you 
apparently didn’t know. 

If for instance it is about serv- 
ice, or quality of parts, then hear 
him out and then say something 
like this: 

“I am certainly glad to run 
across someone who knows what 
he’s talking about and what he’s 
buying. Now let’s go into the 
parts department and get some 
sample bearings, connecting rods 
and parts and you can see that 
what you have just outlined 
about quality is present in this 
engine.” 








= > = 


1. main points are to let tne 
prospect show off his knowl- 
edge, then increase the impor- 
tance of this by showing him in 
some manner that he knew what 
he was talking about and turn 
the net result to favorable atten- 
tion to the car you are trying to 
sell. 

It is a great temptation to 
help him tell the story, but I 
steel myself against interrupt- 
ing his discourse. 

I always present an eager at- 
titude toward listening to what 
he has to tell, and then I com- 
pliment him on being better in- 
formed than most people we 
have to deal with. You'll be sur- 
prised how much better the 
prospect feels. Some of them 
fairly glow. 





Recordings Set 
To Streamline 


Auto Auction 


| EAST RUTHERFORD, N. J 
Twin toll booths that can register 
| four cars simultaneously in a mat- 
ter of seconds will be introduced 
by Auto Auctions, Inc., at its new 
ll-acre site opening here June 10, 
according to Ernest Kassab, gen- 
eral manager. 

He said other features 

1. Three-minute settlement 
tem for buyers. 

2. Tape recording of all offer- 
ings. Buyer and seller will be able 
to learn immediately the condition 
of any car, its sale terms and final 
| price, Kassab said. 

3. An “instant credit-approval 
system.” Less than a minute is re- 
| quired for a complete credit re- 
view and approval, he added. 

Kassab said the firm also will 
issue insured checks to sellers and 
guarantee all titles. 


U.S. Probe Asked 
On Bus-Body Bids 


FRANKFORT, Ky. — The State 
has asked the U. S. Department of 
Justice to look into possible price- 
fixing in the sale of school-bus 
bodies to Kentucky school dis- 
tricts. 

A spokesman said the matter 
“looks like it might be a violation 
of Federal antitrust laws.” He said 
Kentucky has no laws governing 
price-fixing. 

Dr. Robert R. Martin, superin- 
tendent of public instruction, said 
bus-body bids in Kentucky were 
about $1,300 a unit more than for 
the same bodies sold in North and 
South Carolina. 

The State has turned over its 
findings to the Justice Dept. 
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Stallings Heads Dealers 


In Cabarrus County, N. C. 


CONCORD, N. C.—The Cabarrus 
County Auto Dealers Assn. has 
elected the following officers: 

Ed Stallings, Stallings Pontiac, 
Concord, president; Frank Cox, 
Cox Motor Co., Kannapolis, vice- 
president, and S. Brady White, 
White Brothers Oldsmobile Co., 
Concord, ::ecretary-treasurer. 
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38¢ OUT OF EVERY DOLLAR 


. spent on automotive products is spent by 

" households that read a single issue of LIFE 
te LIFE gives you a vast, sure and responsive market every single 

- week. The average issue of LIFE is read by 15,320,000 house- 

= holds—31% of all U. S. households. And these 31% buy 38% 


of all automotive products. 


ls What a market. And what a selling opportunity, when you 
ate know for certain that you can reach 38¢ out of every con- 
ce sumer dollar spent for these products. 

“ These newly released figures from LIFE’s Study of Con- 
ion sumer Expenditures reaffirm what LIFE advertisers already 
ing know: that all across the country, people who read LIFE are 
“7 the people who are receptive to selling messages. . . the peo- 
for ple who actually do the better-than-average purchasing. 

a Nowonder U.S. passenger car manufacturers in 1957,and again 


in the first quarter of 1958, invested more dollars and bought 
more pages in LIFE than in any other magazine. 
rus Source: LIFE’s Study of Consumer Expenditures. 


a 
ADVERTISED IN 


_ 


=: | Only LIFE gives you so much selling support...so swiftly, so surely 
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Spencer ‘Retires’ 


To Finance Field 


SAN FRANCISCO.— LeRoy 
Spencer, who retired May 1 as West 
Coast manager for Studebaker- 
Packard, has taken over manage- 
ment of his own time-contract firm, 
Preferred Risk Finance, Inc. 

A 46-year auto veteran, Spencer 
entered the in- 
dustry in 1912 as 
a service repre- 
sentative for Mo- 
line (Ill.) Automo- 
bile Co, After 
several years with 
Cadillac, he joined 
Earle C. Anthony, 
Inc., and rose to 
vice-president and 
director. 

He was ap- 
pointed executive 
vice-president of Packard in 1950 





LeRoy Spencer 


and returned to the West Coast in| 


1952 to set up new offices and sales 
organizations. Spencer is a past 
president of both the Los Angeles 
and San Francisco dealer associa- 
tions and is the father of Beverly 
H. Spencer, who operates Spencer 
Buick, Inc. 
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Models for every 

service trade, 
municipality and 
public utility 


Can be fully enclosed 
with this double- 
door, lockable 
upper structure 


- Moutison 


E- SERVICE AND UTILITY 
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Across the Nation .. . 





Auto Dealer Changes 


Harold Miller of Lakeville, Lewis 
Hartford of Mishawaka, and Ker- 
mit Fitz of South Bend, has opened 
as the Chrysler-Plymouth dealer- 
ship in Lakeville, Ind. Free service 
pickup is offered anywhere in the 
South Bend- Mishawaka - Lakeville 
| area. 

= * * 


2 Deals Add Imports 


McGreevy Buick Co., Burling- 
ton, Vt. has added Opel, and 
North End Motors, Inc. (Stude- 
baker-Packard), Barre, Vt., has 
added Mercedes-Benz. 


* + * 





| Goliath Distributor Appoints 


‘Three Midwest Dealers 


Country Cars, Inc., Thiensville, 
Wis., has been organized to handle 
| the distribution of Goliath cars in 
| Wisconsin, Minnesota, North and 











Fit all make 
trucks — easily 
mounted or 
transferred 
from chassis to f 
chassis. 


UNDERSIDE VIEW 
showing bridge 
girder construction 
of heavy gauge floor 
assembly. 


7-POINT SUPERIORITY means extra sales... 


1 Bonderite-Protected Against Rust, 
Corrosion —a Morrison exclusive! 

2 Bridge Girder Floor Construction — 
a Morrison exclusive! 

3 Adjustable Shelving for More Load 
Combinations in all compartments 
—only with Morrison! 


Horizontal Materials Bin with 
flexible shelving on all models—a 
Morrison exclusive! 





5 Handy Single Siam Catch, 2-Point 
Locking Bars on long compartments 
— exclusive with Morrison! 

6 Safety Bumper Step and Gravel 
Shield for all makes of trucks—only 
with Morrison! 

7 User-Designed, Precision -Engi- 
neered Models, combinations, ac- 
cessories to fit any application and 
make of truck—versatility offered 
only by Morrison! 


INTERESTED in the extra volume Morrison superiority could 
bring you? For details write: Morrison Service and Utility 
Body Division, Morrison Steel Products, Inc., 680 Amherst 
Street, Buffalo 7, New York. 


COLLINS & ASSOCIATES, National Sales Representatives 


Miller Motors, a partnership of| South Dakota, Iowa, Nebraska and 


Upper Michigan. The firm has ap- 
pointed the following dealers: 

Strebig Auto Co., Inc. (Dodge- 
Plymouth), Medford, Wis.; Wehe 
Motors, Inc. (Studebaker-Packard- 
Pontiac), Milwaukee, and Holm- 
gren Motors (Pontiac), Ishpeming, 
Mich. 


* * * 


Smiths in New Building 


Cc. B. Smith Motors (Plymouth) 
has opened a new sales and service 
building at 803 W. Fifth St., Austin, 
Tex. C. B. Smith sr. and C. B. Smith 


jr. are the owners. 
* + * 


Jones Adds English Ford 


Skyline Motors (Ford-Edsel- 
Mercury), operated by Bob Jones, 
has been appointed exclusive Den- 
ver dealer for English Fords. Jones 
said the firm is building a show- 
room at Twenty-third and Law- 
rence Sts. for foreign-car sales, 

* * > 


Import Deal Opens 

Autosports, Ltd., has opened tem- 
porary quarters at 2802 Kirby 
Drive, Houston. L. W. Smith is ex- 
ecutive vice-president of the firm, 
which handles Triumph, Hillman, 
Sunbeam and Rover. 

> > + 


Pomona Valley Builds 


Pomona Valley Motors, Inc. 
(DeSoto-Plymouth), 501 W. Sec- 
ond, Pomona, Calif. has begun 
construction of a new sales and 
service building at 1111 E. Holt. 
Howard Haefner heads the firm. 


. * > 


Canepari Leases Building 


Property at 2516 Poplar, Mem- 
phis, has been leased by Joe Cane- 
pari, president of Southern Motors, 
Inc. (Cadillac). The firm spent $35,- 
000 improving the building for com- 
pany use, Canepari said. 


* * * 


Clark Joins Ford Deal 


G. Edward Clark has been ap-| 
pointed to the new position of 
truck and fleet manager of Ibbot- 
son-Ritchie Ford Sales, Town of 
Tonawanda, N. Y. He formerly had 
operated a trucking business. Ed- 
ward L. Schottmiller has been) 


named used-car manager. 
+ ” o 





Hutchinson Becomes Kirk 


After operating 48 years as 
Hutchinson Motor Car Co., | 
Hutchinson, Kans., the firm has 
changed its name to Kirk Motor 
Co. No ownership or manage- 
ment changes were involved. The 
company handles Rambler, De- 
Soto, Plymouth and Jeep. 

> + > 


2 Dealers Give Up Edsel; 


3rd Continues in Leaseback | 


Two dealers have given up on 
Edsel and a third sold his dealer- 
ship but continued in business un- | 


der a leasing arrangement. 


Harry L. Koplin, only Edsel) | 


dealer in Newark, N. J., relin- | 
quished his franchise but will con- 
tinue as a Ford dealer. Ed Hodge, 
president, sold his interest in Me-| 
dina Motors (Edsel), Medina, O., 
to Earl Roose. Fred Laubie, Shelby, 
O., leased back the dealership and 
used-car lot he sold. 


1957 Was a Voor 
Of Expansion 


For Albany Deals 


The last year was a big one for 
Albany Dealers, and bigger things 
are expected in 1958. 

Don Allen (Chevrolet) built a 
new showroom in Central Ave. in 
the last year. 

Celebrating his 25th anniversary 
in business, Anthony Metzner (De- 
Soto-Plymouth) opened what he 
calls world’s largest showroom at 
his Armory Garage. 

The Nemith Brothers augmented 
their Latham Mercury-Lincoln 
house with a foreign car showroom, 
“the largest east of the Missis- 
sippi.” 

Dave Fine (Studebaker-Packard) 


|meeting was 


showroom in Central Ave. In Del- 
mar, Bob Martin is putting up a 
new showroom for his imports. 
Orange Motors and Kaye Chrys- 
ler have added additions to their 
service departments. 
* * + 


Rueff Completes Expansion 


Walter Rueff, Inc. (Buick), San 
Fernando, Calif., has announced 
completion of expanded service fa- 
cilities at 710 San Fernando Rd. 


* oe * 
Signed by Standard-Triumph 
Wilson & Hargrave, Ltd. To- 
ronto, has been franchised to han- 
dle Standard and Triumph. 


* * * 


Southern Chevrolet to Move 


John A. Adams, treasurer of 
Southern Chevrolet Co., Inc., 850 
Fifth St., Alexandria, La., has an- 
nounced that his company will 
move to its new building at 1800 
Lee St. late next summer. He said 
the firm will continue to operate 
its used-car reconditioning plant at 
1423 Main. 


* * = 
Houser Sells to Taylor 
H. B. Houser has sold his inter- 
est in Taylor-Houser Motor Co. 


(Chevrolet - Oldsmobile - Cadillac), 
Great Bend, Kans., to Dorrell D. 





Dodge Executive 
Calls Shop Man 
Top Sales Envoy 


DETROIT. — “The man in the 
shop is one of Dodge’s greatest 
sales ambassadors; he is almost 
solely the one who determines 
whether present Dodge owners will 
—or will not—be repeat buyers,” 
Lee F. Desmond, Dodge assistant 
general manager, told service man- 
agers from top dealerships in the 
New York metropolitan area. 

He addressed the semiannual 
service managers’ meeting con- 
ducted by Harold W. Reuter, 
Dodge regional service manager. 

“In today’s hard-sell 
Desmond said, “the ‘man in the 
shop’ can frequently be a deciding 
factor in the dealer’s sales success. 

“It is the job of the sales side 
to do everything in its power to 
persuade customers to buy—using 
a real ‘hard-sell’ approach. But, 
the soft-sell from the man in the 
shop can be equally effective. 

“The service personnel are the 
ones in whom present Dodge own- 
ers either place trust—or mistrust,” 
Desmond added. “So, to a large 
extent, it is the service personnel 
who determine whether a customer 
will be a repeat buyer.” 

Reuter said the theme of the 
“improvement of a 


|dealer’s trading position through 
|increased service department and 
| parts department gross profits and 
a controlled overhead for these de- 
partments.” 





market,” | 





Taylor, Hutchinson, Kans. ‘hey 
purchased the dealership in 1954, 
* * * 


Johnson Adds Dodge 


Johnson Motor Co. (DeSoto. 
Plymouth), Glencoe, Minn., has 
been awarded a Dodge franchise, 
Lyle W. Johnson is the dealer. 

oe 


* * 


Greenlease Realigns Staff 


Norbert S. O'Neill, president of 
Greenlease-O’Neill Oldsmobile, Inc, 
Kansas City, has announced 
changes in the executive staff. Rich- 
ard S. O'Neill has been named ex. 
ecutive vice-president and treasurer 
and George M. McCaddon has be- 
come vice-president and general 
manager. 

William Blanchard has been ap- 
pointed used-car sales manager, 
Wilson Armour, service manager, 
and Spike Walbert, finance plan 
manager. 

Robert C. Greenlease continues ag 


chairman of the board. 
» * * 


Young Adds Rambler 


Young Motors, Inc. (Edsel), St. 
Paul, has added Rambler. J. Ray- 
mond Young is head of the deal- 
ership. 


* * 
Oldsmobile Deal Folds 


Davidson & Woodworth Motor 
Co., Iola, Kans., disposed of its cars, 
trucks, office equipment, shop 
equipment and machinery at auc- 
tion. The firm’s Oldsmobile fran- 
chise has been taken over by Bud 
White Motor Co. (Chevrolet), Iola. 

* +. 


* 


Luke Adds Volvo 


Luke Motor Co., Inc. (Chrysler- 
Imperial - Plymouth), 2537 Tulane 
Ave., New Orleans, has added 


Volvo. 
* * = 


Moeller & Holmes Opens 

Robert Moeller and William 
Holmes have purchased Bob White 
Motors (Studebaker - Packard), 


| 27429 Center Ridge Rd., Westlake, 


O. They have renamed the firm 
Moeller & Holmes, Inc. 
= * > 


Shurtleff Deal Sold 


Shurtleff Dodge-Plymouth, 
Chanute, Kans., has been sold to 
Paul, Lee and Ralph Ellis, who 
also operate a Dodge-Plymouth 
dealership in Iola, Kans. The 
Chanute deal had been operated 
under the Shurtleff name since 
1919. 


& * * 


Lee Motors Ups O’Donnell 


James J. O'Donnell has been ap- 
pointed general sales manager of 
Lee Motors Inc. (Ford), Toledo. He 
joined the firm last summer as 
new-car sales manager. 

* * ca 


Haydon, Balch Add Imports 


Two Little Rock (Ark.) dealers 
have added foreign-car franchises. 
Sid Haydon, Inc., has taken on 
Simca and Balch Motor Co., Inc., 
has added Triumph. - 





Trailer Makers Elect Officers— 





New officers and directors of the Truck-Trailer Manufacturers Assn., elected at the 
group's 17th annual convention in Palm Beach, Fia., are, seated, from left, P. M. 
Heinmiller, Production Utility Mfg. Co., Los Angeles, western vice-president; G. A. 
Mercer Ill, Great Dane Trailers, Inc., Savannah, Ga., southeastern vice-president; 
Harry Eyler, Trailmobile, Cincinnati, president; P. H. Bartlett, Bartlett Trailer Corp., 
Chicago, director, and David Ginsburg, Gindy Mfg. Corp., Downingtown, Pa., director. 
Standing: T. K. Dorsey, Dorsey Trailers, Inc., Alba, Ala., director; C. Ted Hutchens, 
Hutchens & Son Metal Products, Inc., Springfield, Mo., vice-president of associate 
members; L. D. Yager, Reynolds Metal Co., Detroit, president of associate members; 
and directors G. H. Stein, Ohio Body Mfg. Co., Akron; Wilson Persinger, Wilson 
Trailer Co., Inc., Sioux City, la.; Cliff W. Barrett, American Body & Trailer, Inc., 
Oklahoma City, and C. A. Venske, Highway Trailer Co., Edgerton, Wis. Not pictured 
are F. S. Neumann, Fruehauf Trailer Co., Detroit, northeastern vice-president; C. W. 
Alexander, Lufkin Foundry & Machine Co., Lufkin, Tex.; Ralph Veenema, Veenema & 
Wiegers, Inc., Patterson, N. J., treasurer; and directors N. A. Carter jr., Arrow Equip- 
ment Co., Inc., Memphis; J. L. Glick, Truck Engineering Corp., Cleveland, and Walter 


started construction of a new/|C. Ronk, Transport Trailers, Inc., Cedar Rapids, la. 
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Washington, D. C. 


New-car registrations in the Na- 
tional Capital area during April 
sank to the smallest monthly total 
recorded this year, numbering a 
scant 1,563, compared with 2,000 in 
March and 2,714 in April a year 
ago. 

By makes, registrations were: 
Chevrolet, 448; Ford, 255; Plym- 
outh, 179; Oldsmobile, 106; Pon- 
tiac, 80; Dodge, 64; Buick, 63; 
Cadillac, 59; Mercury, 49; Chrys- 
ler, 30; Rambler, 28; DeSoto, 25; 
Studebaker, 10; Imperial, 8; Lin- 
coln, 6; Edsel, 3; Metropolitan, 3; 


Salesman Circles 
World Twice 


For Prospects 


MONROE, Wis.—Bob Logeson is 
the top salesman at Dearth Motors, 
Inc. (Dodge-Plymouth), because he 
doesn’t wait for customers to come 
to him. 

In fact, Logeson drives an aver- 
age of 50,000 miles a year visiting 
and selling prospects, a distance 
equivalent to twice around the 
world. He travels throughout all 
of Green County (with its trading 
zone of 25,000 people) and covers 
all the surrounding farms and 
rural areas, as well. 

Since he joined Dearth in 1948, 
Logeson has averaged 10 in-person 
calls daily. 





Here’s a four-year rundown of| 


Logeson’s sales record: In 1957 he 


sold 78 new cars and 117 used ones. | 


He also sold four new and five used 


trucks. This was a marked increase | 
over his 1956 sales, when he sold! 


59 new cars and 98 used cars; plus 
four new and five used trucks. 


Logeson’s 1955 new car sales| 


totalled 81 and he sold 123 used cars 
that year. In 1954 he sold 59 new 
cars and 117 used ones. 


Logeson leans most heavily on 
referrals from previous customers 
who continue to feed prospects to 
him. As half of his sales are to 
farmers in the rural areas outside 
Monroe, more of his prospects are 
there, too. 


A bright prospect spot for Loge- 
son are the farm auctions that take 
place throughout the Wisconsin 
countryside, especially during Jan- 
wary and February. 

Pulling up to such a farm sale 
of livestock or machinery in a 
sign-bedecked Dodge truck, Loge- 
son is able to meet with as many as 
50 farmers who have driven to the 
sale in their cars. 

In addition, Logeson uses mail- 
ings to prospects to some extent, 
writing cards provided him by 
Dearth. When Dearth is running 
low on a particular used model, 
Logeson goes through the register 
for names of owners of that model, 
contacts them and points out the 
need for their car, offering an 
appealing tradein. 
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Travelling Salesman— 


Bob Logeson, top salesman for Dearth 
Motors, inc. (DodgePlymouth), Monroe, 
Wis., goes out looking for business in 
this bumper-bedecked demonstrator. He 
drives an average of 50,000 miles a year 
fo see prospects. 








Packard, 1, 
146. 


and miscellaneous, 


New-truck registrations were up| 


to 298 in April, compared with 229 
in March and 279 in April, 1957. By 
makes, they were: Ford, 148; Chev- 
rolet, 94; GMC, 13; International, 
12; Dodge, 11; Mack, 4; Divco, 3; 
Willys, 3; Diamond T, 2, and mis- 
cellaneous, 8.—(William Ullman.) 
= * - 


Denver 
Denver dealers during April sold 
1,089 new cars, of which 102—or 
9.4 percent—were foreign autos. 
In the previous month, sales 
totalled 1,374, of which 94—or 6.8 
percent—were imports. 

Sales by makes in April were: 
Chevrolet, 338; Ford, 214; Plym- 
outh, 93; Oldsmobile, 66; Pontiac, 
47; Rambler, 47; Dodge, 43; Mer- 
cury, 39; Cadillac, 36; Buick, 32; 
Volkswagen, 14; English Ford, 
13; Renault, 13; MG, 12; DeSoto, 
11; Hillman, 9; Simca, 8; Volvo, 
7; Chrysler, 6; Goliath, 6; Lin- 
coln, 5; Borgward, 5; Edsel, 3; 
Studebaker, 3; Checker, 2; 
perial, 2; Metropolitan, 2, 
miscellaneous, 13. 
New-truck sales totalled 158 in 

April, compared with 198 in March. 





By makes, they were: Chevrolet, 
60; Ford, 33; International, 25; 
Willys, 15; Dodge, 11; GMC, 6; 
Mack, 1; Studebaker, 1; Volks- 
wagen, 1, and miscellaneous, 5.— 


(Ira Alexander.) 


* > * 


Billings, Mont. 


An increase was noted in new- 
car registrations in Yellowstone 
|County (Billings), Mont., during 
April, with the total rising to 280 
|from 211 the previous month. 

New-truck registrations also were 
up, from 56 to 72. 

By makes, new-car registra- 
tions were: Chevrolet, 65; Ford, 
61; Buick, 27; Oldsmobile, 20; 
Plymouth, 18; Pontiac, 12; Dodge, 
ll; Rambler, 11; Mercury, 8; 
| Cadillac, 7; Chrysler, 6; Stude- 
| baker, 6; Simca, 5; Volkswagen, 
| 4; Edsel, 3; Lincoln, 3; Imperial, 
2; Checker, 2; Willys, 1, and mis- 
| cellaneous, 8. 

Truck registrations were: Chev- 
rolet, 26; Ford, 17; International, 
19; White, 9; GMC, 3; Volkswagen, 
3; Willys, 2; Kenworth, 1; Mack, 
1, and English Ford, 1. 


> > > 
Columbus, O. 

New-car sales in metropolitan 
Columbus (Franklin County), O., 
continued to decline during the first 
half of May. 

Registrations in the first 15 days 
totalled 782, or 46 less than the 
total for the first half of April and 
the lowest for the first half of any 
month in recent years. 

Chevrolet continued at the top 
of the list with 253 registrations, 
followed by Ford with 168. Saies 
of other makes were: Plymouth, 
70; Oldsmobile, 56; Pontiac, 34; 
Dodge, 33; Buick, 32; Cadillac, 21; 
Rambler, 20; Volkswagen, 20; Mer- 
cury, 11; Chrysler, 7; DeSoto, 6; 
Lincoln, 5; Triumph, 5; Borgward, 
4; Edsel, 4; English Ford, 3; Impe- 
rial, 3; MG, 3; Metropolitan, 2; 
Studebaker, 2; Vauxhall, 2; Opel, 
1; Willys, 1, and miscellaneous, 16. 

New-truck registrations in the 
first half of May numbered 82, 
compared with 93 in the corres- 
ponding period a month earlier. 

By makes, they were: Chevrolet, 
25; Ford, 23; International, 15; 
GMC, 5; Volkswagen, 5; Dodge, 4; 
Diveo, 2; White, 2, and Reo, 1.— 
(Justin Henley.) : 

* 





Pittsburgh 


New-car registrations in Pitts- 
burgh declined during the week 
ended May 17 after having in- 
creased for seven straight weeks, 
the Bureau of Business Research 
of the University of Pittsburgh said 


last week. 


* * * 


Los Angeles 

A total of 13,879 new cars and 
1,912 new trucks were registered in 
Los Angeles County during March, 
according to Donnelley’s Motor 
Recorder. 

New-car registrations included 1,- 
977 imported cars, which accounted 


Sales Conditions in Various Areas... 


Auto Market Reports 





Im- | 
and | 


| 
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|for 14.24 percent of the total. 
| By makes, new-car registrations | 
were: Chevrolet, 3,906; Ford, 2,710; 
Plymouth, 1,171; Oldsmobile, 615; 
Volkswagen, 596; Cadillac, 544; Pon- 
tiac, 504; Buick, 502; Dodge, 426; 
Rambler, 378; Mercury, 362; Ren- 
ault, 255; Chrysler, 232; Volvo, 149; 
DeSoto, 139; Fiat, 102; MG, 101; 
Continental, 93; Opel, 91; Edsel, 88; | 
English Ford, 87; Imperial, 80, and 
| Triumph, 78. 

| Lincoln, 71; Hillman, 66; Borg- 





ward, 61; Metropolitan, 52; Stude-| 
baker, 50; Isetta, 47; Austin-Healey, 
| 39; Simca, 37; Porsche, 33; Vaux- 
|hall, 32; DKW, 28; Jaguar, 25; 
|Morris, 22; Mercedes-Benz, 21; | 
| Packard, 18; Goliath, 10; Willys, 2, 
and miscellaneous, 56. 

Commercial-car registrations in- 
cluded: Chevrolet, 676; Ford, 627; 
International, 167; GMC, 162; 
Dodge, 115; Volkswagen, 76; Eng- 
lish Ford, 13, and miscellaneous, 
| 76.—(William Carroll.) 











AMC Zone Officials Hear Distaff Tips— 


The woman's view of buying and selling automobiles was given to officials of 
American Motors’ Pittsburgh zone office by Hilda Ehalt, secretary to the zone business 
management manager, J. M. Amity. Her talk was described as “provocative and 
stimulating.” 


CREATE PROSPECT TRAFFIC 
YOUR SHOWROOM... 





WITH THE 





GUARANTY PROGRAM 


Valvoline’s Guaranty Program adds a spark of interest which will attract 
prospective buyers into your showroom. 


Valvoline’s Guaranty Program establishes a solid relationship with your 
car owners . . . helps you keep service work that can easily go astray! 
There’s NO CHARGE for this GUARANTY to either dealer or customer. 


Write TODAY for the Program that will create PROSPECT 
TRAFFIC IN YOUR SHOWROOM. 


Never has a program covered so much with 


such a small amount of effort or detail. 
AN-658 


OIL COMPANY 


Ashland Oil & Refining Company 


VALVOLINE 


FREEDOM, PA. 





Division of 


a 





How They're Pushing Sales 


Dealer Ad Ideas 





Everybody Do Something 


VERYBODY Do Something,” | 

exhorted Newton Chevrolet, | 
Chattanooga, Tenn., in an “Auto| 
Buy Week” promotion. “We're do-| 
ing our part with sensational sav-| 
ings,” the firm declared. “Now it’s | 
time for you to do your part.” 


Newton urged: 
anywhere ... paint your house... 
throw a party ... get a haircut) 

. Sing a song... see your law-| 
yer ... shine your shoes... and 
buy your car from the dealer Chat- 
tanoogans have learned to trust.” 

* * * 


Fighting the Recession 


ENTRAL UTAH MOTOR CO. 

(Edsel), Provo, Utah, has been 
running a series of ads designed to} 
restore economic confidence. 

In one ad, placed in the classi- 
fied section of the local paper, the 
dealer declared, “We have laid 
aside the dark glasses for the du-| 
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ration, and have laid in a supply 
of earmuffs.” 

In other words, he doesn’t want 
to hear any recession talk. 

The firm also has inserted re-| 
prints of newspaper articles an-| 
nouncing good news. One ad in- 
cluded a news clipping facsimile | 





a $692 million expansion program 
in 1958. 

A spokesman for the dealership | 
said the “cold hard light of print) 
can prove times are getting better, | 
not worse.” 

> + > | 

When to Trade Cars? 

RYAN ForD, INC, Hattiesburg, 

Miss., offered car owners some | 

frank information on “When is it 
most economical to trade cars?” 


The dealership said that the first | 
and second years of ownership are 


not the best time to trade. The cost! paid for this ad to say to you, the bank, Calif., 


higher and repair bills are lower 
in these years, it was explained. 
The third year of ownership is 
the time to “trade now,” the dealer- 
ship said. In the fourth and fifth 
years, the reasons for trading be- 
come more pressing and the value 
of the old car slips, according to 


Ryan, 


Changing cars when “repair and 
replacement costs are beginning to 
rear their ugly heads” was men- 
tioned as a reason for trading in 
the third year. In addition, the 
dealership said, three-year-old cars 
are the most sought-after used cars 


“Buy anything | 22nouncing that Gulf Oil Co. plans| and bring top tradein allowances. 


* * * 


Employes Boost Boss 

— employes of Heintzleman 
Chevrolet, Hinckley, O., placed 

an advertisement in the local paper 

to say, “A product is no better than 


the place at which it is purchased. | 
“We believe that the proof of a} 


quality dealer is in the liking and 
the respect employes feel for their 
boss, their jobs and their fellow 
employes. 

“We, the employes of Heintzle- 
man Chevrolet, have bought and 








Munroe Likes Customers 


Who Don’t Sing the Blues 


Happy talk is the byword 
at Munroe Motors (Dodge- 
Plymouth), Los Angeles. 

In a_ two-column-by-two-inch 
ad, the firm announced: “Sub- 
stantial discounts on new, 1958 
Dodges and Plymouths will be 
given to any person, providing 
he does not speak about a reces- 
sion while selecting a car or 
writing up an order at our place 
of business.” 

The ad has caused a lot of 
favorable comment, according to 
Stewart H. Munroe, dealership 
president. Munroe is a former 
Chrysler division sales manager. 





belief that you would enjoy doing} 
business here... . | 
“Do the employes where you| 
bought your last car like their) 
jobs?” 
+ * = 


5 Cars, No Cash 
13 times in four years, Bill’s| 


Ranch, a supermarket in Bur-| 
has given away an| 


of depreciation is proportionately | public, that we are sincere in our| automobile in a drawing. But the 





NOW shoiter by Sinha! 
me NEW EATON TANDEM | 








SIMPLER, 


MORE COMPACT 


DESIGN! 





More than Two Million 
Eaton Axles in Trucks Today. 





&. 
EATO 








Easier to service 


+ + + + H FH 


reduction axles 


*38 Series 


CLEVELAND, 


SAVES 400 POUNDS 
OF WEIGHT*— | 
WITH INCREASED STRENGTH! | 


Hauls more legal payload 


AXLE DIVISION 


MANUFACTURING COMPANY 
OHIO 


| 


Simpler construction—fewer parts 


Inter-axle differential with lock 


Wide range of gear ratias 


Available with single reduction or double 





PRODUCTS: Engine Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts © Jet Engine Parts ¢ Hydraulic Pumps 
Motor Truck Axles * Permanent Mold Gray Iron Castings * Forgings * Heater-Defroster Units * Automotive Air Conditioners 
Fastening Devices « Cold Drawn Steel * Stampings* Gears * Leaf and Coil Springs * Dynamatic Drives, Brakes, Dynamometers 


— 


store hasn’t purchased a single car, 
They've been supplied by auto 
dealers. 

What’s in it for the dealer? Mar. 
ket Manager Jack Panaro explains 
it this way: 


“In exchange for the car, the 
dealer gets free publicity for the 
90-day promotion period in each of 
our weekend newspaper ads. He 
gets further publicity from giant 
streamers in the store and in the 
parking lot to boost the giveaway, 

“Finally, we supply the dealer 
with a prospect list from the 
customer-registration tabs. Custom. 
ers register with us when they pick 
up their free tickets at the cight 
checkstands in the store.” Panaro 
said about 300,000 tickets have been 
printed for each drawing. 

* * * 


The Poetic Touch 


PRIGG’S OLDSMOBILE, Celina, 
O., used a poetic approach to 
express its feelings in a two-column 
ad in the Celina Daily Standard. 
The message follows: 
“Some places discount 20% 
Some places give fifteen, 
We just give the same good deals 
And sell your old machine. 
If we would give you ours, 
And take yours in high, 
The car business will surely die. 
Quality is our motto, through 
and through 
We will pay for it to any of you. 
Don’t go to sleep when you deal, 
Big discounts are not always a 
steal. 
For instance, if we give 20% and 
take 3 for us 
On our service you would surely 
cuss. 
We try to live by the Golden 
Rule, 
Do unto others as you would 
have them do unto you. 
You “Auto Buy Now” is the 
slogan of the day. 
Quality costs a little more, even 
for hay. 
We don’t say we are the cheap- 
est in town, 
Because upon this you surley 
would frown. 
But if you want to buy and get 
quality too, 
We are interested in dealing with 
you. 
We will pay highest prices for 
good clean stuff, 
Don’t expect the same for rough. 
If we can see the deal will make 
a dime, 
We will trade any time. 
But on 3% this I am sure, 
It. wouldn’t pay to open the 
door. 
We are not squawking; 
keeping things straight, 
We're just at the starting gate. 
We will try to serve you as we 
have in the past, 
Recession or depression—it won't 
last. 
Just buy with confidence 
And you will know 
That the recession melted 
With the winter’s snow.” 
> > > 


just 


Baker Reminisces 


O YOU remember?” is the title 

of a series of newspaper- 
column-type advertisements pre- 
pared by Stan Baker Motors 
(Dodge), Salem, Ore. 


In one of the ads, Baker remi- 
nisced about Louisiana’s Huey 
Long, whom the dealer described 
as “a tremendous orator, able to 
stir his followers to strong emotion 
or make them laugh with his pun- 
gent humor.” 

That was in 1935, Baker re- 
called, a year in which “people 
could be dominated by oratory, 
but not when it came to spending 
money. A ‘deal’ really had to be 
good and without sweet talk.” 

Copy continued: “Sweet talk 
isn’t our stock in trade. We pride 
ourselves on friendly, courteous 
service . .. We will not indulge in 
doubletalk; we will not waste your 
time. If you are looking for a new 
car, come in and see us.” 

* ” * 

Twin Cities Have ‘Twins’ 

HE Twin Cities Plymouth 

Dealer Assn. promoted its 
special low-price model as the Cen- 
tennial Custom, tying in with the 
observance of Minnesota’s centen- 
nial. 

The car, with special sport trim 
and nameplate, is listed at $2,195, 
which includes heater, white side- 
wall tires, direction signals and 
windshield washers. 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
1 1 


"36 57 
duly 


SE 


ps4 


"66 57 
Aug. 


"66 =°57 
Sept. 


Nov. 


Jan, 


"57 °58 
Feb, 


"57 °S8 
May 


"57 °58 


March Apr. 


Prices of 57s added and '49s dropped in November, 1956, Prices of '58s added and '50s dropped in December, 1957. 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion declined $6 last week to 
$956, according to Automotive 
News’ index. 


drive, and (ps) indicates power | 
steering. 
* * * | 
CHICAGO 
Arena Auto Auction, Sale every Tuesday. 
Prices are for sale of May 20. 


We had a terrific sale. Sold 499 cars 
from 674 consignments. 


No model increased in price, | BUICK—'57 Super Riviera, . (pe): 

am © 9 a= | conv., $2,055* (ps); 4-dr., ° ; 

although two Sis and ‘Sts Century Riviera, $1,880* (ps); Special 

held unchanged from the previ- | Riviera, $1,725°: 4-dr., $1.675*; 2-dr., 
ous week’s averages. $1,665°. . on. nen 

9 "56 RM iviera, “ (ps); conv., 

salantes amounted 0,817 on te | Ear at ln Ain 

’ ’ 400°; Special Riviera, $1,380*°; 4-dr., 

on '53s, and $7 on ’5is. The re- $1,375*; Super miviewa. $1,200". ; 

ted ted " . ( ); Vv \ 

adjusted price for 57s represen esos’ on. ‘sons (ps), $910° (pe): 

a new low for that model. Century 4-dr., $1,055*; Special Riviera, 
gro $1,000* (ps), $990° (ps). 

At a > of representative "54 Super 4-dr., $830°, $625°; Century 
auctions last week, the average Riviera, $680*: Special 4-dr., $600 
consignment was 220.7 cars, com- > conv., $495* (ps); Super Riviera, 
pared with 224.7 a week earlier. . 

CADILLAC—'58 (62) 4-dr., $4,410° (ps); 
The sales ratio was 69.6 perce nt, coupe, $4,196° (pe) 
compared with 68.3 the previous 'S7 coupe de Ville, $3,500* (ps); coupe, 
week. $3.255° (ps), $3,195* (ps); 4-dr., $3,- 
250° (ps), $3,215*° (ps). 
rices rked with an asterisk "56 (62) coupe de Ville, $2,340° (ps), 
: Pre _ ke d : ith $2,250° (ps); coupe, $2,335° (ps); 4- 
indicate a unit equipped with an | dr.. $2,175* (ps). 
automatic transmission or over- "55 (62) coupe, $2,100* (ps), $2,080° 


LEADING U 


Frequency Rates: Listing (maximum: three lines of typ 
column—maximum 5-inches on 2 columns.) Di: 


















Phone 
Wire Colorado Auto Auction FAX 
Denver, Colo. 
Auctioneers: 
Colonels cheny Weed and Dean Davis 
All cars paid for 
The Bank of Denver 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
75 So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 
We Issue Auction Checks and Titles Are 


Guaranteed by Empire Auction Insurance 
Agency 





CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I2th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 


DAYTONA BEACH — Florida Auto |~ 
a 


Auction. City Airport. Tues., 
A.M. Dealer-owned. Dealers only. 


INDIANA 








DYER IND. 


SALE EVERY FRIDAY 


TRUCKS AT 11:00 A.M. 
CARS AT 12:30 P.M. 


Checks and Titles Guaranteed 


Il years—same location—Rte. 30, 
2 miles west of Rte. 41 


UNion 5-2361 Chicago line: REgent 1-6181 


| 
| APTCO 


| DETROIT'S 


heck th h | | 
bo Gane a Wednesday at Noon 





ry AUCTION BARN, INC. 


| MICHIGAN 


AUTO AUCTION 
Oldest, Largest and Very Best 


19241 Dix—Toledo Highway—Route 25 
Just ' mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half Rm 4 west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M, Sharp—Dealers Only 
Auctioneer: Coil. W. E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


KANSAS CITY—K. C. Auto Auction, 
1900 Truman Rd. Two big sales each 
Wed.-Fri. All models both days. 


ST. LOUIS AUTO 





3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 








(ps); 4-dr., $1,690* (ps), $1,645° (ps), 
$1,515* (ps); (60) 4-dr., $2,045° (ps). 

’54 Eldorado conv., $1,800* (ps); (62) 
coupe, $1,755* (ps), $1,590° (ps), $1,- 
410° (ps); conv., $1,675* (ps). 

"52 (62) 4-dr., $740* (ps). 

CHEVROLET—’'58 Bei Air Impala coupe, 
$2.440° (ps), $2,395* (ps), $2,300*° 
(ps); 4-dr. Hardtop, $2,250° (ps), $2,- 
165°. 

"57 Corvette, $2,825; Bel Air (8) conv., 
$1,825*, $1,790° (ps), $1,780°, $1,740°*, 
$1,735*; station wagon, $1,820° (ps), 
$1,425; Hardtop, $1,760*, $1,755*, $1,- 
725°, $1,700°, $1,595°, $1,540°; 4-dr., 
$1,650°, $1,645° (ps), $1,605* (ps), 
$1,.505*; Two-ten (8) Hardtop, $1,575*; 


Two-ten (6) 2-dr., $1,225, $1,220. 

"56 Two-ten (6) station wagon, $1,495*, 
$1,375*; Bel Air (8) conv., $1,425°*; 
Hardtop, $1,400*, $1,365°, $1,300, $1,- 
235°; 4-dr.. $1,355°, $1,310°, $1,275*; 
coupe, $1,265°, $1,.200°. 

‘55 Nomad (8) station wagon, 
(ps); Bel Air (8) Hardtop, 
(ps), $1,115° (ps): 4-dr., $1,055°; 
Bel Air (6) 4-dr., $1,010°, $900°; sta- 
tion wagon, $980; Two-ten (8) 2-dr., 
$910°. 

"54 Bel Air Hardtop, $755°; 4-dr., 
CHRYSLER—'57 NY conv., $2,825* 
Windsor Hardtop, $2,070°*. 

"56 Windsor 4-dr., $1,500° (ps) 
"55 NY St. Regis, $1,050° (ps); 

Hardtop, $955°*. 


$1,320° 
$1,205° 


$720°. 
(ps); 


Windsor 


NEW JERSEY 


teh S) 071) OF THE saved 


aes 


Tye 11 A. ie 


NATIONAL AUTO 
DEALERS EXCHANGE 





NEW YORK 


LAFAYETTE—Syracuse Auto 0 Auction, 
Center of Empire State. Check 
Title Protection. (Wed.). 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 





Dealer Auto Auction 
Albany 5, N. Y. 


Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Eve 


NEW YORK CITY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Aucticneers—David B. Spielman 
John W. Becker 


Will Get You Quick, 


(Copyright, 1958, by Automotive News) 





CONTINENTAL—’'58 Mark III, $5,075* 
(ps). 
‘57 Firesweep 4-dr., $1,685°, $1,- 
” 675° (ps). 
'56 Firedome Hardtop, $1,305* (ps), $1,- 
200°. 
| DODGE—’57 Custom Royal 4-dr. Hardtop, 
$2,000* (ps); conv., $1,900° (ps); 
Royal Hardtop, $1,810° (ps), $1,730, 
$1,715". 
"56 Royal 4-dr. Lancer, $1,305*. 
’55 station wagon, $1,250°; Royal (8) 
4-dr., $1,050*, $970°. 
EDSEL—’'58 Ranger 4-dr. Hardtop, $1,- 
925°. 
FORD—’'58 Thunderbird, $3,875* (ps), $3,-| 
850° (ps), $3.730° (ps); Fairlane (8) | 
500 conv., $2,425*° (ps); 4-dr., $2,170*, 


$2,095°, $2.070° (ps). 

‘57 Retractable Hardtop, $2,150* (ps); 
Country Squire, $2,045* (ps); Country 
sedan, $1,760°; Fairlane (8) 500 Vic- 
toria, $1,715°, $1,570°*; 4-dr., $1,695°, 
$1,545°*; Custom 300 sedan, $1,380*, 
$1,340, $1,315°, $1,270°, 
Wagon, $1,295*. 


"56 Thunderbird, $2,250°; Fairlane (8) 
conv., $1,375*, $1,255°; Hardtop, $1,- 
275° (ps), $1,200° (ps), $1,225° (ps); 
sedan, $1,250°, $1,150° (ps), $1,045°. 

‘55 Thunderbird, $1,890°, $1,800; Fair- 
lane (8) conv., $1,185*°, $1,000° (ps); 
2-dr., $970°. 

"54 Crest 4-dr., $600; Main (8) Ranch 
Wagon, $560. 


NEW YORK 





Thruway Auto Auction, Inc. 
Rovte 188 Buffalo, New York 


EVERY TUESDAY 


Insured Checks — Insured Titles 
Fast, Accurate Market Reports 


Phone: HObart 4700 Al Clements, Owner 
Flyi Dealers — 





$1,265; Ranch | 


} 


Land at Buffalo Air-Park, | 


5 miles south of Buffalo Municipal Airport. | 


Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 








NORTH CAROLINA 


RALEIGH — Mann's Auto Auction | 


Sale, Rt. 5. Ph. 3-1564, Titles & 


checks guaranteed. Mon. 10 A. M. | 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 


%& Auction Checks 
% Titles Guaranteed 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


Issued 








SS eee 
An Ad in the Classified Section of the Automotive News 


Satisfactory Action 





| 





SOUTH SEATTLE AUTO AUCTION 
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IMPERIAL—’56 4-dr., = 100* (ps). 
’55 Hardtop, $1,250° (ps). 
LINCOLN — ’57 Premiere 4-dr., $2,685° 
(ps). 


56 Premiere Hardtop, $1,990*, 
"55 Capri Hardtop, $1,265* (ps). 
MERCURY—’57 Montclair Hardtop, 
005* (ps); 4-dr., $1,670* (ps); Cus 
sedan, $1,570*, $1,465*. 

’56 Monterey station wagon, $1,400*; 
4-dr., $1,115° (ps); Medalist sedan, 
$1,080* (ps). 

55 Montclair Hardtop, $1,230* (ps), $1,- 
150°; 2-dr., $1,105* (ps); Monterey 

$675°. 









































































$2,- 
tom 


2-dr., $955. 
"54 Monterey Sun Valley, $700*, 
*53 Custom Hardtop, $510*. 
OLDSMOBILE—’ 57 Fiesta station wagon, 
$2,355* (ps); (98) Holiday, 
(ps); (88) Super Holiday, 
(ps); (88) conv., $2,175* (ps); 


day, $1,705°. 

56 (98) conv., $1,840* (ps); Holiday, 
$1,795* (ps); (88) 4-dr., $1,485*; Holi- 
day, $1,380°, $1,305; (88) Super Holi- 
day, $1,350° (ps); 4-dr., $1,295°*. 

’55 (98) Holiday, $1,345* (ps), $1,250° 
(ps); 4-dr., $1,075* (ps), $1,050*° 
(ps), $1,050* (ps). 

'54 (88) Holiday, $1,045°; (88) 
Holiday, $1,020* (ps); (98) 
$1,000*° (ps), $855* (ps); conv., 

PACKARD — ‘55 ‘‘400°’ Hardtop, $925° 
(ps), $850° (ps). 

PLYMOUTH— 57 Belvedere (8) 4-dr., $1,- 
750° (ps), $1,605* (ps); Hardtop, $1,- 
690°; Belvedere (6) 4-dr., $1,640°; 
Plaza (8) 2-dr., $1,175°. 

’56 Belvedere (8) 4-dr., $1,100*. 

55 Belvedere 4-dr., $910*° (ps); Hard- 
top, $905*; Savoy (8) 4-dr., $900*. 
"54 Belvedere conv., $630°; 4-dr., $565*. 
PONTIAC—’'57 Chieftain Catalina, $1,940° 


Super 
Holiday, 
$850°. 


(ps), $1,850°; Star Chief Catalina, $1,- 
830° (ps); sedan, $1,490°, $1,380°, 
$1,375°. 

'56 Chieftain Hardtop, $1,325* (ps), $1,- 
310° (ps), $1,240*. 

‘55 station wagon, $1,200* (ps); Star 
Chief Catalina, $1,125° (ps). 

"54 station wagon, $995°; Star Chief 
4-dr.. $620; Chieftain 4-dr., $445°. 
RAMBLER — ‘57 station wagon, $1,525*; 

4-dr., $1,275*, $1,200. 
'56 station wagon, $1,435*, $1,200°. 
"55 station wagon, $1, 105. 
| MISC ELLANEOUS—'5S8 Volkswagen, 2 at 
$1,800. 
’57 Hillman Minx 4-dr., $1,100; Volks- 


wagen, $1,535. 


"55 Volkswagen conv., $1,195. 


ALBANY 


Tim Anspach Dealer's Auto Auction. Sale 
every Monday. Prices are for sale of May 
19. 


Car price changes from last week were 
narrow and a downtrend developed on 
second-grade cars, Prices on first grade 
and nearly new were brisk. Competition 
keen due to many buyers for the retail 


(Continued on Page 42, Col, 3) 


TENNESSEE 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 











WASHINGTON 








10644 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 





WEST VIRGINIA 


Weer wae Waite 
ed ee tle) 


MiD-ATLANTIC DEALER AUCTION Box 84 
HUNTINGTON, W. VA. 


Crossroads 


+ ++ where they meet . . . buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You. will reach both groups through 
an ad in Automotive News. 
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| SURPRISE IN CHICAGO 


You should know these surprising facts 


about Chicago’s incomparable Drake Hotel 





before you schedule your next 


meeting—large or small... 


N 


“ 


~S. 


SN 


4. While The Drake is one of 
America’s most distinguished 
hostelries, it doesn’t cost one 
cent more than other leading 
hotels to headquarter your 
meeting here. 

2. The Drake is “‘alive.” Meet- 
ings go like clockwork and 
everyone enjoys the warm, 
hospitable service in a set- 





Phone or write for brochure. 


ting of luxuriant comfort. 
& The Drake 
HOTEL 


LAKE SHORE DRIVE AND UPPER MICHIGAN AVENUE 
SUPERIOR 7-2200 + TELETYPE NO. CGIS86 


G. E.R. FLYNN, 
Vice President— Sales 


H. B. RICHARDSON, 
Convention Manager 


a natural partner 





Automotive dealers find that selling mobile 

homes is a mighty logical subsidiary operation. The 
initial investment requirements are low enough 

to make the idea interesting . . . the returns high enough 
to make a franchise exceptionally inviting. Alma’s 
promotional programs, factory training, merchandising 
aids — make it easy for the newcomer to step 

right into a profitable position. 


For the facts you'll find most enlightening 
contact KEN MITCHELL, General Sales Manager. 
Wire. ..or phone Alma 920 

Alma, Michigan 





FILTO-REG Ses 


) FUEL PRESSURE REGULATOR 
AND FILTER 


FILT-O-REG fits in the fuel line near the carburetor. 
rie eee. Factory set. No adjustment 
ever necessary. Complete satisfaction guaranteed. 






Makes Gasoline Engines Run Better! 


Write today for complete information or - 
ORDER FROM YOUR JOBBER 
Alondra Sales, Inc., Los Angeles 19, Calif. 






Pape 








Now $8,000,000 new! No hotel 
in the midwest can match The 
Drake for unsurpassed conveni- 
ence, location, facilities. 4 major 
meeting rooms accommodating 
up to 800, plus 16 committee 
rooms for functions of 12 to 300. 
700 guest rooms. 100% air con- 
ditioned. May we tell you more? 





AUTOS, TRUCKS, FARM EQUIPMENT NEED... 
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Used-Car Auction Prices 





(Continued from Page 41) 


trade. 156 cars were sold from 211 

offerings. 

BUICK—’'57 Special 4-dr., $1,725*. 

’56 Estate station wagon, $1,550*; Spe- 
cial 4-dr., $1,350*, $1,210°; Century 
Riviera coupe, $1,200*. 

’55 Super 4-dr., $830*. 

’54 RM 2-dr., $660* (ps); Super 4-dr., 
$610*; Special sedan, $580*, $560. 

'53 Special Riviera, $300. 

’51 RM 2-dr., $225*; Super 4-dr., $200°. 

CADILLAC—’57 (62) coupe de Ville, $3- 
600* (ps). 

’56 (62) coupe de Ville, $2,600° (ps); 
conv., $2,850° (ps). 
'55 (62) conv., $1,850*; 
dr., $1,700* (ps). 


(60) Special 4- 


’53 (62) conv., $880°; coupe de Ville, 
$850*; 4-dr., $700°*. 
CHEVROLET — '58 Yeoman (6) station 
wagon, $2,100°; Biscayne (6) 2-dr., 
$1,950. 
’57 Bel Air (8) Hardtop, $1,700*; Two- 


station wagon, $1,710*; 
Hardtop, $1,490°; 


ten (8) 4-dr. 
Two-ten (6) 4-dr. 
sedan, $1,285. 

56 Bel Air (8) 4-dr., $1,075*; Bel Air 
(6) 2-dr., $1,075; Two-ten (6) 4-dr. 
station wagon, $940. 

‘55 Bel Air (8) station wagon, $1,260*, 
$950*; conv., $1,175*; sedan, $975*, 
$900*; Bel Air (6) conv., $1,075*; 
sport coupe, $1,020°; Two-ten (6) sta- 
tion wagon, $1,025*, $850; 4-dr., $760*, 
750; Two-ten (8) Delray coupe, $900*. 

’54 Bel Air sport coupe, $760; 2-dr., 
$750* (ps); sedan, $670°, $530; Two- 
ten sedan, $470. 

53 Bel Air sport coupe, $610°, $460; 


sedan, $530, $270; Two-ten station 
wagon, $560; sedan, $460, $410, $390, 
$320; One-fifty sedan, $390. 
’52 4-dr.. $310°; conv., $250°. 
CHRYSLER—'55 Windsor 2-dr., $980*. 
’53 Windsor 4-dr., $275°. 
DeSOTO—'56 Fireflite 4-dr., $1,100° (ps). 


'S4 Firedome 4-dr., $290°. 

DODGE—’56 Royal Lancer coupe, $1,200°. 

’55 Royal 4-dr., $920° (ps), $830°. 

EDSEL—’58 Courier 4-dr., $2,175*. 
FORD—'58 Fairlane (8) 500 4-dr., $2,-/| 
400° (ps); Ranch Wagon, $1,850°. 

’57 Fairlane (8) 500 conv., $1,750°; 4- 
dr., $1,750° (ps); Fairlane (8) 2-dr., 
$1,450*; Custom (8) Ranch Wagon, 
$1,525, $1,475; 4-dr., $1,360°. 

*56 Thunderbird, $2,210° (ps); Custom 
(8) 4-dr. station wagon, $1,400°; se- 
dan, $1,125*, $1,012; Ranch Wagon, 
$990; Country sedan, $1,170, $1,030; 
Fairlane (8) Victoria, $1,275*. 

’S5 Fairlane (8) Hardtop, $1,150°, $1,- 
020°; Crown Victoria, $1,100*; "2-dr., 
$950, $860, $735°; conv., $930°; 4-dr., 
$770; Custom (8) 4-dr., $850; 2-dr.. 
$850, $680; Main (6) 4-dr., $570°*. 

'54 Country sedan, $750°; Crest (8) Vic- 
toria coupe, $775; Custom sedan, $520°, 
$475. | 

53 Country Squire, $300°; Main (6) 2-| 


dr., $280°; Custom (8) 4-dr., $180. | 
*52 Custom (8) 4-dr., $260; conv., $235°; 
2-dr., $310. 
"51 Custom (8) 4-dr., $240; 2-dr., $100. | 
LINCOLN — ‘56 Premiere conv., $1,770* 
(ps). 
MERCURY—'56 Custom Phaeton, $1,110°*. 


‘55 Montclair coupe, $1,150° (ps). 
"54 Monterey coupe, $690°; sedan, $600°, 
$410°, 

"51 Custom 2-dr., $210°. 
OLDSMOBILE — ‘56 (88) Holiday coupe, 
$1,400°, $1,200°. 

"SS (88) 4-dr., $1,125°; 
(88) Super 4-dr. $1,035 
PACKARD—'55 Clipper 4-dr., 


, ee $1,100°; | 
$750° (ps). 


"51 Clipper 4- dr., $100°. 
PLYMOUTH — Belvedere (8) sport 
coupe, $1,100°; Savoy (6) 4-dr., $1,- 


050; Savoy (8) 4-dr., $910; (6) Subur- 
ban station wagon, $920. 
"55 Savoy (8) 4-dr., $660°. 
"54 Belvedere 4-dr., $580; coupe, $535; 
4-dr., $515. 
‘53 Cambridge 2-dr., $190; Cranbrook} 
Belvedere, $110. 
"S52 Cranbrook 4-dr., $210. 
PONTIAC—' 57 Chieftain 4-dr. station wag- 
on, $1,725*; Catalina, $1,670°. 
"56 Star Chief conv., $1,300°; Chieftain 
Catalina, $1,175°. 
"55 Chieftain 4-dr., $800°. 
"54 Chieftain 4-dr., $340°. 
"53 Chieftain station wagon, $460. 
RAMBLER—'56 4-dr. station wagon, $1,- 
450°. | 
"55 4-dr., $770. 
STUDEBAKER — 
$210°, $160°. 
WILLYS—'53 Aero Lark 4-dr., $135. 
MISCELLANEOUS—’'58 Metropolitan coupe, 


‘53 Champion coupe, 


$1,550. 
"S7 MG sport coupe, $1,840; Volks- 
wagen 2-dr., $1,240. 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wed- 





nesday. Prices are for sale of May 21. 
Very heavy demand for medium priced 
units. 
BUICK—'58 Super 2-dr., $2,385°. 
’56 Special 4-dr., $1,175°*. 
"53 Super 4-dr., $375. 
"52 Special 4-dr., $230. 
CADILLAC—’'55 (62) 2-dr., $1,980° (ps). 
OHEVROLET—'56 Two-ten sedan, $1,265*. 
’55 Bel Air (8) 2-dr., $1,105*, $990*; 
4-dr., $1,020*; Two- ten sedan, $990°, 
$835, $745, $730, $670. 


"54 Bel Air 4-dr., $600, $570°, $455*. 
"53. Bel Air 2-dr., $587*, $325. 
CHRYSLER—'55 NY 2-dr., $1,145*. 


DODGE—’56 Coronet 4-dr. 
FORD—'57 Thunderbird, $2, 630; Fairlane 


(8) 4-dr., $1,505; Custom (8) 2-dr., 
$1,305°, $1,280, $1,275. 
’56 Fairlane Victoria, $1,245*; sedan, 


$1,020, $980, $900; Custom (8) sedan, 


$900. 

’55 station wagon, $975; Fairlane Vic- 
toria, $920*°, $905*; sedan, $825*, 
oree.” $705; Custom sedan, $750, $740, 

’54 station wagon, $755; Custom sedan, 
$605°, 5. 

’53 Custom (8) sedan, $505, $455, $445*, 
$390, $375; 4-dr., $395*; Crest Vic- 
toria, $455, $355; 2-dr., $415*; Main 
4-dr., $305. 

MERCURY—'55 Custom (8) 4-dr., $695; 
Montclair 4-dr., $895*. 
'53 Monterey 2-dr., $455, $305*, $285°. 
OLDSMOBILE — ‘55 (88) 4-dr., $1,215* 


(ps), $1,030*; 2-dr., $1,280* (ps). 

54 (98) 4-dr., $915*’ (ps); (88) 2-dr., 
$895*. 

‘53 (88) 4-dr., $685*; 2-dr., $405*. 


"52 (88) 2-dr., $280%; (98) 4-dr., $215° 
(ps). 
PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- 
695° (ps). 
"54 Savoy 4-dr., $505*. 


’53 Cranbrook 4-dr., 
$405. 
’52 4-dr., $125. 
PONTIAC—’ 53 4-dr., $340. 
"52 2-dr., $205°. 
WILLYS—’56 Jeep, $605. 
MISCELLANEOUS — '58 Chevrolet 
pickup, $1,640; 
585. 
56 Dodge %-ton pickup, $810. 
‘55 Ford F-100 pickup, $475. 
’54 Chevrolet %-ton pickup, $605, $555. 


FARGO, N. D. 


Tri-State Auction Co., Inc. Sale every 
Friday. Prices are for sale of May 23. 

Market very good, Sold 66 cars from 
125 consignments. 
CADILLAC—’56 (62) 4-dr., 

"53 (62) 4-dr., $785* (ps). 
"52 (62) 4-dr.; $585* (ps). 
CHEVROLET—’ 57 Two-ten 4-dr., 

$1,475*, $1,375, $1,335. 

’56 One-fifty 4-dr., $920. 

"55 Bel Air (8) 4-dr., 2 at $990; 2-dr., 


$325; station wagon, 


% -ton 
Vauxhall 2-dr., $1,- 


$2,315* (ps). 


$1,500, 


$770. 

"54 Two-ten 4-dr., $510; One-fifty 2-dr., 
$350. 

"53 Bel Air 4-dr., $460, $415*; Two-ten 
4-dr., $365°. 

"52 2-dr., $250; 4-dr., $225. 


"51 2-dr., $210. 
CHRYSLER —’'53 NY club coupe, $310* 
(ps). 
DeSOTO—'54 Firedome 4-dr., $425* (ps). 
FORD—'57 Fairlane (8) 500 4-dr., $1,645* 
(ps); Custom 300 2-dr., $1,300°; 4-dr., 
$1,315, $1,280, $1,265; Custom 2-dr., 
$1,000. 
"56 Country sedan, $1,350° (ps); 
4-dr., $1,020, $995, $975, $970. 
‘55 Fairlane (8) Victoria, $1,100°; Cus- 


Custom 


— sedan, $850°, $850, $830; Main 
2-dr., $620. 

"52 Main 2-dr., $180°. 

"51 4-dr., $200, $125. 

MERCURY—'56 Medalist 2-dr., $1,055*. 


"55 station wagon, $1,000°; 
dr., $900°. 
PLYMOUTH—'5S4 Savoy 4-dr., $350. 
"53 Belvedere sedan, $400. 
"51 club coupe, $150; 4-dr., $135. 
MISCELLANEOUS—'56 Ford F-600, $1,- 
135; 2-ton, $1,265. 
"55 Chevrolet 2-ton, 
ton, $915. 
"54 Chevrolet 1%-ton, $865; Ford 2-ton, 
$925, $820, $795, $740. 
"52 Chevrolet 1-ton, $460. 
"51 Chevrolet cab over 
2-ton, $650, $390. 
‘50 Ford truck, $745. 
"49 International %-ton, $235. 
‘40 Ford %-ton, $190. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of May 22. 

Cars bringing retail prices; demand for 
more cars. Sold 65 cars out of 84 con- 
signments. 


Monterey 4- 


$1,100; GMC 1%- 


engine, $695; 





BUICK—'56 Super Hardtop, 
"55 Super Hardtop, $800°*. 
"54 Super 4-dr., $500°. 

‘52 Super club coupe, $240*. 
"51 RM Hardtop, $140°. 
CADILLAC—'55 (62) conv., 

"51 (61) 4-dr., $490°. 


$1,190°. 


i 


$1,950° (ps). | 


| CHEVROLET—'57 Bel Air (8) conv., $1,-| 


790°. 

"56 Two-ten (6) Hardtop, $1,070°*. 

‘SS Bel Air (6) 2-dr., $810; Suburban/ 
carryall, $700. 


'S3 Deluxe 4-dr., $410°; One-fifty club| 
coupe, $230. | 
"52 club coupe, $290°. 
"S51 4-dr., $170°. 
"50 coupe, $270°; 4-dr., $100°. 
DeSOTO—'56 Firedome (8) Hardtop, $1,-/ 


250°. 
DODGE—'53 Wayfarer 4-dr., $155. 
"51 Hardtop, $145°. 
FORD—'57 Custom (8) 4-dr., 
tom (6) 4-dr.. $1,305°, 
"56 Fairlane (8) 4-dr., 
$1,050° (ps); conv., 


$1,340; Cus- 
$1,300°. | 
$1,100; 2-dr., 
$1,035; Custom 


(8) 2-dr., $930°; Main (6) 2-dr., $700. 
"55 Custom (8) 2-dr., $720; Custom (6) | 
2-dr., $590°. 


'51 Deluxe (8) 2- dr., $290. 


LINCOLN—'56 Capri’ 4-dr., $1,650° (ps). | 
"52 4-dr., $200°. 
MERCURY—’'54 Monterey Hardtop, $830* 
(ps); 4-dr., $660°. 
"51 2-dr., $160°. 
OLDSMOBILE —°55 (98) conv., $1,250° 
(ps). 
"54 (88) 4-dr., $675°. 
"49 (88) 4-dr.. $160°. 
PACKARD —'55 Custom Clipper 4-dr., 
$700* (ps). 
"54 Clipper 4-dr., $400° (ps). 


'53 Clipper 2-dr., $200. 

’52 Hardtop, $310*, $125°. 
PLYMOUTH—'56 Savoy (6) 2-dr., $910. 

"52 Cranbrook 4-dr. $235. 

"50 station wagon, $170. 

PONTIAC—'56 Chieftain 4-dr., $1,245*. 
’55 Star Chief (8) Hardtop, $1, 130° (ps); 
Chieftain (8), $930; conv., $1,140*. 

"53 sedan, $280°; 2-dr., $280; 4-dr., $210. 
"Si sedan, $170°. 
STUDEBAKER—’53 Champion 2-dr., $250*. 
MISCELLANEOUS — '53 Chevrolet %-ton 
pickup, $355; 1-ton cab and chassis, 
$330; Ford (6) %-ton panel, $230*. 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of May 21. 
Price changes last week were 





late model cars. Sold 198 cars from 284 


signme 

BUIOK—’57 RM conv., $2,370* (ps); Spe- 
cial station wagon, $2,285* (ps); 2- 
dr., $1,500. 

56 Special station wagon, $1,600*, $1,- 
585°; conv., $1,535* (ps); Riviera, 
$1, 260°: 4-dr., $1,375*; RM 4-dr., $1,- 

Century conv., $1,335* 


512* (ps); 
(ps); Super Hardtop, $1,425* (ps), 
$990* (ps); conv., $1,- 


$1,355* (ps). 
55 Super 2-dr., 

070° (ps); Special Hardtop, $980*, 

$900*; 4-dr., $785*; 2-dr., 

"54 lees conv., $685* (ps); Special 


$970° (ps), 
4-dr., $525*. 
53 Special 4-dr., $390; 2-dr., $360; Su- 


per 2-dr., $360*, $330°; 4-dr., $17 
’52 Special 2-dr., $200; Riviera, $19 
CADILLAC —’57 sedan de Ville, $3,: 50* 


(ps). 
’56 (62) coupe, $2,350* (ps). 
"51 (60) 4-dr., $300*. 


CHEVROLET—’58 Impala (8) coupe, #2, 
415*; Brookwood station wagon, «2, 
405*; Bel Air (8) 2-dr., $2,250* (\s 

coupe, $2,050. 

’57 Bel Air Sport coupe, $1,600* (5), 
$1,575*; conv., $1,590*; 4-dr., $1,6 5* 
$1,600*, $1,575* (pe); 2-dr., $1,5 5*, 
$1,400* (ps); Bel Air (6) coupe, “1,- 
390°; 2-dr., $1,385; wo-ten (6) «ta- 
tion wagon, $1,610*, $1,670*; Two- ‘en 
(8) 2-dt., $1,320; coupe, $1,330. 

56 Bel Air (8) conv., $1,370; cope, 
$1,170; 4-dr., $1,280*, $1,265*, $1,205* 
(ps), $1,150*; 2-dr., $1,095; Two-:en 
(6) 2-dr., $1,100*%; One-fifty 2-ir., 
$700. 

‘55 Bel Air (8) Nomad station wagon, 
$1,365*; (6) station wagon, $1,050*; 
conv., $1,100*; coupe, $1,000*°, $955* 
(ps), $975* (ps); 4-dr., $935*, $825°; 
Two-ten (8) Delray, $850*°, $675; 4- 
dr., $630; One-fifty 2-dr., $565; 4-:(r., 
$575. 

’54 Two-ten station wagon, $620, $505*; 
Bel Air club coupe, $600*°; 4-dr., $555, 


$355. 

53 Bel Air 4-dr., $415° (ps), $375°*; 
2-dr., $355*; Two-ten coupe, $350, 
$190. 

’52 conv., $310; 2-dr., $210°; 4-dr., $155, 
$125. 

*51 club coupe, $150. 

CHRYSLER — °'55 Windsor 4-dr., $900* 
(ps). 
DODGE—’58 Coronet (8) 2-dr., $2,225*. 

’57 Coronet conv., $1,820*. 

55 Royal 2-dr. Lancer, $925° (ps), 


$890. 

"53 Coronet 4-dr., $140. 

"50 Coronet club coupe, $165. 

FORD—'5S Fairlane (8) 500 2-dr., $2,- 
230°. 

‘57 Fairlane (8) 500 conv., $1,760* (ps), 
$1,535* (ps); Custom (8) Ranch Wag- 
on, $1,535. 

'56 Country Squire, $1,515; Fairlane (8) 
conv., $1,500*, $1,250° (ps), $1,220° 
(ps); Victoria, $1,290° (ps); sedan, 
$980, $925; Custom (8) 2-dr., $1,080°, 
710. 

"55 Country Squire, $1,055*; Fairlane 
(8) conv., $970*, $950°; Custom Ranch 
Wagon, $905, $790°; 4-dr., $765; Main 
2-dr., $500. 

'54 Custom 2-dr., $500, $445, $345; 4- 
dr., $445; Country sedan, $475; Main 
(6) 2-dr., $400. 

"53 Crest conv., $380; 
Main 2-dr., $295, $250. 

MERCURY—’'57 Monterey club coupe, $1,- 
760. 

‘55 Monterey coupe, $825°. 
OLDSMOBILE—'57 (98) Holiday, $2,165* 
(ps). 
"56 (98) 
$1,400° (ps), 

(ps). 

"55 (98) 4-dr.. $1,245° (ps); (88) 4-dr., 
$1,015°; 2-dr., $600. 

"54 (88) sedan, $490°, $425°. 

"53 (98) 4-dr., $405° (ps). 

PACKARD—'50 sedan, $100. 


Victoria, $320; 


$1,700° (ps); 4-dr., 
$1,260° 


Holiday, 
$1,285° (ps), 


PLYMOUTH—’'57 Belvedere (8S) Hardtop, 
$1,555*; 4-dr., $1,485° (ps). 

"56 Belvedere 4-dr., $1,235° (ps); station 
wagon, $1,160, $1,150°; Fury coupe, 
$1,165*; Savoy 2-dr., $825°. 

‘SS Belvedere 4-dr., $725*; Savoy 4-dr., 
$515. 

| PONTIAC—'57 Star Chief 4-dr., $1,550°; 
club coupe, $1,325°; conv., $1,250° 


(ps). 

‘55 Star Chief Catalina, $1,030° (ps), 

$1,000* (ps); 4-dr., $880°; Chieftain 
coupe, $990°. 

"54 Chieftain 4-dr., $420°; 2-dr., $230°. 

"53 4-dr., $335, $200°; coupe, $310°. 
RAMBLER—'56 station wagon, $1,140. 

"55 4-dr., $425. 

STUDEBAKER '57 President station 
wagon, $1,465° (ps). 

'55 Commander club coupe, $700*. 
WILLYS—'55 Custom 4-dr., $530. 
MISCELLANEOUS—'57 Morris 2-dr., $1,- 

070. 

'56 Chevrolet %-ton pickup, $725; Ford 
%-ton pickup, $865. 

'55 Chevrolet %-ton pickup, $570. 

"53 Dodge %-ton express, $190. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of May 23. 

We had a jam-up sale today. Lots of 
good clean models offered and the 
buyers really stecked up on them. 
BUICK—'57 Special Hardtop, $1,600°; 4- 

dr.. $1,350°. 

"56 Special 4-dr., $1,110°. 

"55 Super Hardtop, $990° (ps). 


"51 4-dr., $180°. 
CADILLAC — '57 coupe de Ville, $3,550° 
(ps). 


*54 (62) coupe, $1,125°. 


CHEVROLET—'58 Bel Air (8) Impala 
coupe, $2,410* (ps); 4-dr., $2,050; 2- 
dr., $1,915*°; Biscayne 4-dr., $1,700; 
Delray coupe, $1,565. 

"57 Bel Air station wagon, $1,825"; 
Hardtop, $1,725*, $1,650°; One-fifty 
4-dr., $1,100; Two-ten 2-dr., $1,090° 
(ps). 

56 Bel Air 4-dr., $1,130°; Two-ten 


Hardtop, $1,095*. 

‘55 Bel Air station wagon, $950; 4-dr.. 
$850*; Two-ten station wagon, $850. 
'54 Bel Air station wagon, $655; One- 

fifty 2-dr., $450, $445. 
*53 Bel Air 2-dr., $430; Two-ten 2-dr., 


$425. 
"52 4-dr., $345; 2-dr., $190. 
"51 2-dr., $315; coupe, $295°. 


"50 sedan, $200, $170. 


CHRYSLER—’55' NY 4-dr., $1,010*; Hard- 
top, $960°. 
DeSOTO—'56 Firedome 4-dr., $1,305*. 
54 2-dr., $350*. 
"53 4-dr., $250°. 
DODGE—'57 Custom Royal 4-dr., $1,650*; 


Coronet Hardtop, $1, 475°, $1,385*. 
’55 Coronet 4-dr., $700 
"54 Coronet 4-dr. Son0°. 
53 4-dr., $225; 2-dr., $180. 

FORD—'58 Thunderbird, $3,760*; Skyliner, 
$2,580* (ps); Fairlane (8) 500 4-dr.. 
$2,180* (ps); 2-dr., $2,150° (ps). 

’57 Fairlane (8) 500 conv., $1,535*; 4- 
dr., $1,505*. 
’56 Fairlane (8) Hardtop, $1,125* (ps): 


4-dr., $1,185; station wagon, $1,100*: 
sedan, $895*; Custom 2-dr., $800; Main 
2-dr., $650. 


"55 Fairlane 4-dr., $975*, $795*; Custom 
4-dr., $820*, $650°; Country sedan. 


$790*, 

’54 Ranch Wagon, $540; Main 2-dr., 
$440; 4-dr., $250. 

’53 station wagon, $425; Crest Victoria, 
$400*; Custom 2-dr., $200. 


*52 4-dr., $300. 
*51 club coupe, $250. 


(Continued on Page 45, Col. 1) 





R 
liab 
dan 


dan 
whe 


“les 


‘A 


the: 


Sert 
less 
cau 








of 


posse 


505°; 


$s 55, 


375°; 


$350, 
$155, 


5900° 


$2,- 


(ps), 
Wag- 
, (8) 
,220° 
dan, 
p80°, 
rlane 
anch 
Main 


is @e 
Main 


5320; 


$1,- 


165° 


-dr., 
260° 


-dr., 


itop, 


ation 
pu pe, 


-dr., 


pala 
700; 
25°; 
fifty 
090° 
-ten 
-dr., 
One- 


-dr., 


ard- 


iner, 
-dr., 


ps): 
00* 
Main 


stom 
dan, 


-dr., 


oria, 














Lawsuits Affecting Dealers... 
Court Decisions 


By Leo. T. Parker 


Attorney at Law 


ECENTLY a higher court held 
that a wrongdoer may be held 
liable for punitive or compensatory 
damages, in addition to the normal 
damages. Punitive or compensatory 
damages are allowable particularly 
when the testimony shows that 
the wrongdoer should be taught a 
“lesson.” 
For example, 
Lawrence, 92 So. 


in Chereton v. 
(2d) 410, it was 
shown that one 
Lawrence owned 
a motor vehicle 
which a man 
named Chereton 
converted to his 
own use without 
authority of Law- 
rence. 

In later litiga- 
tion, the lower 
court awarded 
Lawrence $21,000 
damages. The 
higher court approved the verdict, 
although actual damage to the 
automobile while in possession of 
Chereton was only $650. The higher 
court said: 

“In an action to recover compen- 
satory and punitive damages for 
converting to defendant’s (Chere- 
ton’s) own use plaintiff's (Law- 
rence’s) automobile and tires and 
tubes, the evidence supported the 
verdict awarding to plaintiff com- 
pensatory damages.” 

: * > 


‘A Dangerous Policy’ 


gy wary to testimony given 
in higher court decision, de- 
cided only last month, it is dan- 
gerous policy to insert an inner 
tube in a tubeless tire. 

For illustration, in Hickert v. 
Brooks Motor Co., 319 Pac. (2d) 
152, the testimony showed: A 
Cadillac automobile was taken to 
Brooks Motor Co. for the purpose 
of having a tubeless tire, which 
had been leaking, repaired. 

An employe of the motor com- 
pany removed the tubeless tire 
and inserted an inner tube. Later 
when the automobile was being 
driven at 90 miles per hour, the 
tire blew out and the automobile 
was wrecked, killing a girl named 
Hickert. Her parents sued Brooks 
Motor Co, and the driver of tie 
ear for heavy 

During the trial, testimony was 
given that a tubeless tire if so 
constructed that it is not proper 
installation to use an inner tube 
therein; that a tire constructed to 
use an inner tube is so constructed 
as to allow the escape around the 
tim of accumulated air for the 
reason that with ordinary use air 
accumulates, is heated and ex- 
pands, and then must escape from 
the tire. 

However when an inner tube is 
placed in a tubeless tire, air accu- 
mulates between the inner tube 
and tire and the accumulated air 
heats and expands but, because of 
the construction of a tubeless tire, 
the high pressure cannot escape 
from the tire. 

> . > 


Air Can’t Escape 

ECAUSE of these facts, it is a 

dangerous practice to install 
inner tubes in tubeless tires as the 
expansion of accumulated air can- 
not escape and may cause such 
tire to blow out or explode. 

The parents contended, there- 
fore, that Brooks Motor Co. was 
liable to them for damages because 
the inner tube was placed into a 
tubeless tire and which installation 
caused the tire to blow out causing 
the wreck which killed Hickert. 

In other words, parents of Hick- 
ert argued that Brooks Motor Co. 
was liable because its employe in- 
Serted the inner tube in the tube- 
less tire, and that such negligence 
caused death of Hickert. 

In this case, the higher court 
held the driver of the automobile 
liable in damages to parents of 
Hickert, because it was decided 
that the driver’s negligence in 

driving the automobile at 90 
miles per hour was the proximate 
cause of the wreck. 

In other words, although the tire 
may have blown out when the 
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automobile was being driven at a 


lower speed, Hickert may not have 
been killed. Hence, the higher 
court refused to hold Brooks Motor 
Co. liable in damages to her par- 
ents, The court said: 


“These defendants (Brooks Motor 
Co.) are charged with negligence 
in installing an inner tube in a 
tubeless tire. Negligence is the 
want of ordinary care and may 
consist of acts of omission or acts 
of commission. 

“Certainly (Brooks Motor Co.) 
in the instant case could not 
reasonably have foreseen and 
were not bound to anticipate that 
Shimmick (driver) would commit 
an act of gross and wanton 
negligence or driving 90 miles 
per hour.” 

It was indicated that if the auto- 
mobile was being driven at, say a 
speed of 50 miles per hour, when 
the tire blew out and Hickert would 
have sustained normal injuries, | 
instead of being killed at 90 miles! 





| 








per hour. Brooks Motor Co. would 
have been liable for injuries to 
Hickert, and the driver would not 
have been held liable because driv- 
ing at 50 miles per hour is not 
wanton and gross neglect. 

+ * * 


Fair-Trade Law Upheld 


By Arizona High Court 


PHOENIX, Ariz—The Arizona 
Supreme Court has ruled that the 
state’s fair-trade act of 1936 “was 
and is a proper exercise of the 
police power.” 

The ruling was made in a case 
where General Electric sued a re- 
tailer for selling GE products at 
prices below those called for in a 
price agreement between GE and 
a number of other retailers in the 
state. 


* + 


Auto Can ‘Collide’ 


With Water, Court Says 


LITTLE ROCK.—The Arkansas 
Supreme Court has ruled that col- 


lision insurance covers a skidding | 
auto’s “collision” with water in a/| 
roadside ditch and protects the| 
car owner against water damage | 


to his engine. 


The clause in question 
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against damage “caused by col- 
lision of the automobile with an- 
other object or by upset.” The 
court decided that the plunge 
into the water is a “collision” with 
another “object” within the mean- 
ing of the policy. 


= * * 


Dealer Sues to Regain 
Repair Costs in Crash 


OLYMPIA, Wash. — A suit 
against three persons, charging 
negligence in an auto accident, 


has been filed in Superior Court 
by Bob Snead, Inc, (Chrysler- 
Plymouth). 

The firm charged that a car it 
owns was struck by a vehicle 
driven by one of the defendants 
and owned by the other two de- 
fendants. Snead seeks to recover 
the $400 required to repair 


| automobile after the crash. 


Law Upheld; 


* 


Ohio Sunday 


Mass. Statute Challenged 
BOSTON.—A suit challenging the 
constitutionality of Massachusetts 
blue laws has been filed in Federal 
Court by Crown Kosher Super- 


insured'market of Massachusetts, Inc., 


TURNABOUT 


Not long ago the seller was in the driver's seat 


and nearly everything sold. Today’s market 


is tighter. The buyer has the whip hand, and 


an advertiser has to hitch horse sense to 


right media selection to get full sales power. In 


such a market, TV GUIDE is a logical choice 


for sellers who want to ride their ad dollar for 
all it's worth. They can exploit in TV GUIDE 


a repeated reader reference that gives 


70 million exposures a day, seven days a week. 


Cost per thousand exposures: 2 cents! 


No wonder TV GUIDE’s an impressive sales 


vehicle for more than 1000 best sellers. 


CIRCULATION NOW OVER 6,300,000 


Source: Magazine Reading Trends, Sindlinger & Co. 


its | 
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Springfield. It charges religious 
discrimination since kosher mar- 
kets are closed Saturday because 
of the Jewish Sabbath and are 
forced to close Sunday under State 
law. 

In Ohio, the State Supreme 
Court affirmed the Sunday-closing 
law in upholding the conviction of 
three merchants. The court held 
that selling articles on Sunday 
which, with reasonable foresight, 
could have been bought the preced- 
ing day “is not work of necessity 
within the meaning of the statu- 
tory exception.” 

. * = 


Dealer Sues Laundry, 


Charges Smoke Damage 


GOLDSBORO, N. C. — Odom 
Motor Co., which adjoins Golds- 
boro Laundry & Cleaners, Inc., has 
filed suit against the laundry, al- 
leging that “great quantities of 
gas, smoke and soot” have dam- 
aged its property and created a 
nuisance. 

The dealership seeks $5,460 dam- 
ages and requests that the court 
prohibit the laundry from operai- 
ing its furnace and smokestack 
in a manner that causes “obnoxi- 


ous” soot, smoke and gas. 
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The following prices meinde the sug- 4-dr. hardtop, $2,527.50; 2-dr. hardtop, $2, 
gested base factory list prices Federal 456.50; conv. (V-8 std.), $2,762, Fury— 
excise tax amounts and suggested dealer e 2-dr. yisratop (V-8 std.), 3,066.50. sta 
delivery-and-handling charges. Not in- ‘agons (Suburbans)—2-dr. 2-seat De. 
cluded are variable items passed on to Current Prices on U. a Cars luxe, | $2,431.50;, 4dr. 2-seat Deluxe, $2, 


(Copyright, 1958, by Automotive News) 


BUICK -dr, sed., $2,700; 2-dr. 


—Special—4 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 


hardtop, $2,744; conv., $3,041; 4-dr, 2-seat 
stat. wag., $3,145; 4- dr, 2-seat hardtop 
stat. wag., * $3,261. Century—4- -dr, sed., $3,- 
316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 
stat. wag., $3.831. Super—4-dr. hardtop, 
$3,789; 2-dr. hardtop, $3,644. Readmaster 75 
—4-dr. hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., $4,680, Limited—4-dr. hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Variable-pitech Dynafiow standard on Cen- 
tury and Super; Flght-pitch Dynfiow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 


Letterbox 


(Continued from Page 10) 


ure out what a car cost to build, 
then they add their overhead, plus 
a good profit and put on the selling 
price. Everybody knows that price 
stays the same regardless of how 
many a dealer buys. 

They have no used-car head- 
aches, no repercussions and they 
get cash on the line. 

I don’t believe we should have to 
use service profits so we can dis- 
count our new cars. I am sure the 
factories don’t figure that way in 
pricing new cars, because if they 
did, with the tremendous growth 
of the parts business, they could 
reduce new-car prices. If I am 
wrong, I would have to see the 
figures. 

I believe that every depart- 
ment should carry its own ex- 
pense, plus a reasonable profit. 
Therefore, the new-car depart- 
ment should not have to depend 
on the service or parts depart- 
ment. 

I say, fellow dealers, let’s get 
back to being merchants like we 
used to be. There is no reason 
whatsoever for discounting or over- 
trading because there is no factory 
pushing cars on you, This is not a 
volume year, so stop giving volume 
prices, unless you want to lose your 
shirt and make your fellow dealers 
do the same.—James O. Crarrorp, 
president, Buster Crafford, Inc. 
(Chevrolet), Attleboro, Mass. 

> > 


Almanac Useful 


The Almanac is very useful to 
me. In fact, I have kept copies for 
years because of the information 
about people, as well as information 
about the industry —G. H. Gornem, 


vice-president, sales, Blackhawk 
Mfg. Co. 
> > > 
The 1958 Almanac ... is exceed- 


ingly well presented.—Joun L. 
Cot.yer, chairman, Goodrich. 








master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 
CADILLAO — Series 62 — 4-dr. hardtop, 


$4,891; 4-dr, extended-deck hardtop, $5,- 
079; 2-dr, hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr, hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 
Sixty Special—4-dr. hardtop, $6,232. Series 
715—8-pass, sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 
CHEVROLET — (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013, Biscayne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr, sed., $2,386; 4-dr. 
hardtop, $2, 511; 3-ar, hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman, $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 


Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631. 


CHRYSLER — Windsor — 4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat, wag., $3,616; 4- 
dr. 3-seat stat. wag., $3,803. Saratoga— 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr, hardtop, $4,403.50; 2-dr. | 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 

CONTINENTAL—4-dr, sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbe-Drive, power steer- 
ing, power brakes standard on all models.) 


DeSOTO — Firesweep — 4-dr. sed., $2,-| 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50: 4-dr. 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408, Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- 
177.50; conv., $3,488.50. Firefiite — 4-dr. | 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr. 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4.172. Adventurer—2-dr.. hardtop, $4,071; 
conv., $4,369. (TorqueFliite standard on | 
Firefiite and Adventurer. Power brakes 
standard on Adventurer.) 

DODGE — Coronet Six—4-dr. sed., $2,- 
529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, 
$2,571.50. Coromet V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr. hardtop, $2,764; 
2-dr. hardtop, $2,679; conv., $2,941.50. 
Royal—4-dr. sed., $2,797; 4-dr. hardtop, 
2-dr. hardtop, $2,854. Custem 
. wed., $3,030; 4-dr. ee | 
$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr.. hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
$2,970.25; 4-dr., 2-seat Sierra, $3,034.75; 
4-dr. 3-seat Sierra, $3,176.25; 4-dr. 2-seat 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus- 
tom Sierra, $3,354.25. 

EDSEL—Ranger—4-dr. sed... $2,592; 2-) 
dr, sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, =A 2-dr. hard- | 
top, $2,805; conv., $3,028. Corsair—4-dr. | 
hardtop, $3,425; "2-ar. hardtop, $3,346. 
Clitation—4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons | 

2-dr. "2-seat, $2,876. 
4-dr, 2-seat, $2,933; 4-dr. 3-seat, $2,990. | 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission | 
standard on Corsair and Citation.) 

FORD — (Prices are for six-cylinder 
models. For V-Ss add: $107 for station 
wagons, Fairlane sedans and Fairlane 500 
sedans and hardtops; $123 for Fairlane 
hardtops; $137 for Custom 300.) Custem 





2-dr. 2-seat Custom, $2,55: 25; 
4-dr. 2-seat Custom, $2,607; 4-dr. 
Custom, $2,747; 4-dr. 
759.75; 4-dr. 3-seat Sport, 


3-seat 
2-seat Sport, $2,. 
$2,899.75. 


300—4-dr. sed., $2,109; 2-dr. sed., $2,055; | conv., $3,536; Turnpike Cruiser 4-dr. PONTIAC—Chieftain—4-dr, sed., $2,538; 
business sed., $1,967, Fairlane—4-dr. sed.,| hardtop, $3,577; Turnpike Cruiser 2-dr./2-ar. sed., $2,573; 4-dr. hardtop, $2,792; 
$2,275; 2-dr. sed,, $2,221; 4-dr. hardtop, | hardtop, $3,498. Park Lane—4-dr. hard- | 9-ar. hardtop, $2, 707; conv., $3,019; 4-dr. 
$2,418.73; 2-dr. hardtop, $2,354.12. Fair-| top, $3,944; 2-dr, hardtop, $3,867; conv., | 2-seat stat. wag., $3,019; 4-dr. 3-seat stat 
lane 500—4-dr. sed., $2,427.72; 2-dr, sed., | $4,118. Station Wagons—2-dr. 2-seat Com-/| wag., $3,088. Super Chief—4-dr. sed., $2 
$2,373.72; 4-dr. hardtop, $2,498.72; 2-dr.| muter, $3,035; 4-dr. 2-seat Commuter, | 834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
hardtop, $2,434.72; conv., $2,649.88; re-| $3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. | $2,380. Star Chief—4-dr. sed., $3,071 4 


tractable hardtop (V-8 standard), §$3,- 
162.69. Station Wagons — 2-dr. 2-seat| ger, 
Ranch Wagon, $2,396.76; 2-dr. 2-seat Del| $3,775. (Multi-Drive Mere-O-Matic, power 
Rio Ranch Wagon, $2,503.24; 4-dr. 2-seat | steering, power brakes standard on Park 
Ranch Wagon, $2,450.76; 4-dr. 2-seat| Lane; Mere-O-Matic standard on Montclair, 
Country Sedan, $2,557.24; 4-dr. 3-seat | Voyager and Colony Park.) 

Country Sedan, $2,664.24; 4-dr., 3-seat|; OLDSMOBILE — Series 88 — 4-dr. sed., 


2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 


dr, hardtop, $3,210; 2-dr. hardtop, $3,122: 
$3,635; 4-dr. 2-seat Colony Park, 2 B.S > 


4-dr. 2-seat stat. wag., $3,350, Bonneville 
—2-dr. hardtop, $3,481; conv., $3,586. 
RAMBLER — American — Deluxe 2-dr, 
sed., $1,789; Super 2-dr. sed., $1,874, 
Deluxe Six—4-dr. sed., $2,047. Super Six— 
4-dr, sed., $2,212; 4-dr. hardtop, $2,287; 


Country Squire, $2,793.90. Thunderbird — | $2,837; 2-dr. sed., $2,772; 4-dr. hardtop, | 4-ar 2- w. 
2-dr. hardtop (4-passenger), $3,630.85 (V-8 | $2,971; 2-dr. hardtop, $2,893; conv., $3,- ale. ed. gaan,” tae aes nae 
standard), 221; 4-dr, 2-seat stat. wag., $3,284; 4-dr.| wag, $2,621. Rebel V-8—Super — 4-dr. 
IMPERIAL — Imperial—4-dr. sed., $4,-| 2-seat hardtop stat. wag., $3,395. Super 88 | sed., $2,342; 4-dr. 2-seat stat. wag. $2, 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop, | —4-dr, sed., $3,112; 4-dr. hardtop, $3,339; | 636. Custom — 4-dr. sed., $2,457; 4-dr 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. | 2-dr. hardtop, $3,262; conv., $3,529; 4-dr.| hardtop, $2,532; 4-dr. 2-seat stat. wag., 
hardtop, $5,632; 2-dr. hardtop, $5,388; | 2-seat hardtop stat. wag., $3,623. Serles 98 | $2,751. Ambassador — Super — 4-dr. sed. 
conv., $5,758.50. LeBaron—4-dr, sed., $5,- | —4-dr. sed., $3,824; 4-dr. hardtop, $4,096; | $2587; 4-dr, 2-seat stat, wag., $2,881. Cus- 
968.50; 4-dr. hardtop, $5,968.50. (Torque-|2-dr. hardtop, $4,020; conv., $4,300. Jet- | tom—4-dr. sed., $2,732; 4-dr, hardtop, $2,- 
Flite, power steering, power brakes stand-| away Hydra-Matic, power steering, power | 322; 4-dr. 2-seat stat. wag.. $3,026; 4-dr 
ard on all models.) brakes standard on Series 98.) 2-seat hardtop stat. wag., $3,116, 7 
LINCOLN—Capri—4-dr. sed., $4,951; 4- PACKARD — 4-dr. sed., $3,212; 2-dr. STUDEBAKER—Scotsman 6—4-dr., sed., 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. | hardtop, $3,262; 4-dr. 2-seat stat. wag., | $1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat. 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, | $3,384. Hawk-— 2-dr. hardtop, $3,995.| wag., $2,055. Champion 6 — 4-dr. sed., 


$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 

MERCURY—Medalist—4-dr. sed. ae! 
2-dr. sed., $2,547. Monterey—4- dr, sed., 


(Flightomatic and power brakes are stand- 
ard on all models.) 

PLYMOUTH—(Prices are for six-cylinder 
models. For V-8s, add $107.) Plaza—4-dr. 
sed., $2,169; 2-dr, sed., $2,117.50; bus. cpe., 


$2,253; 2-dr. sed., $2,189. Commander V-8 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat Provincial stat, wag., $2,644. 
President V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 





$2,721; 2- ar, sed., $2,652; 4-dr. hardtop, | $2,028.25. Savoy—4-dr. sed., $2,304.75; 2-|6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
$2,840; 2-dr. hardtop, $2,769; conv., $3,-| ur. sed., $2,254.25; 4-dr. hardtop, $2,-| 352; Golden Hawk V-8 2-dr. hardtop, 
081. Montelair—4-dr. -, $3,236; 4-dr. | 399.50; 2-dr. hardtop, $2,328.50, Belvedere | $3,252. (Overdrive standard on Golden 
hardtop, $3,365; 2-dr. hardtop, 8, 284; — ‘dr. sed. , $2, 439.75; * dr. sed., $2, 388. 50; Gawk. Heater standard on Scoteman. ) 





New Commercial Car Registrations, 


30 States for April, 1958-1957 


Truck ol by states are 


Stude- To- 
baker | White TAL 


released weekly, 
by RL. Pott capementetives ta 
3 


Willys | Misc. 





















































18 States Previous! y 58) 7 oes) 83; 1038 = 1345! 2670! 452 132 272| mi Se 
_Reported for Apri 57) 13} 6600 107| 1208 4 1512| 2264] 375} ) 369; «578 336 
Arkansas 58) 376 3] aa = 89 125| 8 Hl 5 12 4 
es 57) 437 2 54 486 127 103) " 9 18 3 4 
Delaware "58/ 1 71 | 13) 59 16 x” 7| i 10) 3| Hl ™m 

‘57 | 1} 108 3 4] 53 iD 28 12| 2 1 4 a 
Florida 58) 479 4 59) 515] Hi4) 131 17 8 a7; 1a 
‘57 | So ‘s|_s2t|__ 958] toa) 7} az}_—sts| asl] 9] ca 
lowa 58) 498 24 389 78; «27 5 8 14 10 19 
57 | <02| rH ‘| pr 57| 188 101 itl 19 ‘| EE 
Maine 58) 1 137 | 16 93 | 28| 64 8! 6 ‘| 5 a 401 
"57 70 28 78| 2) | 4| 4| 1 24 | 7 
| Minnesota "5B | | | a a 9; ~=«199 3| 17 2 1 56| 1656 
"57 | _559/ 5 139) 742 110 128 3 16 30 33 18} 1783 
| New Hampshire "58| 173) 28 142 | 75) 7) 17 5| 55 80 630 

2 "57 ' 179) 2| | 29 83 1311 i4| i 3} a 7 778 

New Jersey "58 a = 15 106 448 157 165 3h 4 105 | i3t| a5 
‘57 | 10) " 198 Saal 158} 205 75 12 bb 44) 8i| 208 

Ohio 58) | a * 126; -652| 3 xl 7 20) 67 2 110| 2637 
) | 92i __-283|_—1271|_—2S|_—314] 72] 8} BSB] 42] 3887 
Oklahoma "58 Sb 3| 57/393) 79 131) ‘| "| 14 " 21; 1292 
"S7 569 4 50) 544 114! 109) 10} 20 10 it] 1449 

Rhode Island "58 ae 3 10 53 2%| 2S so23 7! 1 ~@6=—lS 5) Oo 1 
. 57) | s2| 19 £2 2 43 13} | 26 | 12} 247 
Tennessee "58 426 3 54 358,109? 7 27 5| 10 14 25| 28 

en ‘57 50! % S02! a 123| 31 <i 18 : i 1443 

"30 States Reported to Date "58 277)| 10705 176; ‘1491 4331; 667) 238 592; 108i; 1168) 31875 

For April . 'S7 4 git sa) hm iins| i ‘ — 670} 47|_—s 77 931 661| 37160 

~ Year *53) 19 4 a ae _ 7 1272| 340! iE 7a) len 

To Date 57| 184 13783 69185| 18627 i 2372| 4618 4359 








been ond from official 


~ “The information contained in this report has | state documents. Every reasonable precaution has es 


qnecened to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
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Maryland ‘8 164 21) (185) 126 “4 90; 243, 754i 1247/1539 « 2 jas, (1792, 3A) 2241 foo 356; 3461 6,53 59) 4427186 
57) 105 " 116 159 a 171 528} 1397] 7300) 2403 38 401| 2842 se9| 157| 2402} 560) 594) ~—-4302/ | oa 114) 218] (9892 
Nebraska ) 123) 5| iz 2 10 is}! 287,465) rT) 20 140|. tia) 222 @0| 1227; +242) ~ +«+199| +1970 4 26 30 1 3838 
i | 60 60 P| 15 3 102 | ‘es 985 | | 18 173) 1176 736 $0| 952} 201| 79 1630 ‘| 33 rr 7 3419 
New Hampshire 3 106 4 110 | ‘| a 59 173) 271 381. wT 14 a a ai Bi; 523 aie s | 2 za] 258, 1997 
‘S7 103 7 110 % 48 124) 262) 476) 523 15 118) 656 144 37| = 567 149} 163} ~—« 1060 32 32 149| 2483 
New Jersey ‘58 = 50 a3) = | 3 575, 1a? ps 2716 17) 129 = pt 3 = 4285, 1186) S798 7m ie) 143 161) 1141| 16354 
‘57 316 20| 336) 616} 225) 647| 1324) 2761| 5573) 4673 174 950| 5797} 1332) 625} 4551] 1342) 1154) 9006 36| 236} = 272) ~— S10) 21494 
P ivani "58 Bi, S| 4 48 | «392, «999| 3053, 5032/4549, 228, S186 @74| «5ei7| 1469) 846, 8124) 1887| 1217| 13543 32| «256 wt 391| 26925 
a m1 661 30) 69 pl 373 %3| 2144) wea a0 | | 54 1859 — 2603 We 7765 ct 2051 | 15352| ss 2 ae) | 36134 
Rhode Island "58 ps ia) 2) a sas) a | “| 7 4 a3 is} 783 2/ 20); | 7 2004 
‘ST 7 6 63 31319 620 Fil ase t30| 1034 | 18 2600 
South Carolina "s8 of] | *| 26) H 2] 7] 210 al 701 a 12 “| «87 i nl 2 166 ba: 1466 7 2953 
ts 18 48 117 1144 161) = 300 7 = 230 = = i 33 | Rg 3824 
South Dakota 4 | 4 3 5 al 0 15 213] 372 13] 5 104 j) 30) + ‘1562 
10! 2 0 £00 141 MI ion | 4 : 3a 16} 2187 
Vermont = = a 1 133 290 8 7 29 =a ae 390 58 624 1 24) 177| ~—«(1456 
“ el se 1| 8 rr ; 19 2 133! S 507 ; = 3e4| | i| 336 ra | 76 | . = 1328 
West Virginia a a 2 iE: 30 Ss 3a 662) ins a oa 15) 132) zal 

= 74 74 | iors 1m j 317 1640 270| ae 2352 ;| an 
27 States Reported 3 6448 a aa Ba a ii 5149 SS 25010 34394 vai E 42087 vasa 5326 aaa 11900/ 860i! 84539) 145 va 170) are 
For April 'S7| 4529 ee ae 53161 = 65233| 16494| 5204| 52973] 14493) 12918 102082 La 2431 224| 225885 
Year "58 / a ro a ae at SS ‘aes aT ee “eet SS a = "333885| 83458/ 37910) 353903! 94905 well toe 5| 11323) 12298 aa 1287687 
To Date ‘57| 27283) + 2442| «29725 9897 169621| 318188 411357 12015 wri 501 4e4| 128118] 41822] 386913] 116005 767940 1998 17473| 19468] 38042) 1674847 





“The information contained in this report has been compiled from official pe documents. 
precaution has been exercised to insure accuracy of thi 


is report to the extent of the registrations received and 


Every reasonable tabulated at the time the re» feta. R, L. Polk & Co. cannot assume any liability by reason of 


inaccuracies or omissions.""—R. L. 


The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 
‘ 

















4-dr. 


, v-8 
493; 
644, 
,639; 
lawk 

$2,- 
dtop, 
olden 


3357 


1449 


1” 
247 


1128 
1443 


31875 
37160 


| 88829 
230936 


been 
ished. 


ITAL 


60333 
an" 


3124 


171674 
225885 
287687 
674847 


on of 



















Used-Car Auction Prices 





(Continued from Page 42) 


'50 sedan, $240, $225. 
HU DSON—’54 Jet 4-dr., $340. 


MERCURY — ’57 Monterey Hardtop, $1,-| 
600°; 2-dr., $1,600*. 
'51 4-dr., $235. 
OLDSMOBILE—’56 (88) Hardtop, $1,495*; 
2-dr., $1,255*. 
55 (88) 4-dr., $1,000° (ps). 
54 (98) 4-dr., $850°; (88) Hardtop, 
$725*; (88) Super 4-dr., $655°*. 
PLYMOUTH—’ 57 Belvedere (8) Hardtop, 
$1,635*. 
'5S Savoy sedan, $615, $445. 
PONTIAC—’56 Chieftain conv., $1,305°, 


$1,150°. 
’53 4-dr., $480°. 
STUDEBAKER 
$450. 
MISCELLANEOUS—’58 Volkswagen 2-dr., 
$1,650. 
’57 Chevrolet %-ton pickup, $1,075. 
'55 Dodge pickup, $590; Chevrolet pick- 
up, $650. 
'53 Ford pickup, $430. 
’52 Ford pickup, $200. 


DYER, IND. 


Len Pollak’s Dyer Auto Auction. Sale 
every Friday. Prices are for sale of May 


*55 Commander 4-dr., 


‘Sold 225 cars from 324 consignments. 


BUICK—’58 Special 4-dr., $2,560* (ps). 
56 Century Riviera, $1,400°; Super 
Riviera, $1,385* (ps); Special Riviera, 
$1,125* (ps); RM _ Riviera, $1,505* 
(ps). | 
’55 Special conv., $1,085* (ps); Riviera, 
$920°; Super 4-dr., $885*; Riviera, 
$910° (ps); RM 4-dr., $925° (ps); 


Century Hardtop, $875. 

"62 RM 4-dr., $235°; Super 4idr., $140*. 

"51 Super Riviera, $285*. 

"50 4-dr., $160. . 
CADILLAC—’'57 (62) coupe, $3,535* 
Eldorado coupe, $3,595* (ps). 

"56 (62) 4-dr., $2,045° (ps). 

CHEVROLET—'58 Yeoman station wagon, 
$1,825; Biscayne (8) 4-dr., $2,455° 
(ps); Impala (8) coupe, $2,255. 

'57 Bel Air (8) coupe, $1,900*; 
$1,760°, $1,750°; sedan, $1,550, 
400. 

56 Bel Air 4-dr., 
$975°; 2-dr., $1,050°; conv., $1,375*; 
Two-ten (8) 4-dr., $1,060; Delray, 
$910; One-fifty 2-dr., $800*. 

"55 Two-ten 2-dr., $755, $585, $410. 

"64 Bel Air 4-dr., $705*° (ps); Two-ten 
sedan, $450*. 

"53 Bel Air coupe, $405; Two-ten sedan, 
$325°, $250, $245. 

"52 coupe, $205; 4-dr., $240, $100*. 


(ps); 


conv., 


$1,- 


$1,275° (ps), $1,085, 


"51 2-dr., $140°; 4-dr., $190, $185. 
—"54 Custom 4-dr., $295. 
"53 4-dr., $295, $180. 
ona — "53 Coronet 4-dr., $190, $150, 
40. 
"52 Diplomat coupe, $175. 
EDSEL—'58 Pacer coupe, $2,245* (ps). 
FORD — ‘57 Fairlane (8) 500 Victoria, 
$1,500°, $1,350°; sedan, $1,350*, $1,- 
345, $1,300. 
"56 Thunderbird, $1,985*; Custom (8) 
Victoria, $1,030°; Fairlane (8) Vic- 


toria, $1,035*, $1,000. 
‘5S Fairlane (8) 4-dr., $920°, $790°,| 
$750°; 2-dr., $625. | 


"54 Crest conv., $550°; 2-dr., $310*; 
Custom sedan, $535*, $475, $290°, $275, 
$245°; Main (8) 2-dr., $420. 


"53 Ranch Wagon, $470; Custom sedan, | 
$225; Victoria, $250. | 
"52 4-dr., $130. 
"51 2-dr., $205. 
LINCOLN — '57 Premiere coupe, $2,645* 
(ps). 
"56 Premiere 4-dr., $1,445* 
"53 Capri conv., $345* (ps). 
MERCURY—'57 Commuter station wagon, 
$2,100°. 
"56 Montclair conv., $1,380; 
dan, $875. 
‘55 Montclair coupe, $925°. 
"53 Monterey coupe, $395*, $275. | 
"51 4-dr., $225. 
"50 4-dr., $100. 
OLDSMOBILE—’'57 (88) Super 4-dr., 
950°; (88) Holiday, $1,860°. 
"56 (88) 4-dr., $1,615° (ps): 
$1,600*; (98) Holiday, $1,335° 
"55 (88) Super Holiday, $1,205*; 
Holiday, $1,025* (ps), $785°. 
"54 (88) 4-dr., $750°. 
"53 (88) 4-dr., $475°*. 
"51 4-dr., $145*, $110°. 


(ps). 


Custom se- 


$1,- 
Holiday, 


"52 4-dr., $185. 
"51 4-dr., $230, $190*, $175. 
FORD—'’58 Thunderbird Hardtop, $4,045* 


*57 Country sedan 


’55 Country Squire station wagon, $1,- 


"54 Country sedan station wagon, 


"53 Custom 2-dr., $475, $445, $425. 
"52 Main 2-dr., $255, $240; 4-dr., $230. 





PLYMOUTH—'56 Belvedere 2-dr., $1,015*. 


‘55 Savoy 4-dr., $545, $510; station 
wagon, $860; Plaza 2-dr., $465. 
‘54 station wagon, $505; 4-dr. sedan, 


$465. 
PONTIAC—'56 Chieftain 2-dr., $1,010*. 
55 Star Chief Catalina, $850*, $825*; 


sedan, $800*; Chieftain sedan, $700*, 
; $695°, $650°. 
54 Chieftain Catalina, $650*; sedan, 
$475*. 
"53 4-dr., $325*, $225, $210. 
"26 2-dr., $155. 


RAMBLER—'58 4-dr., $1,985*. 
5S 4-dr., $825°. 

STUDEBAKER—'55 2-dr., $490. 
'53 4-dr., $250. 


SEATTLE 


South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of May 21. 
Lots of action today with clean cars 
bringing premium prices. 
BUICK—’56 Super Hardtop, $1,585* (ps). 
55 Super Sport coupe, $1,230* (ps), $1,- 
120*; Century Hardtop, $1,220* (ps); 
; Special Hardtop, $1,025*. 
54 RM Sport coupe, $1,115* (ps); Super 
,_*-dr., $905* (ps). 
51 Super Sport coupe, $285°. 
CA DILLAC—’57 coupe de Ville, $3,650* 


(ps). 
 Saee éo vn $2,850* (ps), $2,800* 
; Sedan de Ville, $2,630° (ps). 
CHEVROLET ’57 Nomad (8) station 
wagon, $2,070; Bel Air (8) 4-dr., $1,- 
725* (ps); Two-ten (8) 4-dr., $1,545°; 
__2-dr., $1,445°. 
56 Bel Air (8) Hardtop, $1,450*; Two- 
ten (6) station wagon, $1,445; Two- 
ten (8) station wagon, $1,390; Two-ten 
(8) 2-dr., $1,240*; Two-ten (6) 4-édr., 
$1,200; Two-ten (8) 4-dr., $1,146, 
; $950*; Delray (8) 2-dr., $1,240*. 
55 Bel Air (8) conv., $1,350*; Bel Air 
(6) 4-dr., $1,260*; Sport coupe, §1,- 
3 230°; Delray (8) 2-dr., $980*, 
54 Ome-fifty 2-dr., $400. 
*53 2-dr., $445, $435, $330. 
'51 Sport coupe, $310. 
50 Sport coupe, $315. 
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Custom $2,020°. 


station wagon, 


(ps); (8) 2-dr., 


(8) 


$1,875*; Del Rio Courier, $1,870, $1,-| PLYMOUTH—’58 Plaza (8) 2-dr., $1,660. ’53 Ford %-ton pickup, $475. | 
os me w 'S7 Belvedere (8) 4-dr., $1,680°. | 
7 Ranch Wagon station wagon, $1,445* '56 Savoy (8) Suburban, $1,175; 4-dr., | 

(ps); Fairlane conv., $1,270*, $1,235; $965; Belvedere (8) Hardtop, $1,095*. PORTLAND, ORE. 

2-dr., $1,225*, $1,120*; Custom 4-dr., ’55 Belvedere (8) Sport coupe, $925°;| Portland Auto Auction, Inc. Sale every 


2 at $1,150*, $965. 


360°; Country sedan station wagon, 
$1,170*, $1,060*; Ranch Wagon station 
wagon, $1,100*°; Fairlane sedan 
040; 4-dr., $1,005; Custom 2-dr., $945°; 
Main 4-dr., $760. 

$920; 
Fairlane sedan, $830°; Custom 4-dr., 
$625, $600; Main 2-dr., $420. 








Ti 





OTTAWA STEEL DIVISION 
Yeung Spring & Wire Corp. 
Ottawa, Kansas 


51 sedan, $255*, $215°. 
50 4-dr., $175*, 
HUDSON—’54 Jet 4-dr., $345. 


"63 4-dr., $620°, $565°, $465°. 
’52 4-dr., 
50 4-dr., $210°. 
| PACKARD—'55 Sport coupe, $1,085* (ps). 
"53 4-dr., $305°. 


’54 station wagon, $720. 
'53 station wagon, $430. 
’51 station wagon, $365. 
$1,-| PONTIAC — ‘56 Chieftain station wagon, 


’55 Star Chief conv., $1,300° (ps). 


RAMBLER—'55 Cross Country station $725*; Super Hardtop 2-dr., $995". 

wagon, $1,270°. ’53 Super Hardtop 2-dr., $580* (ps). 
"52 Sport coupe, $305*; station wagon, 52 Super Hardtop 2-dr., $255°. 
$205. 50 Super Hardtop 2-dr., $210°*. 


NEW! 





Model Breakdown 











LINCOLN—’57 Capri 4-dr., $3,095* (ps). + 
eee on ee. OF F-| GF Auction Averages 
MERC UR Y—’57 Monterey Sport coupe, ay, sig sy 
a. uPe |) Model 1958 1958 1958 
—— Sport coupe, $1,160° (ps), | 19658.............. $2,619 $2,646 $2,778 
54 Monterey Sport coupe, $945, $605°*. BP Prewsveccsience 1,612 1,652 1,657 
*49 4-dr., $195. ’53 Custom 2-dr., $420*. a 1,164 1,152 1,166 
*28 2-dr., $320. ’52 Sport coupe, $255°. 899 906 895 
See NY 4-dr., $1,725* (ps). a oS see 1954 589 606 598 
"49 2-dr., $190. | NASH 56 Se $120, =: oa o8 
; NASH — -dr., . . 
wae a-ae. a 4-dr., $1,475° (DS). | OLDSMOBILE — ’57 (98) conv., $2,450* | 1SGB.............. 174 182 185 
52 4-dr., $ 5 (ps); 4-dr., $1,500* (ps). Bp sientenese 
pencn—et Royal (8) ns $1,850°. 56 Super (88) conv., $1,775* (ps); Sport Overall — 
7 oyal (8) Sport coupe, $1,345* (ps). coupe, $1,770* (ps); 4-dr., $1,375*; rage 969 985 
"55 Royal 4-dr., $970; Coronet 4-dr., (88) 4-dr., $1,565* (ps). Ave $ 956 $ $ 
$820. ’55 (98) 4-dr., $1,260* (ps). 
54 Coronet 4-dr., $470°. '54 Sport coupe, $1,050*; 4-dr., $975*| 
’53 Coronet 4-dr., $270*. (ps), $950* (ps), $740*. | STUDEBAKER—’57 station wagon, $1,- 


600; President 4-dr., $1,295, $1,290. 
"50 4-dr., $120. 
MISCELLANEOUS—’52 Volkswagen 2-dr., 
$1,285; Sunroof, $1,310; Hillman Minx 
4-dr., $1,270. 


$200*, $180°, $165°. 


4-dr., $775*; Savoy 2-dr., $770. Tuesday. Prices are for sale of May 20. 


BUICK —'56 Super 4-dr., $1,545° (ps); 
Special 4-dr., $1,150° (ps). 

’55 Century Hardtop 4-dr., $1,300° (ps); 
Super Hardtop 2-dr., $1,250° (ps); 
Special Hardtop 4-dr., $1,200*. } 

’54 Century Hardtop 2-dr., $1,105* (ps), | 





$1,620*; Sport coupe, $1,315*; 
$1,195*, $1,190°. 


4-dr., 





45 
$3,- 


CADILLAC—’57 (62) Hardtop 4-dr., 
300* (ps). 
’55 (62) conv., $2,145* (ps). 
’54 (62) coupe de Ville, $1,930* (ps). 
CHEVROLET—’58 Impala 2-dr., $2,600° 
(ps); Brookwood station wagon, $2,- 
285; Bel Air (8) 4-dr., $2,265*; Bis- 
cayne (8) 2-dr., $2,050. 
’57 Bel Air (8) station wagon, $2,055* 


(ps); Hardtop 4-dr., $1,965* (ps), 
$1,880*°; Hardtop 2-dr., $1,925* (ps), 
$1,920°; 4-dr., $1,740%; Two-ten (8) 
station wagon, $2,010* (ps), $1,940; 
2-dr., $1,350. 

'56 Bel Air (8) 4-dr., $1,425* (ps), $1,- 
370*, $1,350*°, $1,315*; Bel Air (6) 
Hardtop 4-dr., $1,405; Two-ten (8) 
station wagon, $1,400°; 2-dr., $1,155; 


4-dr., $1,125*; Two-ten (6) 4-dr., $1,- 
180, $950. 

’55 Two-ten (6) station wagon, $1,295*; 
Two-ten (8) Delray coupe, $1,070. 

’54 Two-ten station wagon, $960*; 4-dr., 
$590*; Bel Air 4-dr., $630. 

‘53 Bel Air 4-dr., $580, $425. 

CHRYSLER—’55 Windsor conv., 
(ps). 

*51 Saratoga 4-dr., $125*. 

DeSOTO—’56 Firedome (8) Hardtop 2-dr., 
$1,480°* (ps). 

*53 Firedome (8) 2-dr., $450* (ps). 

"50 4-dr., $150°*. 
DODGE—’57 Coronet 
$2,000* (ps). 

"56 Coronet (8) Hardtop 2-dr., 

’54 Royal (8) 4-dr., $410*. 

F OR D —'58 Thunderbird, $4,200* 
Fairlane (8) 500 Hardtop 2-dr., 
315°, $2,300* (ps). 

’S7 (8) station wagon, $1,960*, $1,900°; 
Del Rio Ranch Wagon, $1,755*; Fair- 
lane (8) Hardtop 2-dr., $1,710*; 4-dr., 


$1,215° 


(8) Hardtop 4-dr., 


$1,295°. 


(ps); 
$2,- 


$1,600°, $1,575*, $1,445; Custom (8) 
300 4-dr., $1,580°, $1,545°, $1,400°; 
2-dr., $1,475. 


(Continued on Page 47, Col. 1) 





the Ottawa BACKHOE 


CHEVROLET TR 


backhoe actions @ Ejector bucket automatically forces 


WITH NEW IMPORTANT FEATURES! 


@ Digs 12% feet deep @ Has 190° continuous swing @ Turret-type seat pivots 
with boom @ Reverse-mounted cylinders place rods up safely from rocks and 
dirt @ Rod-fed cylinders do away with exposed hydraulic lines @ “Bite” has 
7,000 Ib. force at bucket edge @ Two levers (dual “One-Trols”) control all 


now mounts on the 


UCK! 





all wet sticky material 


from bucket @ Hydraulic laydown shifts backhoe up and over rear axle for 


It’s an UNBEATABLE COMBINATION for 
MUSCLE! The powerful hydraulic system of the Ottawa 


seconds after arrival at a new jobsite! 


perfect roadability @ Quick on-and-off frees truck for other work in minutes! 


WORK MANY JOBS — IN DIFFERENT AREAS — THE SAME DAY! 
The Ottawa Truck-Mounted Backhoe is designed to meet the need of public 
utilities, plumbers and contractors for a COMPLETELY MOBILE DIGGER! 


“Big Muscle” Backhoe 


provides EXTRA POWER for fast, smooth, economical operation! 


MOBILITY! Use it anywhere, anytime . . . one job or several jobs at different 
locations during one day! The Ottawa WORKING UNIT is also the MOBILE 
UNIT ready to move anywhere with great roadability, ready for operation 


VERSATILITY! Dig trenches and ditches faster . . . load dirt direct from trench 
to truck . . . dig square graves that need no hand finishing . . . dig and 


maintain irrigation channels . . . clean roadside drainage ditches . . . dig 

building footings and septic tanks . . . use as a boom to lay lightweight pipe 

... the Ottawa Backhoe is COMPLETELY MOBILE to your needs! 

BUY the Ottawa BACKHOE and the Chevrolet TRUCK! GET the BEST BENEFITS of each . . . PLUS 
... the NEW, DYNAMIC ADVANTAGES of the COMBINATION TRUCK-BACKHOE! 


AVANABLE ONLY AT YOUR CHEVROLET TRUCK DEALERS! 
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The Man Behind the Wheel... 





Buy Direct and Save 
on Car Lot Displays 





YOUR CUSTOMERS CAN TELL THE 


DIFFERENCE 


. . when they change to WoLrF’s 
Heap. And it’s an important dif- 
ference to them. It’s an important 
difference to you, too, because 
satisfied customers keep coming 
back for more. Be sure to stock, 
display and sell Woir’s Heap, 
100% Pure Pennsylvania—the 
superior premium quality motor 
oil that makes the difference. 


@ Lower oil consumption 

®@ Smoother engine performance 
@ Satisfied customers 

@ Greater profits 





FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your inventory! 


@ Step Up Sales Volume! 
@ Pian on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cers Are Located 
In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 





handle the car 
that sells itself 


VOLVO} 


A ei 





Dealers report fantastic success 
stories from the East and 
West Coasts. Public 
acceptance of this 
sensational Swedish- 
built 5 passenger 
family sports car 
has exceeded even 
the most optimistic 
calculations. A c 
gigantic national advertising, promotion, 
publicity and merchandising campaign 
heips you ring up amazing profits. 








ACT NOW — Dealership Franchises available 
to a limited number of qualified 
dealers in the following states: Alabama 
Arkansas, Kansas, Louisiana, Mississippi, 
Missouri, Oklahoma, Tennessee and Texa 





v3 







for immediate information contact 
i Mr. Nils Olof Sefeidt, President 


| SWEDISH MOTOR IMPORT, Inc.2= 


1901 Milam Street - Houston 2, Texas 
CA 4-9456 


Pwr ee 
Root 


> | The V-8s use a shorter, beefier 
| 


| centrifugal advance. 


Sales Testing the New Models 


(Continued from Page 13) 


that don’t absorb and other parts 
that zig when they should zag. 


Today’s auto is a tribute to en- 
gineering which has integrated all 
the components into a whole that 
delivers a comfortable ride at 
desirable speeds and that can be 
kept under full control under all 
conditions. 

The Marauder engine is a won-| 
derfully compact, well-designed and 
balanced power plant. It has a fully 
counterbalanced crankshaft sup- 
ported by five copper-lead-steel- 
backed replaceable m ai n-bearing 
inserts, with the No. 3, or center, 
bearing absorbing the thrust. 

We habitually use the word bal- 
ance carelessly. In this crankshaft 
there are six counterweights for 
precise balance and so positioned 
as to absorb torsional vibration. 
What is torsional vibration? 

+ * > 


Straight 8 Had Troubles 


Noe that straight 8s no longer 
+‘ are made for autos, we can talk 
about them. Those long crankshafts 
twisted under the turning effort and 
|often developed a peculiar sound 
which good mechanics called tor- 
sion knock. A twisting member 
under the high strain of turning 
against a load will “sing” its head | 
off and eventually cause a lot of | 
other trouble. 


crankshaft, more main bearings, 
so that it can withstand the 
torsional strain, So this Marauder | 
crankshaft is bigger, shorter and 
precisely balanced, and the extra 
weights incorporated in the bal- | 
ance are so arranged the tor- 
sional twist is directed against 
heavier sections which kills any 
tendency to vibrate. Ask the 
salesman to show you this | 
crankshaft and even the 
nonmechanical-minded prospect | 
will instantly see what it means | 
to have it made that way. 

Incidentally, the diameter of the 
crankshaft main-bearing bore is| 
| slightly over three inches and the| 
diameter of the throws, where the 
connecting rods run, is slightly) 
over 2% inches. The combustion | 
chamber has been described in the} 
| list of specifications. 

This is a high compression (10.5 
to 1) high-performance engine in| 
the top bracket. 
| The camshaft, which now oper-| 
| ates bigger valves, is supported by| 
| five replaceable babbit-lined, steel-| 
| backed bearing inserts and driven | 
|with a silent timing chain which | 
requires no adjustment. 

> > > 


Distributor Is in Front 


HE distributor is in front and| 
gear-driven by an integral gear 
located on the front of the cam-| 
shaft. Did you ever think what an| 
integral gear means on this im-| 





portant drive? It means it’s made|/ 
in one piece with the camshaft. 
| It cannot slip, it cannot come loose, | 


it cannot be removed. This dis- 
tributor uses both a vacuum and_| 


Autothermic-designed pistons of 
aluminum alloy are of a step 
design, which swirls the fuel at 
top speed under the 10.5-to-1 | 
compression pressure, This vir- | 
tually guarantees complete burn- 
ing of the mixture, thus giving 
the owner more power and better 
fuel economy. | 

I think the owner and prospective | 
owner would like to know what 
these pistons, combustion chamber | 
and machined head do for him and 
why they are so important in! 
developing a smooth-running, pow- 
erful engine. 

Autothermic means aluminum 
pistons with steel struts at the 
piston bosses. A steel band, in 
other words, takes over the ham- 
mering strain of operation, per-| 
mitting the most excellent 
characteristics of the aluminum to 
be used without penalty. Another | 
feature is that they fit the cylinder 
wall at operating temperatures. 

” * * | 

Plugs Are Tempted 
= stepped top of the piston is 
somewhat of a rascal because | 

it takes the combustion mixture 
and blows it across the spark-plug | 








electrodes in a tempting swirl at} 
high velocity. Like a hungry man 
smelling steak cooking, these plugs | 
just naturally eat it up—all of it. 

Exhaust valves are subjected 
to high temperatures, usually | 
much above 1,400 degrees F. in 
all gasoline engines, Engine 
trouble can come about because 
this high heat tends to reshape 
some of the cast iron in block 
and head as the result of hot 
spots. 

Mercury has eliminated any | 
chance of an unbalanced heat! 
condition by designing its 1958 
engine so no two exhaust valves) 
are adjacent. Exhaust and intake | 
valves are alternated, and when| 
you consider that the combustion 
chambers once located in the head 
are now eliminated, you have 
substantial reductions of heat in 
this danger area. 

The improvements are design) 
changes that are well worth the 
study of any prospective buyer 
because they mean better per- 
formance over a longer period of 
time. 


For instance, the internal exhaust | 


passages are shorter in this new 
engine, so there is less heat and 
less transfer of heat to the coolant, 
and both exhaust and intake pas- 
sages are bigger for better engine 


breathing. 
= > * 


Valve Train Improved 


Arancst every component of the 
valve train has been improved 
in the new design, which is highly 
important in view of the high- 
compression ratio. Hydraulic tap- 


|pets incorporate larger check 
| valves and larger orifices for more 
|quiet operation from 
| speed. 


idle to top 


The base circle of the cam- 
shaft has been increased to im- 
prove wear resistance. 

Intake and exhaust valves have 
> = 


* 


, 





| bigger 


| ratio 


|the oil 


aluminized heads for increasing 
durability and resistance against 
heat, and stems have been made 
in diameter so they'll be 
stronger. 

Valve springs are heavier, push 
rods are solid steel, and the rocker 
(lift) has been increased to 
better engine breathing. Rocker- 
arm supports are of aluminum with 
only four hold-down bolts. 

All reciprocating parts are posi- 
tively pressure-oiled at all times, 
even at the initial start of the 
engine on up to the highest speed. 


* * * 


Oil System Is Elaborate 


7 WOULD be impossible here to 
detail the new oil system, but 
pump draws oil through 
its screened inlet tube and forces 
it into the filter assembly. If the 
filter becomes clogged, a spring- 
loaded relief valve in the pump 
opens. This eliminates possibility of 
an obstruction to oil flow by the 
filter. 


From the center main gallery 
the oil is forced through metered 
holes in the crankshaft webs to 
the crankshaft bearings. The web 
around the bearing is slotted and 
allows continuous oiling of the 
bearing surfaces and camshaft 
journal surfaces. 

Oil then flows through the} 
slotted camshaft openings into} 
metered passages that lubricate| 


| main bearings and crankshaft main 


bearing journals. Oil is forced by| 
the front cam bearing to lubricate | 
timing chain, camshaft sprocket, | 
fuel-pump eccentric and fuel-pump | 
push rod. 

Add to this a new style water 
pump with a light-weight plastic} 
impeller, which has proved so dur- | 
able and efficient, and which pumps 


|80 g.p.m. at 4,000 r.p.m., and we 


have the reasons why the Marau- 
der engine runs at an even temper-| 
ature regardless of whether it is 


| 115 in the desert or 10 below in the 


snow belt. 
> 
Multi-Drive Transmission 
HIS new transmission is in addi- | 
tion to the conventional Merc- 
O-Matic with improvements. The 


| keyboard has six selector buttons. 


The button marked neutral-start 
puts the transmission in neutral in 
its first pushed-in position. Pushing 
all the way when the ignition key} 
is on starts the engine. 

The high-performance range is | 
used when repeated accelerating | 
performance, such as in city 
traffic, is required, and starts the 
car in low gear. Pushing the 
throttle down as far it will go | 
for fast acceleration, shifts the | 
transmission into low at speeds | 
below 30 or into intermediate at 
speeds below 70. 

Most normal driving is done in| 


|the cruising range, which I used 


except for trying out the buttons. | 









| This range is particularly desirable 
jon long trips, driving in the open 
|}country and for light city traffic. 
| This range provides a smooth start 
|}in second, but the two ranges can 
be alternated if desired. 

Hill control is another button 

(Continued on Page 48, Col. 1) 


Multi-Drive Keyboard— 


The keyboard of the new Mercury 
Multi-D rive automatic transmission is 
shown at the left. The park lever is 
underneath. The button below activates the 
automatic lubrication system. This occurs 
every time the ignition switch is turned on. | 





- : angen Sa eae 
Big M's Sitting Pretty— 

The 1958 Mercury has a lot of surprises for its new owner, according to L. H. 
Houck, Automotive News traveling correspondent, who reports that his test taught 
him “a lot of things | didn't know about Mercury.” 


Ree 





Save 25% to 60%...get 
faster delivery and 


MF 

guaranteed quality on: 
Pennants (flag, strip, panel, ' 
spiral and propeller) * Banners ; 

* Posters * Letter-Banners + * 
Vertical Pole Displays - ou 


Mobile Displays * Window Dis- 
play Letters + Plastic Spinners 


The Pratt Poster Co, is 


PRINTCRAFT BLDG. INDIANAPOLIS 4, IND. 


85 
VEHICLES 
IN AVERAGE FLEET 


The average fleet reached by 
TRANSPORT TOPICS oper- 
ates 85.4 vehicles. Most of 
these fleets—74% of them— 
are for-hire trucks hauling 
general freight, household 
goods, automobiles, food, 
milk, gasoline, chemicals, ; 
heavy machinery, oil field 
equipment. TRANSPORT ' 
TOPICS is the only weekly 
newspaper in a $6 billion 
truck fleet market. A.B.C. 
net-paid circulation 22,743 
(six months average ending 
December 31, 1957*) plus 
6,200 on Third Monday issue 
controlled list. 

*Subject to audit. 





Copy sent airmail on request 


@® 
Grausport Topics 


Washington 6, D.C. 


Here’s ALL YOU NEED to 
REPAIR your HYDRAULIC JACK! 








HYDRAULIC tic 
JACK REPAIR KITS & JACK OIL - 
Save Money—try a Jack-Pack ! 25 
No more big jack repair bills. e 
No more high freight charges. or 
Reet Lon No more long tie-ups eit 
RXe) 450 of equipment. ° 
jack WRITE FOR FREE FOLDER = 
pack Al: 
ORDER FROM MFG. COMPANY at 
2115 N. MARIANNA AVE. Lik 
YOUR JOBBER! 0S ANGELES 32, CALIF. 















AUTO-TURNTABLE 
Assembled in 30 Minutes 
For indoor — outdoor display 


Send for 
free folder. 


AMER- STAGE 
805 East 134 St. 
Bronx 54, N. Y. 


































Ups 
nt. 


FOLDER 


A AVE 
CALIF. 
















(Continued from Page 45) 


(8) Hardtop 4-dr., 
$1,325*, $1,270* 
Hardtop 2-dr., 
(8) station wagon, 
395, $1,225; Hardtop 2-dr., $1,370* 
(ps); 4-dr., 2 at $1,075; Main (8) 
station wagon, $1,235. 

5 Country Squire, 
(ps); Custom (8) 
125*; Custom (6) station wagon, 
285; Fairlane (8) 2-dr., $1,105*, 
100*, $1,025*, $1,020*, $800; 4-dr., 
$1,050*; Custom (8) 4dr., $1,000, 
$970*; Custom (6) 2-dr., $885*; Main 
(8) Ranch Wagon, $980; 4-dr., $715 


6 Fairlane 

(ps); 2-dr., 
dr., $1,225°; 
(ps); Custom 


$1,555° | 
(ps); 
| 


$1,500*, 
station wagon, 


$1,480* 
$1,- 
$1,- 
$1,- 


4 Main (8) station wagon, $950*, $775; | RAMBLER 


Custom (8) 2-dr., $675. 


'53 Custom (8) 4-dr., $475* (ps), $385. | STUDEBAKER 


MERCURY—’56 Hardtop 2-dr., $1,260* 
55 Monterey 4-dr., $1,200*; Custom 
Hardtop 2-dr., $1,050. 
"54 Sun Valley coupe, $775; Monterey | 
4-dr., $700; Custom 4-dr., $469. 
53 Custom Hardtop 2-dr., $395 | 
52 4-dr., $270°*. | 
50 4-dr., $145. | 
NASH—'57 Metropolitan 2-dr., $1,080. 
OLDSMOBILE—’58 (88) Super Hardtop 2-| 
ir.. $3,000* (ps) | 
57 (98) conv., $2,550* (ps); (88) Super 
Hardtop 2-dr., $2,250* (ps). 
56 (88) Super conv., $1,770; Deluxe} 
Hardtop 4-dr., $1,580*. 
’55 (88) 4-dr., $1,200*, $1,055°; Super 
4-dr., $1,175°*. 





Increase profits on 


pickup sales... 
mee ite). 


A 
WEIGHTLIFTER 


® 800 Ib. lifting capacity! 


$1,-| PLYMOUTH 


MERCURY 








® Easiest to install—completely 
“packaged”; attaches to frame 
with just four bolts; no plumb- 
ing or piping needed ! 

® Rugged box girder construc- 
tion for lifetime service! 


® Less dead weight — only 
285 Ibs. complete! 

® Fits any pickup—with regular 
or utility bodies; operates from 
either 6 or 12 volt battery. 

® Low cost—lists at only $395 
complete {f.o.b. Emeryville). 


Also manually-operated model 
at $248.50. 


Liberal dealer discounts. 


Write now for free literature; 
please address Dept. H6 


H. S. 
WATSON 
COMPANY 





1316 - 67TH STREET, EMERYVILLE 8, CALIF. 
1606 LASKEY ROAD, TOLEDO 12, OHIO 





’54 (98) Hardtop 2-dr., $1,080* 

’53 (98) Hardtop 2-dr., $690* (ps); 
Super 2-dr., $450*. 

'57 Belvedere (8) conv., $1,- 
750*; station wagon, $1,660; Savoy (8) 
4-dr., $1,520%; 2-dr., $1,500*. 

56 Savoy (8) 4-dr., $925*. 


(ps). 
(88) 






still are in top demand. Sold 52 cars 
out of 82 consignments. 
| BUICK—’55 Special conv., $925*. 
| °54 Special Hardtop, $580 
’53 Special conv., $300; RM 4-dr., $220* 
(ps). 
| °52 Super 4-dr., $125°. 
| CADILLAC—’53 (60) 4-dr., $750° (ps) 
CHEV ROLET—'57 Two-ten (8) 2-dr., $1,- 
150 
"56 Bel Air (6) 4-dr., $940°; Two-ten 
(8) 4-dr.. $940 
'55 Two-ten (8) station wagon, $1,050*°; 
Bel Air (6) Hardtop, $845; Delray (8) 
2-dr., $725 
"54 Two-ten 2-dr., $525; Delray 2-dr 
$520° 
*53 Bel Air Hardtop $475°*: Two-ten 
2-dr., $355 
DODGE 52 Meadowbrook 4-dr., $185*; 
Coronet 4-dr.. $165, $135*; Hardtop, 
$100* 
| FORD "56 Country sedan (8) station 
wagon $1.330°; Custom (6) 4-dr., 
$680, $645 
55 Fairlane Victoria Hardtop, $813; 
2-dr., $790°; 4-dr., $785; Town sedan, 
$745; Custom 2-dr., $745 
"54 Custom 4-dr., $400, $200°; 2-dr., 
$395 
‘53 station wagon, $625; 2-dr $410, 
$375; Hardtop, $355; 4-dr., $180 
"52 Hardtop, $385°*; 2-dr 220 


"55 Monterey 
"54 Custom 2-dr., $425° 
"53 station wagon, $520* 


Hardtop, $935°. 


"52 4-dr., $175 

NASH ‘54 Statesman Hardtop, $380* 
(ps) 

OLDSMOBILE—'55 (88) 4-dr., $830. 

| PLYMOUTH—’'55 Belvedere Hardtop, $635*. 

"54 Plaza 2-dr., $530; 4-dr., $340. 

"53 4-dr., $155 

| PONTIAC—'55 Chieftain 2-dr., $795°. 

| MISCELLANEOUS—'57 Metropolitan Hard- 
top, $1,030. 

LOS ANGELES 

Harold Henry's Los Angeles Auto Auc- 

tion. Sale every Tuesday. Prices are for 

sale of May 20 

BUICK—'57 Century station wagon, $2,- 

| 605° (ps), $2,450°; Riviera, 2,060° 
(ps), $2.025° (ps); Special Riviera, 
$1,850°, $1,565 

"56 Century Riviera, $1,475*. 

"55 Century Riviera, $1,285° (ps), $1,- 
055°; Super Riviera, $1,145° (ps) 2 
at $1,100° (ps); Special 4-dr.. $1,090° 
$895°; Riviera, $1,065° (ps). 

"54 Special Riviera, $890*; 4-dr., $500°; 
Century Riviera, $800°; 4-dr., $775°*; 
RM conv., $800° (ps) 

"53 RM 2-dr., $500° (ps), $290°; Super 
station wagon, $400°; 4-dr., $300; 
Special 4-dr., $410, $270. 

"52 Super conv., $260°. 

"51 2-dr.. $145 

"50 RM Riviera, $150°; Special 4-dr., 
$120°. 

OCADILLAC—'57 coupe de Ville, $3,985° 
(ps), $3,980° (ps), $3,920° (ps), §$3,- 
800°; (62) coupe, $3,485° (ps). 

"56 coupe de Ville, $3,030° (ps); sedan 
de Ville. $2,825° (ps); (60) 4-dr.. $2,- 
800° (ps); conv., $2,410° (ps). 

"55 (62) conv., $2,085* (ps); coupe, $1,- 
780° (ps); (60) 4-dr.. $2,070* (ps). 
"54 coupe de Ville, $2,190° (ps), $1,¢650° 
(ps); (62) 4-dr., $1,350° (ps); (60) 

4-dr., $1,230° (ps). 

"53 (60) 4-dr., $1,300° (ps), $1,135° 
(ps), $1,100° (ps); coupe de Ville, 
$1,095° (ps); (62) 4-dr.. $900° (ps). 

"52 coupe de Ville, $655* (ps); (60) 4- 
dr., $590°. 


"51 coupe de Ville, $535*, $490°. 
"48 (62) 4-dr., $195*; coupe, $155°. 


CHEVROLET—'58 Corvette, $3,225*; Bel 
Air (8) Impala conv., $2,850° (ps), 
$2,750° (ps), $2,600" (ps), $2,400*° 
(ps); 4-dr., $2,300° (ps), $2,225*: Bis- 
cayne 4-dr., $2,140° (ps); Delray 2- 
dr., $1,900°. 

"57 Corvette, $2,650°, $2,580; Bel Air 
Nomad, $2,100* (ps); Sport sedan, 
$1,935° (ps); Sport coupe, $1,910*, 
$1,850°, $1,790°, $1,755, $1,735; 4-dr., 
$1,765*; Two-ten (8) Townsman, §$2,- 
020°, $1,965*, $1,885* (ps), $1,870*; 
coupe, $1,760*°; 4-dr., $1,510°, $1,425°; 
One-fifty (6) 2-dr., $1,280; 4-dr., $1,- 
115. 

*56 Bel Air (8) Sport sedan, $1,490*; 
Sport coupe, $1,460*%, $1,435° (ps), 
$1,375; Two-ten (8) 2-dr., $1,300*; 
4-dr., $1,190*° $1,085°. 

"55 Bel Air (8) Sport coupe, $1,300* 
(ps), $1,275*, $1,225, 2 at $1,200*, 


$810; Bel Air (6) 2-dr., $835; Two-ten 
(6) 2-dr., $850; Two-ten (8) 4-dr., 
$825, $820*, $810*, $630; One-fifty (6) 
2-dr., $695; 4-dr., $535. 


’54 Bel Air coupe, $700; 4-dr., $675*; 
conv., $475*. 

"53 Bel Air Sport coupe, $650, $555*, 
$545* (ps), $495; 4-dr.. $545, $485* 


(ps), $405; Two-ten 2-dr., $435; 4-dr., 
$395; One-fifty 2-dr., $295. 

"52 4-dr., $320, $270. 

"51 2-dr., $255, $235; 4-dr., $245; coupe, 
$200. 


| 


55 Savoy (6) station wagon, $1,050. 
53 Cambridge 4-dr., $365*; Cranbrook 
4-dr., $300. 
PONTIAC—'56 Star Chief Hardtop 2-dr., 
$1,395* (ps). 
Star Chief conv., $1,320* (ps). 
54 station wagon, $890* (ps). 
"53 (6) °4-dr., $240 
’57 station wagon, $1,785*. 
’55 station wagon, $1,280, $1,190 
'56 President (8) 4-dr., 
$1,355*. 
*55 Commander 4-dr., $830*. 
MISCELLAN EOUS—’57 Hillman (4) 4-dr., 
$1,150 
’56 Ford %-ton pickup, $1,135. 
55 Ford \%-ton pickup, $840 | 
’54 Ford -ton pickup, $595; Wildfire | 
roadster, $1,355 
’48 Chevrolet Carryall, $140 
* * * 
BUFFALO 
Thruway Auto Auction. Sale every Tues- | 
day. Prices are for sale of May 20 
First Tuesday sale knocked over the 
pins at 68 percent. Clean sharp pieces 
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DODGE 


FORD 


HUDSON 


KAISER 
LINCOLN — ‘57 


MERCURY 


NASH 


PACKARD 
PLYMOUTH 


PONTIAC- 


WILLYS—’'55 Bermuda, 


CHRYSLER—’57 ‘‘300’’ club coupe, §$3,- 
330* (ps); Saratago Hardtop, $2,600* 
(ps), $2,490*° (ps). 


51 NY coupe, $120*, 


DeSOTO—’57 Firedome Sportsman, $2,135* 


(ps). 

’55 Firedome Sport coupe, $1,085*. 

’52 Sportsman, $205*. 

’57 Sierra station wagon, $2,050* 
(ps); Coronet 2-dr, Lancer, $2,035; 
sedan, 2 at $1,675°. 

’56 station wagon, $1,300*; 
Lancer, $1,190* 

55 Custom Royal 

’54 Royal (8) Diplomat, 

’53 Coronet sedan, $255*, 

’52 Coronet 4-dr., $135*. 

*51 Coronet club coupe, $175. 

'58 Thunderbird, $4,100* (ps), $3,- 
(ps), $3,970* (ps), 3 at $3,950* 
(ps), $3,885* (ps), $3,850° (ps); 
Country sedan, $2,510° (ps), $2,410* 
(ps); Country Squire, $2,405* (ps). 

’57 Thunderbird, $2,845*; Country sedan, 
$2,050* (ps), $1,985*, $1,955*, $1,950°, 
$1,935, $1,810*; Fairlane (8) 500 Vic- 
toria, $1,900* (ps), $1,895* (ps), §$1,- 
870*, $1,850*%, $1,710* (ps); Del Rio 
station wagon, $1,850*, $1,720*, $1,- 
720: club sedan, $1,750* (ps); Town 
sedan, $1,705*, $1,700*, $1,600°; Fair- 
lane (8) Victoria, $1,685*; sedan, §$1,- 
465*, $1,450°*, 2 at $1,425°; Custom 
(8) 4-dr $1,035* 

’56 Thunderbird, $2,475* 
$2,325*; station wagon, 
$1,440*, $1,400*; Fairlane (8) 
$1,365* (ps), $1,300* (ps), $1,270*° 
(ps), $1,250* (ps), $1,200*; conv., $1,- 
150°; 4-dr., $1,260° (ps), $1,075°; 
Custom (8) 4-dr., $1,130°; 2-dr., $680; 
Main (6) Ranch Wagon, $1,000* (ps); 
2-dr., $845 

’55 Thunderbird, 
$1,850* (ps); 
$1,125*, $1,120° 
$1.015*, $1,010°; 
Custom Ranch 
$785°*. $775; 4-dr., 
dr $650, $600 

"54 Crest conv., 
Wagon, $450°*: 

"63 Ranch Wagon, 
toria, $450°; 


Coronet (8) 
(8) 4-dr., $1,035°*. 
$450* (ps). 
$180*. 


995* 


(ps), $2,390°, 
$1,460* (ps), 
Victoria, 


$1,945*, $1,930, $1,900°*, 
Fairlane (8) Victoria, 
(ps), $1,115*, $1,095°, 
conv., $1,040* (ps); 
Wagon $995; 2-dr., 
$650; Main (8) 2 


$495°; 

4-dr., $375° 

$595, $575; Crest Vic- 

Custom 4-dr., $275* 

'52 station wagon, $475*, $405*; 
cony., $275: Victoria, $260; 
2-dr., $225: Main 2-dr., $210 

'51 sedan, $220. $215* 

Hornet Hollywood, 

4-dr., $700° (ps) 

'57 Southampton 
(ps) 

$2,475* 

$120 

Premiere 

(ps); 


Custom Ranch 


Crest 
Custom 





"55 $775°. 


55 Hornet 
$3,440° 

(ps). $3.350° 
56 Southampton, 
52 2-dr., 
57 $3,125° 
$2,895° 


coupe, 

(ps), $3,020* conv., 
(ps) 

"56 Premiere 4-dr., $2,300*° 
(ps); coupe 2,.200° (ps). 

"52 Capri 4-dr., $320°. 

"57 Commuter station wagon. 
$2,330° Turnpike Cruiser, $2,315°; 
Montclair coupe, $2,250° (ps), $2,245° 
(ps) $1.895° (ps): Monterey coupe, 
$2.230° (ps), $2.,025° (ps); 4-dr., $1,- 
875°, $1,.710°; Phaeton, $1,825°. 

"56 Montclair coupe, $1,400° (ps); 
terey coupe, $1,335*, $1,300° 

"55 Monterey station wagon, $1,390° 
(ps), $1,075*; coupe, $1,035°, $990°, 
$935°; 4-dr., §$895°; Montclair coupe, 
$845°* (ps), $805° 

"54 Monterey Sun 
coupe, $425° 

"52 Ambassador sedan, 
Statesman 2-dr., $185° 

"51 Statesman 2-dr., $165°. 

"S57 (88) Super conv., 
300° (ps): (88) Holiday, $2,100° 

"56 (98) Holiday, $1,830° (ps); 
$1,345° (ps); (88) Super Holiday, 
540° (ps): (8 Holiday, $1,530* 
2-dr., $1,135° (ps). 

"55 (88) Super Holiday, $1,400° 
$1.330° (ps), $1,215° (ps); (98) 
day, $1.390° (ps); (88) Holiday, $1,- 
190° (ps) 

"54 (88) Super Holiday 
(98) 4-dr., $1,070° (ps); 

‘S53 (88) Super Holiday, $465*, 

"52 4-dr., $185 

"S51 4-dr.. $255 

‘58 6 pass. Suburban, 
275°, $1,950. 

"S57 Fury, 2 at $2,150° 
$2,.015°, $1,905°; 
top, $1,830° (ps), 
Belvedere (6) coupe, 
club coupe, $1,660°; 
$1,440° 

"56 Belvedere 
vedere (6) 
4-dr., $995°; 

"55 Belvedere 
4-dr., $815°, 
$550. 

"53 sedan, $335, $285. 

‘S7 Star Chief Catalina, §2,- 
150° (ps); Chieftain Catalina, $1,850*° 
(ps), $1,795°, $1,790°. 

"56 Chieftain station wagon, $1,500*° 
(ps), $1,240°; Catalina, $1,205°; Star 
Chief Catalina, $1,425° (ps). 

"55 Star Chief Catalina, $975° (ps); 
Chieftain 2-dr., $755°; 4-dr., $740*. 
"54 station wagon, $§700°; Star Chief 

conv., $400*. 

"53 Catalina, $385°; $355; 
$340° (ps), $255. 


(ps), $1,740° 


Mon- 


Valley, $675° (ps); 


$270°; 


$2,- 
(ps). 


$1,- 
(ps); 


(ps), 


$1,100° (ps); 
2-dr.. $950°. 
$335". 


Suburban, 
Belvedere (8) Hard- 
$1,820°. $1,700°; 
$1,575°; Savoy 
4-dr., $1,500°, 


(ps): 


Bel- 
(8) 


(8) coupe, $1,090°; 
coupe, $1,060; Savoy 
Plaza 4-dr., $775 
(8) coupe, $&850*; 
$705; Plaza (6) 


Savoy 
4-dr., 


conv., sedan, 


STUDEBAKER — '54 Commander station 


wagon, $555°. 
"53 Commander Starliner, $580°, $495°*, 
$395; Champion coupe, $475°, $365°. 
$580°. 
"52 2-dr., $230°. 


MISCELLANEOUS —'58 Ford Ranchero, 


$1,905*; Isetta coupe, §675; MG coupe, 
$2,135°; Opel 2-dr., $1,650. 

’57 Ford Ranchero, $1,790*° (ps), $1,- 
770, $1,700; %-ton pickup, $1,240; 
F-250, $975; Anglia 2-dr., $960; Austin 


Healey, $2,060*; Hillman Minx conv., 
$1,350; 4-dr., $1,230; Renault Dau- 
phine, $1,225; Simca 4-dr., $1,105; 
Sunbeam Rapier, $1,600; Volkswagen, 
$1,565. 

'56 Dodge %-ton pickup, $760; Ford %- 
ton pickup, $860, $810, $805; Lioyd 


conv., $400; Renault 4-dr., $725; Simca 
4-dr., $745; Triumph, $1,710; Volks- 
wagen 2-dr., $1,375, $1,005. 


*55 Chevrolet %-ton pickup, $785, $650; 
Dodge %-ton pickup, $625; Ford \%- 
ton pickup, $835*, $750; Hillman 


Husky, $625; Sunbeam Alpine, $975; 
English Ford station wagon, $340. 
*54 Chevrolet %-ton panel, $385; Humber 
Hawk, $180; Jaguar conv. $1,260. 
"53 Dodge %-ton panel, $190; GMC 2\- 
ton flatbed, $900. 
* * * 


— Auctions in Brief — 
MANHEIM, PA. 


Manheim Auto Auction. Sale every Fri- 


day (May 23). Prices and demand strong. 
All 


years sold well this week. The older 
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$2,-| 


| 


4-dr., | 


Holi- | 


cars through '52 and the ’55s sold best. | 
’58s sold well this week. Sold 85 percent 
of 577 cars registered. 

* * * 


BORDENTOWN, N. J. 
National Auto Dealers Exchange. | 
every Wednesday (May 21). Quality and| 
quantity still increasing. Early model cars 
still at an alltime high, with later models 
strong. New ‘‘write your own check’’ reg- 
istration forms next. Sold 79 percent of 
469 cars registered. 
* * * 
NEW YORK CITY 
Skyline Auto Auction, Sale every Tues- 
day (May 20). Sale was a sizzier here this 
week as sales climbed up to the 80 percent 
mark once again. No sign of the used car 
market softening in this area, Clean cars| 
bringing top dollar. Sold 111 cars from 129) 
consignments, } 


Sale| 


* * * 


WAREHOUSE POINT, CONN. 
Southern Auto Sales, Inc. Sale every 
Wednesday (May 21). Coupled with a nice 
sunny day and many dealers in need of 
cars we had over 80 percent of the units 
consigned sold. You make money from 
turnovers not holdovers, 
* * * 
CHICAGO 
Greater Chicago Auto 
every Thursday (May 22). 
from 526 consignments. 


| Mintz Cited— 


Nelson K. Mintz, right, president, Nel- 
|son K. Mintz (DeSoto-Plymouth), New 
| Brighton, N. Y., receives the DeSoto 

Sale “Quality Dealer” award from S. E. Bren- 

cars : 
nan, DeSoto New York regional manager. 

PP | Simultaneously, Mintz was presented an 
INDIANAPOLIS lanniversary award for 25 years of as- 
Ken Schaefer Auto Auction, Inc. Sale| sociation with DeSoto. Mintz is the third 


every Thursday (May 22). Consignment . : . 
; y iv 
good. Market steady. Older models slightly | dealer in the New York region to receive 
the dealer award. 


higher. Sold 76 percent of cars consigned. 





Auction. 
Sold 337 
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The Man Behind the Wheel ; is 





Sales Testing the New Models 


(Continued from Page 46) 


which provides extra pulling power 
by shifting the transmission 


for driving through deep sand, 
mud, snow or when climbing or 
descending steep grades. 

= * > 


Answer to Complaints 


C IS the answer to the complaint 
heard sometimes about a trans- 
mission that shifts up when you 
don’t want it to. When used from 
a standing position this hill con- 
trol will not upshift from low but 
it should not be used at speeds 


Capitatist 


Sh e7: Agr cultura 


| 


above 30 m.p.h. When used at| mechanical device that operates to 
speeds above 25, it will shift to| make the brake adjustment during 


into| second. When the car drops to 25|a reverse movement if such ad- 
manual low. This is a fine thing|it shifts down again to low. 


justment 
many a dollar for the owner. 


It is impossible for this device 
to overadjust and thus cause undue 
wearing of brake lining. The 
amount of adjustment during re- 
verse movement is only .0005 on 
the vehicle is in motion. each brake shoe and this only takes 

There are a lot of things to tell | place as allowed by lining wear. 
about the new 1958 Mercury. It is| Inspection of brake drums is sched- 


The park bar located at the 
bottom and under the keyboard 
provides a positive gear lock for 
the transmission and like all 
automatic transmission parking 
gears should never be used when 


| 


| 
| 
| 


is needed. This saves)! 


without question the finest Mercury| uled and recommended only after | 


ever produced. 16,000 miles 
Here are a few: Se. © @ 


| Self-adjusting brakes. This is a New Hydraulic Pump 


OWER Steering. This 1958 in- 

corporates a new balanced 
vane-type hydraulic pump, mounted 
on the engine crankshaft and se- 
cured to the front of the engine 
block, The hydraulic pump reser- 
voir is not integral with the pump 
and is located in a convenient spot 
near the top of the right bank for 
easy checking and filling. This 
type pump runs smoothly without 


apital per 





By John K. Teahen Jr. 


Staff Writer 


DETROIT.—Don McCullagh, Inc., 
the “World’s largest Chevrolet 
dealership under one roof,” was sold 
because its owner could not get 
enough new cars to operate as he 
wished. 


“Our allotment was cut to 300 
cars a month at the beginning 
of the 1958 model run,” Don 
McCullagh told Automotive News 
last week. “That wasn’t enough 
to take care of our customers, so 
we decided to get out.” 

McCullagh and Lynn Wertz, gen- 
eral manager of his organization, 
now are concentrating on their 
leasing business. The East Side 
Detroit dealership was sold last 
month to Richard R. Shalla, for- 
merly general sales manager, and 
is doing business as Shalla Chev- 
rolet, Inc. 

McCullagh emphasized that his 
relations with Chevrolet have al- 
ways been excellent and that he 
bears no ill will toward the factory. 





Quantity 
PRODUCTION 
-_ 4 t a rs ; . 
GREY#IRON GASTINGS 

ONE OF THE NATION'S 
LARGEST AND MOST-MODERN 
PRODUCTION FOUNDRIES 
laa hae eto kd 


FOUNDRY - DIVISION. 


rasa 


CHATTANOOGA 





He feels that “pressure brought 
by the Detroit Chevrolet Dealers 
Assn.” resulted in the curtailment 
of his factory allotment from 750 
cars a month during the halcyon 
days of 1955-56 to the 300 he was 
offered this year. 

“The factory told me,” he said, 
“that in the interest of harmony 
among dealers, it would rather have 
many dealers of about the same 
size than one dealer so much 
|larger than the rest.” 
McCullagh’s operation was big. 
In 1955, he sold 9,162 new cars 
and upped the total to 9,528 in 
1956. He estimates that he pur- 
a chased about 350 cars from other 


following year. 


ship under one roof.” Don Allen 
ships in several cities. 

The 750 cars a month the firm 
was allotted in 1955 and 1956 in- 
cluded about 


|only, with a separate quota for 
ar rs fleet and leasing purchases. 
McCullagh said other dealers 
began complaining about his op- 
eration late in 1955 and that his 
allotment was cut to 500 cars a 
month at the beginning of the ’57 





Arkansas Dealers Meet 

RING PLANTS In Hot Springs in October 
o TENNESSEE LITTLE ROCK, Ark.—The Ar- 
> kansas Automobile Dealers Assn. 
will hold its annual convention 
Oct. 25-27 at the Hotel Arlington 
in Hot Springs. 

The group will attend the 
Arkansas-Mississippi football game 
in Little Rock prior to the opening 
session. 


dealers in 1955 and about 500 the | 


Those totals made McCullagh the | 
|“world’s largest Chevrolet dealer-| 


sells more cars, but he has dealer-| 


125 for fleet sales, | 
McCullagh said. The 300-a-month | 
figure for 1958 was said to be retail | 








Pe 





“What's in it for me for bird- 
dogging some deals for you?” 





the usual pulsations of ordinary 
pumps. 

Fuel Pump. Here at last is a 
fuel pump mounted where you 
can get at it—on the top portion 
of the engine front cover. 
Generator. Three different gen- 

erators are used on the Mercury 
depending on the model. The one 
I had was equipped with a 15-volt, 
35-ampere (that’s 525 watts) gener- 


model run. He sold 6,498 new cars 
during the 1957 calendar year. 

Questioned about the current 
auto market, Wertz remarked, “If 
they’d send us 1,000 cars a month 
today, we'd sell them.” McCullagh 
agreed. 

Replying to charges that his firm 
had bootlegged a goodly number of 
its new units, McCullagh declared: 
“We could sell more cars at retail 
than the factory gave us—why 
should we bootleg them?” 

He said “there never was a 
month that I didn’t ask for more 


7 Share Contract 


In New Mexico 


SANTA FE, N. M.—Seven auto 
dealers are sharing an order for 
77 cars for 17 State agencies. The 
order totals $95,661.73. 


Accounting for more than half 
the order were the highway depart- 
ment, 21 cars; the revenue bureau, 
12, and the State engineer, 11. 
Cars purchased were Fords, Chev- 
rolets, Plymouths and Dodges. 

Sharing in the order were Jack 
Kennedy Motors, Demming; Valley 
Chevrolet, Roswell; Sanco Motors, 
Santa Fe; Santa Fe Motors; Guy 
Chevrolet, Artesia; Clayton Auto- 
motive, Clayton, and Frontier Ford, 
Albuquerque. 





self-liquidating inventory. 


No construction or building experience needed. 


Factory experts in sales, engineering and construction assure 
your success—guide you on every step to big-money profits 
in America’s great new boom industry! 


You owe it to your own future to get the facts. Write, tele- 


phone or airmail: 


Esther Williams 
President 


ESTHER WILLIAMS SWIMMING POOLS 


188-72 E. Post Road, White Plains, N.Y. 


Choice dealerships, agencies and a few select distributor- 
ships are money-making “naturals” for sales-minded men 
with automotive or other big-ticket background. .. because 


ESTHER WILLIAMS SWIMMING POOLS 
are No. 1 in THE INDUSTRY! 


Only capital requirement is low investment for fast-moving 


ator. Air conditioning rates a 40- 
ampere generator. Voltage regula- 
tors correspond to the amperage 
and are so marked. 

Seat-O-Matic. This is a clever 
arrangement by which each person 
using the car can dial his best 
seat position and it solves the 
problem of a big husband and a 
small wife or vice versa. 


This control on the dash consists 
of two dials in one, each position 
numbered and lettered. When the 
ignition is turned off, the scat 
| goes back to zero. 
| * * * 


| Seat Is Ready for Driver 


| HEN the ignition switch is 
turned on, the seat immediately 
assumes the position called for on 
the dial. For instance, the husband 
might set his seat at D-3. His wife 
might like C-2. When the husband 
gets in he looks at the seat dial 
and if it is not on his combination, 
he merely dials D-3 and the seat 
assumes its accustomed position. 
Whether a prospect wants to buy 
now or wait a while, he will miss 
an interesting and valuable ex- 
perience if he does not take advan- 
tage of the salesman’s invitation to 
try out this superb, interesting and 
newly designed Mercury. Find out 
about the Big M as I did from 
behind the wheel. 


Volume Dealer Tells Why He Quit Chevy 


cars than the factory gave us,” 
adding that that dated back to 
1949, when he opened the dealer- 
ship. 

McCullagh smiled when asked if 
he ever had stationed salesmen 
near other dealerships to take the 
license numbers of shoppers. “We 
never did that,” he said, “but we 
did try to make every customer a 
goodwill ambassador for us.” 

Turning to their present plans, 
McCullagh and Wertz said they 
hope to become the biggest leasing 
operators in the world. 

Wertz commented, “I don’t think 
anybody has 20,000 cars under 
lease,” and McCullagh added: 
“Then that’s our goal—20,000 cars. 
When we hit that, we'll set another 
goal.” 

McCullagh entered the leasing 
business in 1950, but by the end of 
1955 he had only 500 cars under 
lease. Last week, the total stood at 
3,763 units of various makes in the 
U. S. and Canada. 


The organization has three leas- 

| ing firms—Don McCullagh Leas- 

ing, a sole proprietorship; General 

Car Leasing, Inc., and Continental 
Leasing of Canada, Ltd. 


McCullagh said he has no plans 
to enter the imported-car field. “I 
think it’s a fad,” he said, “and I'm 
sure that most people want the 
comfort, appearance and safety of 
an American car.” 
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(Continued from Page 8) 


such an itemizing might help to 
get the excise reduced or wiped 
out. 

Jacobson said Chrysler’s position 
remained that the issue was “the 
dealers’ problem.” 

* * aa 
HEN Busby rose to the attack: 
BUSBY. How is that handled at 
the present time? Do you lump 
this in with other charges? 

JACOBSON. It is lumped in with 
the delivery and handling which is 
handling, transportation and excise 
tax, and the dealers know exactly 
what it is. 

Eprror’s Note: Norton’s earlier 
statement to the contrary. 


BUSBY. It is handling. 


JACOBSON. Handling, 
delivery and excise tax. 

BUSBY. This does not include 
the cost of the transport truck, 
does it? 

JACOBSON. Oh, yes. 

SMITH. No. (J. Paul Smith, 
Chrysler Corp. attorney who ap- 
peared with Jacobson.) 

BUSBY. In other words, the 
freight charge is not in there; is it? 
SMITH. No; it is not in there. 
BUSBY. What are the charges in 

there? 

JACOBSON. 


and excise tax. 
: > > 


delivery 


Delivery, handling 


USBY. What makes up the de-| 


livery and handling part of the| which in turn deals with S-P.) 


charge? 

SMITH. What is ir that cost? 

BUSBY. The “delivery and han- 
dling” part of the “delivery, han- 
dling and excise tax” charge? 

At this point, Smith offered an 
explanation of “delivery and han- 
dling.” He said it eT re- 







MASTER 


| MOTOR MASTER PRODUCTS COFP. 
BOX 96., DEFIANCE, OHIO 
| UNDERSTAND | CAN MAKE MORE 
WONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
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flected extra costs on cars shipped 
by rail, such as “staging, decking 
and a lot of other things.” 

“Today,” Smith added, “it is a 
more or less vestigial remnant of 
that practice of separating out 
those special charges which had 
to be charged by the manufac- 
turer since the dealer himself 
was paying the cost of the 
freight.” 


The situation grew more obscure 


technical 


with the testimony of Hufstader | 





Daimler Official 
Denies Reports 


Of Split with S-P 


LOS ANGELES.—H. T. Mueller, 
export-sales director of Daimler- 
Benz, Stuttgart, Germany, denied 
reports his firm is planning to sever 
connections with Studebaker- 
Packard Corp., U. S. distributor of 
Mercedes-Benz cars. 

“We are quite satisfied with 
Studebaker-Packard’s handling of 
Mercedes cars and expect to con- 
tinue under terms of the original 
15-year contract,” Mueller said on 
a visit here. 

(Actually, Daimler-Benz’ contract 
is with Curtiss-Wright and 
Daimler-Benz, Inc., a U. S. firm 


Mueller has been in the U. S. 
since March 10, negotiating with 
S-P officials on the handling of 
orders, renewal of dealer contracts, 
brokerage and other problems. 

Mueller said the U. S. now gets 
from 8 to 10 percent of Mercedes 
production, with last year’s sales 
estimated at 8,600 units. 

“We'll continue expanding in the 
U. S., appointing only dealers we 
can supply with cars and who are 
located so they can make money,” 
Mueller said. 

In spite of an increasing demand, 
Mueller added, Daimler-Benz does 
not plan to step up production. He 
said the firm intends to maintain 
its yearly quota of 100,000 units, 
“while keeping quality as high as 
possible.” 

He said buyers’ choices vary 
widely in different parts of the 
U. S. In Southern California and 
Florida sports models are tops, he 
said, while the more expensive 300D 
and 220S sedans are big favorites 
in New York. 
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@ Cash in on all of the booming hitch 


Now! 


business by adding our profitable new 
line of HEAVY DUTY HITCHES FOR 


HOUSE TRAILERS AND HORSE 


HEAVY 


TRAILERS (guaranteed up to 5000 Ibs. 


G.W.) Like Custom Built “one-and-only” 


DUTY 
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DRAW-TITE CoO. 


STARKE 34, FLA. 


BELLEVILLE 25, MICH. * 


FINEST HITCHES 


Draw-Tite Boat and Utility Trailer 
Hitches, these new heavy duty models 
are compact. 
Write for information TODAY for your 
make of cars. 


. easy to install... safe! 


NATIONALLY ADVERTISED 





FULL DEALER 
INFORMATION — 
WRITE 





& COUPLERS FOR BOAT & UTILITY TRAILERS 


| wouldn’t be—.” 


| 


and GM Assistant Counsel A. F. 
Power. 

* * aa 
UFSTADER’S | statement, by 
reason of omission, cast a neg- 

ative vote for itemizing the excise. 
The subcommittee asked the GM 
vice-president why he did not want 
the excise and delivery charge | 
listed separately. 

“The Internal Revenue Code | 
states that whenever you use the 
word ‘Excise,’ you have to use the| 
precise tax on each individual | 
automobile.” Hufstader said. 

“To accomplish that is a gigantic 
problem because of all! 
|the variations and combinations) 
that go into making up an auto- 
mobile, and also the fact that with 
| the excise tax is figured the tire 
| weight tax, so the excise tax is 
|computed by us on an average 
basis as closely as we can follow it. 

“For example, the inbound 
freight is involved in that, and 
we do not know what that is 





actually until the end of the 
month. So we average it on ex- 
perience.” 

What, asked Monroney, does 
“EOH” mean at GM? 

“Excise overage haverage” was 
the reply. Hufstader said “have- 


rage” is an old English insurance 
expression meaning reimbursement. 
Monroney asked Hufstader 
whether the EOH included the 
“staging” and “decking” charges 
that Chrysler Attorney Smith cited. 
The witness said GM did not. 
“It is as close an average as can 
be worked out, very carefully cal- 
culated, and a very complicated 
problem,” Hufstader said. 
= > = 
ONRONEY asked MHufstader 
what precise term could be 
used on price stickers to reflect 
the EOH charge. The Senator sug- 


gested, “Approximate taxes.” 
Hufstader came up with “ap- 
proximate reimbursements” and 


said such a breakdown on each car 
would cost Chevrolet alone a mil- 
lion dollars a year. 

Power chimed in that excise 
tax amounts might be different 
on two identical models origin- 
ating from different plants. He 
said GM had no objection, how- 
ever, to an itemization of the 
suggested delivery and handling 
charges. 

Monroney suggested that excise 
taxes be separated on all acces- 
sories. 

“It would be very complicated,” 
Hufstader said. 

° > = 

Y THE time Ford Vice-President 

Walker A. Williams took the 
stand, accompanied by Associate 
Counsel Richard B. Darragh, the 
subcommittee was understandably 
reluctant to renew the excise in- 
terrogation. And the Ford wit- 
nesses were less than eager to vol- 
unteer their opinions. 

The Republican member, Senator 
Frederick G. Payne, Maine Repub- 
lican, told Williams that he favored 
telling the public what it paid in 
hidden taxes. 

All Williams would say was 
that the dealers hoped to rally 
public support for an excise cut- 
back by putting the amounts 
on the stickers: He said that 
Ford had not taken a position on 
excise itemizing. 

Payne declared that “of course,| 
the excise tax appears on your 
billings anyhow, so as far as the 
extra work is concerned, there 

“It isn’t the work,” Darragh in-| 
terrupted. “There is another side 
of the coin.” 
* os * 

HAT concluded the matter of 

whether the price stickers 
should itemize excises. A Ford 
spokesman said last week that the) 
company still had not clarified its | 
position to Congress. 

S.3500 has been sent to the 
House without a requirement for 
itemizing “excise tax,” “EOH,” de- 
livery and handling charges or 
what have you. 

The Senate subcommittee’s re- 
port on the bill ignored the sub- 
ject. 

No end of the “EOH enigma” is 
in sight. 





Vulcan Expands Drum Output 

BELLWOOD, Ill. — Vulcan Con- 
tainers, Inc.. announced it has 
added new open-head grease 
drums and 15-gallon open and 
tight-head drums with the new 
universal diameter of 13-15/16 
inches as a production standard. 
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BUICK 
PMP 3856 


CHEVROLET 
PMP 8040 
PMP 8041 
PMP 8710 


1949, Series 50, 70, Super, Roadmaster 
1950-52, All: 1953, Series 40; Special 


49-52 Pass. except Conv. Standard Shift 
50-53 with power glide-except Conv. ......... 
Truck 1950-56, 6-cyl., 2-2 Ton, All GMC Treck, 1950- 
53, 6-cyl., Y2-% Ten, FC 100, FC 150, 100-22, 150-22, 
P150-22 

54-57, 6 & 8 cyl., Pass. 
except Conv. & Duals 





PMP 8989 and Station Wagon 


5230 
5231 
5232 
5233 


All Models . 9.10 
. 11.60 

a Station 

11.60 

9.10 


49-53, 6 & 8 Cyl., All Models 1954, 6 Cyl., 
Fairlane, 55, 56, All Models 

1954, 8 Cyl., All Models 

55, 56, 8 Cyl., Except ee Conv. 
Wagons 

Truck, 1948-53, 6-8 Cyl., 


PMP Yo-2 Ton, all os 


5260 


PMP 6230 . 10.64 


PMP 6233 


1949-51, 8 Cyl., All Models 


1956, 8 Cyl., Custom & Medalist 2 Dr. Sed., Cust. 
4 Dr. Sed. & Hardtop, Single Exhaust ....... 


1956, 8 Cyl., Montclair, Monterey, Dual Exheust sys.. 
1955, 8 Cyl., MC Custom Single Exhaust System ....... 
1955, MC, Montclair, Monterey Dual Exhaust System... 


PONTIAC, 1934-54, All Models 
KAISER, 1946-47, All Models 
FRAZER, 1947-48, All Models . 


PONTIAC, 1955, All Models . 


1952-56 8 Cyl., Series 605, 4 Dr. Sed. 
Series 62 All (Rear) 


. 16.36 
. 16.36 
. 16.36 
16.36 


PMP 6234 
PMP 6235 
PMP 6232 


PMP 3159 


PMP 6236 


PLYMOUTH 
PMP 2279 


PMP 2281 


1954 8 Cyl, MB (Exc. Monterey Conv.) 160 HP .......... 


1955-56 (8) Single, Exc. Conv. . 

DESOTO, 1956 (9. Seeteme, | S-24, Firefiite and Estate 
Wagon, Factory 

DODGE, 1956 (8), 063-1, D-63-3, Coronet, Cust. Royal, 
Royal Lancer, Exc. Conv., factory duals 
PLYMOUTH, 1956 (8), P-29 Plaza, ou Belvedere, 
Exc. Conv., Factory equipped duals : 
PLYMOUTH, 1949-56 (6), Exc. Conv. Cpe. 

DODGE, 1949-56 (6), Exc. Roadster 

Conv. Cpe. & 8 Pass. Sedan 

DESOTO, 1949-52 (6), Exc. Conv., Cpe. 

& 8 Pass. 
CHRYSLER, 


Sedon 
1949-52 (6), Exc. Conv., Cpe. 
& 8 Pass. squsncenvndnasuensecses 


Sedan . 
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sp PARTS CORP. 


BROOKLYN 12, NEW YORK 
Slocum 6-8501 


All Prices F.O.B., N. Y. 
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1146 EAST NEW YORK AVE. 
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Heeded .. . 





GM Kills State Sales Subsidies 


(Continued from Page 1) 


considerations have been over- 
emphasized and some underempha- 
sized, 

“In addition there have been un- 
desirable consequences, such as 
periodic and local deterioration of 


Proven Methods 
Foster Success, 


Briggs Says 


NEW YORK.—Auto dealers are 
learning how to operate success- 
fully in the current economic 
climate and are laying the ground- 
work for a much sounder type of 
retailing than they have had since 
World War II, a Chrysler Corp. 
executive said last week. 


C. E. Briggs, general manager of 
Chrysler division, made this obser- 
vation here at a dealer business 
forum sponsored by the corpora- 
tion. 


Dealers operating profitably, said 
Briggs, are those who practice 
time-proved selling methods and 
who emphasize customer relations, 
service and used-car reconditioning 
and merchandising. 


“We are returning to the funda-| 
mentals of automobile retailing that | 
have worked well in the past,” 
Briggs said. “I am optimistic about 
the future of our business and I am 
very confident of the long range 
outlook.” 

Successful dealers, he said, are| 
relying more on service revenue| 
than in recent years, with the) 
result that they are in a better| 
trading position with their new-car| 
customers and better equipped to| 
provide service for those customers. | 

Briggs expressed the belief that) 
the current strength of the used-car | 
market, amounting to a real short-| 
age of good used cars in many 
areas, is one of the favorable signs | 
for the months ahead. 

Panel members in the New York) 
forum were: C. H. Jefferies, Cam-| 
den, N. J.; C. G. McKimmie, Rich- 
mond, Va.; Joseph Levy sr., Chi- 
cago; S. J. Rieger, San Antonio; 
Jerome H. Schmitt, Bowmansville, 
N. Y.; Jim Murphy; Elizabeth, N. 
J.; George H. Harger, Los Angeles; 
C. L. DuQuaine, Madison, Wis., and 
Charles J. Wittey, Bismarck, 
N. D. 


Buffalo Dealers 
Elect Echtenkamp 


BUFFALO. — Martin J. Echten- 
kamp, president of D & E Motors, 
has been elected president of the 
Buffalo Automobile Dealers Assn., 
succeeding Chaster G. Daetsch, 
president of Hill Garage. Other 
officers are Gilbert M. Tinney, 
Tinney Cadillac Corp., vice- 
president; Anthony J. LaMastra, 
Great Lakes Motor Corp., secretary, 
and Ward M. Klepfer, Klepfer 
Bros., Inc., treasurer. 

Named directors for three-year | 
terms were Klepfer, Joseph C.} 
Plosezcyzca, Broadway Transit 
Motors; Lester H. Weigel, Weigel- | 
Manz Pontiac, and Ervin J. Wolf, 
Wolf Motor Sales Corp. 

A four-member panel of dealers} 
discussed “Business and Sales Man- 
agement” at the meeting. Partici- 
pating were Charles Archer (Ford), 
Rochester, N. Y.; Lawrence E. 
Herron (Lincoln-Mercury), Wil- 
liamsport, Pa.; Donald McIntyre 
‘(Oldsmobile), Detroit, and David 
L. Blaushild (Chrysler-Plymouth), 
Cleveland. 


Felix Closes Out 
Oldsmobile Deal 


NEWARK, N. J.—Dan T. Felix, 
who organized Dan Felix Oldsmo- 
bile, Inc., here in December, 1955, 
closed the dealership last Saturday 
(May 31). 

The move, he said, was effected 
by mutual agreement with Oldsmo- 
bile as a result of a comprehensive 
appraisal of the retail auto market 
in the Newark area by the distri- 
bution staff of General Motors. 

Felix said he was negotiating for 
another dealership in the Newark 
area. 








| group in general accepted continu- 


values of late-model used passen- 
ger cars as well as confusion and 
misunderstanding as to the whole- 
sale and retail pricing of new pas- 
senger cars.” 
* 

HE matter was discussed at the 
February meeting of the Gen- 
eral Motors President’s Dealer 
Advisory Group, Curtice said, and 
although opinion was divided the 


* * 


ation of the existing practice. 
However, Curtice said in his 
letter that the original practice of 








Clint F. Coons 
. heads Missouri dealers 
= * 


> 


At Mo. Convention .. . 





Factory Retailing Hit 


KANSAS CIT Y.—A resolution 
protesting factory sales to govern- 
ment agencies at below dealer 
cost was approved at the annual 
convention of the Missouri Auto- 
mobile Dealers Assn. 

In a discussion of dealers’ finan- 
cial woes, Vincent T. McMahon, 
St. Louis, MADA president, said: 

“I feel that people, despite sub- 
stantial savings in the banks, 
are waiting for things that aren’t 
being done. I mean such possible 
moves as an understanding on 
suggested car prices, elimination 
of the excise tax and a steady 
interest rate on car financing.” 

If the consumer received some 
assurance of favorable action on 
these matters, a new wave of buy- 
ing would follow, he said. 

“The automobile business still is 
the most attractive in the nation, 
with everyone—from teen-agers on 
up—as prospective customers,” 
McMahon continued. 

Jerry A. Smith (Buick), Kan- 
sas City, was moderator of a 
dealer panel on profits. The con- 
census was that dealers should | 
not sacrifice any chance for a | 
reasonable profit to quantity | 
turnover. 

John Inglish, assistant State) 

attorney general, discussed Mis-| 
souri’s loan laws. He said appro- 
priate legislation could eliminate 
any doubt as to whether interest 
rates are usurious. 

Clint F. Coons, St. Joseph, was 
mamed to succeed McMahon as 


U S. Steel to Use | 


Aluminum Coating 


PITTSBURGH. — Plans to enter 
the aluminum-coated steel sheet 
market were announced by Richard 
F. Sentner, U. S. Steel Corp.’s com- 
mercial executive vice-president. 

He said production of aluminum- 
coated sheets will follow a facility 
modification program at U. S. 
Steel’s Irvin Works near Draves- 
burg, Pa. . 


| 








suited for mufflers and tailpipes. 


' 
> 


former years “has not been tested 
in this 1958 market.” 

Accordingly, he said, the current 
action was taken “after weighing 
all the factors and recognizing that 
market conditions are an impor- 
tant factor in the determination of 
sales and distribution practices.” 

Curtice’s comments on the 
effect of subsidized sales on the 
used-car market and on the re- 
tail pricing structure were in 
line with complaints of dealers 
who have denounced the practice. 

Two of the most presistent foes 
of cut-rate sales have been the 
state associations in New York} 
and Pennsylvania. Among the 
dealer groups that joined in the 
protest were those in Maine, Indi- 
ana, Louisiana, Connecticut, Utah, 
Northern California, St. Louis and 
Seattle. 

+ * * 
M’S DECISION to continue} 
handling sales to Federal Gov-| 
ernment units probably will not} 
meet with too much resistance in 
dealer circles. 


The dealer groups have been 
chiefly concerned with the annual 
turnover of one-year-old cars, 
while the General Services Ad- 
ministration, the Federal pur- 
chasing agency, keeps its cars 
for six years or 60,000 miles. 

GSA says it takes care not to 
upset local used-car markets in 
replacing its units, and an agency 
official told Avtomotive News 
recently that the average age of 
a replaced Government vehicle ac- 
tually is more than seven years — 
“far beyond the point of economic 
replacement.” 





president. Other officers are Smith 
and C. A. Gilbert, St. Louis, vice- 
presidents; J. M. Allton, Columbia, 
treasurer, and James A. Gorman, 
Jefferson City, reelected executive 
vice-president. | 
Seattle Group Likes | 
Friday-Night Hours 
SEATTLE.—A group of automo- 


| bile dealers in the area of Broad- 


way and Capital Hill reported that 
Friday night openings have proved | 
successful. They started the pro-/| 
gram early in May to tie in with | 
the trend of major downtown re-| 
tailers to remain open one evening | 
a week. 

The dealerships involved are 
Riach Oldsmobile and Riach Ram- 
bler Co., Lee Moran Co. (Lincoln- 
Mercury), L. E. Belcourt Co. 


(DeSoto-Plymouth), Hahn Chrysler- 
Plymouth Co., Central Pontiac, Inc., 
and Davies Chevrolet Co. 






Reuntree Sigas with Goliath— 





| Planning Service Industries Show— 


Representatives of automotive service industries met in Chicago to plan for the 


| 1959 International Automotive Service Industries Show. The exhibit will be held 


Feb. 18-21 at Chicago's Navy Pier. Members of the Joint Operating Committee are, 
from ‘eft, Hub Erickson jr., Ruth Hall and Dora Scheilz, of A. B. Coffman Associates; 
J. B. Dempsey, Thor Power Tool Co.; J. C. Parker, Sharpe Automotive Supply Co; 


| Virgil C. Smith, Auto Parts Co.; R. W. Miller, P & M Accessory Co.; John M. Wells, 
| Ingersoll-Rand Co., committee chairman; Joe Fischer, Auto Parts & Gear Co., vice- 
| chairman; M. W. Bazner, Ammco Tools, Inc.; Don H. Teetor, Perfect Circle Corp,; 


William H. Teeters, Pittsburgh Auto Equipment Co.; T. Lipschultz, M & L Motor Supply 


Co., and Victor B. Day, Bear Mfg. Co. 


Price Stickers Endorsed 


Before House Group 


(Continued from Page 3) 


route,” Williams continued. “The 
competitive nature of the automo- 
bile business and other factors, 
however, have made it impractica- 
ble to take such action.” 
Other producers are expected to 
file statements shortly. 
> > : 


EITERATING NADA'’s points 

in favor of the bill was Thomas 
F. Abbott jr., chairman of the as- 
sociation’s national affairs commit- 
tee. 

During the questioning following 
Abbott’s testimony, Rep. John 
Beamer, Indiana Republican, re- 
marked that perhaps good dealer 
salesmanship might accomplish as 
much as the legislation. Abbott re- 
plied that salesmanship and the 
legislation “go hand in hand.” 

Beamer inquired whether the 
bill was intended as antibootleg 
legislation. Rowland Kirks, 
NADA legislative counsel, an- 
swered that it unquestionably 
will have some effect in curtail- 
ing bootlegging but added that 
such was not the primary pur- 
pose of the measure. 

Rep. Bruce Alger, Texas Repub- 
lican, wondered whether 
factory-suggested retail prices 
would be “equitable” to dealers in 
providing adequate retail markups 
and also fair to the public. Abbott 
said he had no fears on this score. 

> > * 
E P. 
New York Democrat who was 


chairman of the session, expressed | 


Planned for 1959s 


the opinion that the factories had 
the power to police the merchan- 


| dising practices of their dealers by 


a“ 


William F. Rountree, president, Rountree Enterprises, has become a Goliath dis- 

The modified coating line will] tributor in the Shreveport (Le.) area. Rountree, who alse operates Rountree Oldsmobile- 
produce aluminum-coated steel| Cadillac Co., is in the process of signing up Goliath dealers. In the foreground, from 
sheets 18 gauge and lighter, Sent- left, are Charles Koenig, Gofiath factory representative; Rountree, receiving con- 
ner said. Principal applications are| gratulations from Robert H. Peterson, president, Goliath Importers, USA; M. B. Thomas, 
expected to be in the automotive,| president, Goliath Mid-West Distributien, St. Louis. Background: Wayne Faulkner, 
aircraft, farm and home-appliance | manager of the first Goliath retail establishment in the Shreveport area (Bossier City); 
fields. He said the sheets are ideally| Gil E. Carmichael, franchise and dealer manager, Rountree Enterprises; Eric R. 


Menger, vice-president, Rountree Enterprise 


the | 


ISIDORE DOLLINGER, | 











~ | 


| 





embodying a code of fair business 
standards in the franchises. He in- 
dicated such an approach would 
be preferable to Federal legislation. 

Val T. Jones, NIADA executive 
vice-president, concentrated his op- 
position on the provision of the bill 
requiring the label to specify the 
name and location of the dealer to 
whom the factory delivers the new 
car. 

He called this a “business 
death warrant” for some dealers 
inasmuch as it would “cut off the 
nonfranchised dealer’s supply of 
new automobiles.” 


He said the dealer selling new 
cars to an independent operator 
“would face the wrath of the fac- 
tory, influenced considerably by its 
franchised dealers who object to 
putting new cars in distribution 
through channels other than their 
own.” 

Jones characterized the provision 
as “special legislation for economic 
gain by a special group, to the 
detriment of many and exclusion 
from the marketplace of a few.” It 
would also result in higher retail 
prices on new cars, he contended. 

The NIADA spokesman said 
members of the association have 
been informed by their new-car 
suppliers that no more cars will be 
available if the bill is enacted in 
its present form. 


Wituam ULLMAN. 


More Restyling 


By Chrysler Corp. 


CHICAGO.—The 1959 cars from 
Chrysler Corp. will have broader 
styling changes than the 1958s, 
Burton R. Durkee, Chrysler divi- 
sion director of advertising and 
sales promotion, said here 

He said the 1959s will be “mark- 
edly different” from the 1958 models 
but added that the tail fins will be 
retained. 

Durkee also said that there will 
be more difference between the 
five lines produced by the corpora- 
tion. The new models of competitors 
are expected to show substantial 
changes with more use of rear tail 
fins, he said. 

The Chrysler executive hinted 
that the company would introduce 
a new engine on the 1959s. Produc- 
tion on one of its two current en- 
gines will be halted in four or five 


months, he said. Durkee declined 


to elakerate on the engine plans. 


Jersey Changes 


Convention Dates 


NEWARK, N. J.—Dates for the 
annual convention of the New Jer- 
sey Automotive Trade Assn. have 
been changed to Oet. 27-29. 

William L. Mallon, secretary, 
said the change was made to avoid 
eonflict with new-model announce- 
ments and dealer showings. 














YOU BET IT’S GREAT 
TO BE A RAMBLER DEALER!?’’ 


The Mail Bag tells why so many 


top ranking Automobile Dealers 


for the 
e held 
ee are, 
Dciates; 
ly Co. 
Wells, 
» Vice- 
Corp.; 
Supply 


are now selling RAMBLER 


agi IS 


" . | . I became a Rambler dealer during the 
past year because I had become aware of the 
general public’s interest in our cars, because 
of their low initial cost, plus their economy of 
operation and high resale value. This has 

proved to be a wiser decision than I had even 
anticipated, as our 1957 sales results reflect, 
and the trend is even higher for 1958." 


J. E. BATTENFIELD, 
as BATTENFIELD MOTOR CAR, 
SP eee, Amarillo, Texas 
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RAY VINES MOTOR SALES, 44+» 
Costa Mesa California 
et GP ee 

" : : 
eres foo associated with the automobile 

stry for over 25 years representing 


several new car lines. 


"I recently signed an agreement with American 
Motors May I take this opportunity to 
express my gratification for the splendid 
results I have already received. The workman- 
ship, condition of the automobiles delivered 
to my dealership, factory-dealer relations 
are above reproach." 

LEO L. GRANBERRY, 

Leo L. Granberry Motors, 


| 9 Victoria, Texas 
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R. F. DAULTON, vy. P.» 
Daulton-Ripley, Inc-> 


Lima, Ohio 
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joyed excellent relations 
ij service departments. 
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f Motors. 


1n American ° 


p in January we 


have experieaced a most gratifying response from the 
public. We feel this response is largely due to your 


effort in the following: 
a. Aggressive promotion of product 
b. Excellent quality control 
c. Resale value of previous models 
ad. True economy of operation 
e. Public acceptance 
We are most enthusiastic about Rambler and the 
American Motors franchise, and strongly feel we have 
tied in with a real winner." 
JOHN S. BAKER, 
ROY C. EGLINGTON, 
Inc., 


pigtOris, TexS tN ttm 8 betroe io, ic 
Detroit 19, Michigan 
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Says N. C. Speech Was Misconstrued .. . 





Romney Asks Talks with NADA 


(Continued from Page 3) 


believe you, Fred Bell and others 
prominent in NADA are sincerely 
desirous of promoting the sound, 
long-range interests of car dealers. 
I have publicly taken this position 
on more than one occasion. I be- 
lieve you also recognize that this 
can only be done on the basis of 
policies and programs that will be 
in the interest of the industry, the 
customers and the public. 

“On the question of dealer profits, 
may I remind you that in Ameri- 
can Motors’ darkest hour, when we 
were losing tens of millions, we 
protected the earnings of our 
dealers by a $6,000,000 special bonus 
program that was over and beyond 
normal discount earnings or sales 
promotion incentive payments. 
With tangible action, American 
Motors has demonstrated its deep 
concern about a profitable dealer 





structure and the elimination of 


factory abuses including those of 
1955-56. 

“I am charged with ‘incon- 
sistency’ in my advocating the 
dispersion of union and industrial 
power through amending the 
labor and antitrust laws, yet 
disapproving of dealers seeking 
legislation affecting the fran- 
chise and similar relationships 
of a competitive nature. There 
is a fundamental distinction be- 
tween the two positions, 

“My recent proposals to the 
Kefauver committee were aimed at 
incorporating into existing laws 
amendments required to preserve 
competition as the principle gov- 
erning the activity of unions and 
industrial companies in all seg- 
ments of the economy; they were 
not limited to just the automobile 
companies or the auto unions. 

“As previously noted, some of the 
legislation apparently being con- 
sidered by the NADA is special 
purpose legislation, aimed at re- 





Midiish Vehicle Production 
Up 30,000 Units in Month 


By F. C. Livingstone 


Staff Correspondent 
LONDON.—(UTPS)—British ve- 
hicle production shot up to new 


heights in March when 109,257 cars | 158,947 


| article, it did not make a penny’s 








difference to car buyers. 

The first quarter of 1958 saw 
an output of 278,355 cars, against 
in 1957. Exports for the) 


and 32,869 trucks were produced.| first quarter periods were 132,323) 


Car output was 25,000 units 
higher than the February total 
and truck production was up by 
5,000 units. Exports held firm 
but absorbed only a small part of 
the increased production. 


The general assumption was that 
orders were being placed or makers 
turning out more cars on the as- 
sumption that the Chancellor of 
the Exchequer would announce a 
substantial cut in the 60 percent 
purchase tax on cars. 

If that was the reason, it was 
based on false hopes. While the 
budget provided for big cuts in 
tax on practically every luxury 


Wheel-Trim Item 
Gives Black Tire 
*‘Whitewall’ Look 


DETROIT.—A wheel-trim acces- 
sory that gives the impression of a 
13-inch wheel and an oversized 
white-sidewall tire has been de- 
veloped by Aske-Wood, Inc. It fits 
all 14-inch wheels. 

Called Color-Strype, the device is 
manufactured by Ohio Rubber Co., 
Willoughby, O., and will be mar- 
keted through new-car dealers. It 
is being distributed through the 
nationwide network of Novi Sales 
& Service Co., Inc. 

Charles B. Aske, of Aske-Wood, 
said Color-Strype is designed to 
sell for about half the price of a 
set of wheel covers and white- 
sidewall tires. He added that it 
has been adopted as a factory- 
authorized accessory by Ford Motor 
Co. of Canada. 

The accessory consists of a 
stainless-steel rim surrounded by 
a rubber border about two inches 
deep. The device is attached to the 
inside rim of the wheel, and the 
border — available in white, red, 
yellow, blue or green—gives the 
colored sidewall effect. 

The border is not as deep as a 
built-in sidewall, and this prevents 
scuffing, according to Aske. The 
rim insert gives the effect of a 
smaller wheel and larger tire, he 
said. 


Sun Oil’s Extra Discount 


Is Ruled Out by FTC 


WASHINGTON. —Sun Oil Co. 
would be prohibited from selling 
its gasoline and other petroleum 
products to a filling station cus- 
tomer for less than it charges 
competing dealers, under terms of 
an order issued last week by a 
Federal Trade Commission hearing 
examiner. 

The decision is not final, and may 
be appealed, stayed or docketed for 
review by the commission. 


this year and 90,677 last year. 
The used-car market, which | 
has been very sluggish for months | 
because of the strict conditions | 
on installment deals, has sud- | 
denly come to life, at least in the 
London area. A bus strike, which 
has taken about 7,000 buses off 
the roads, has brought vast trans- | 
portation problems to millions. | 
After building over 200,000 Land- 
Rovers in 10 years (75 percent of 
which have been exported), Rover 
Co. has launched the Series II 
models. There are nearly 20 models 
on two main lengths of chassis 
with redesigned bodies in six colors. 


They have all-metal doors to give 
improved sealing against dust and 
water, glass instead of plastic win- 
dows, easy action catches for bon- 
net and tailboard and an external 
fuel filler with pull-out filter tube 
to facilitate filling from cans. 


From now on, General Motors’ 
British subsidiary—Vauxhall— 
may be expected to play a bigger 
part than ever in supplying the 
British home market and export 
demands, 


The company’s program for 
doubling its production capacity 
has now been completed with the 
start of operation of two new 
plating plants. | 

The new developments have ac-| 
counted for the major part of the 
$100 million spent by the company 
since 1954 on plant expansion and/| 
modernization. 





House Defeats 
New Bid to Raid 
Highway Fund 
WASHINGTON.—The House of 
Representatives has blocked a new 


attempt to divert funds from the 
Highway Trust Fund. 


A Commerce Department appro- 
priations bill provided that $30 
million for forest highways and 
$2,692,000 for public-lands roads 
would be “derived from the High- 
way Trust Fund.” 


In the past such appropriations 
have been provided from the 
Treasury's general fund. 

Rep. Robert E. Jones, Alabama 
Democrat, ranking member of the 
roads subcommittee, raised a “point 
or order’ that the move was an 
attempt to legislate in an ap- 
propriations measure. He was up- 
held by the chair. F 

In a similar parliamentary situ- 
ation earlier this year, Rep. Hale 
Boggs, Louisiana Democrat, led a 
move to strike out a $3.5 million 
withdrawal from the Highway 
Trust Fund in an appropriation 
bill for the Internal Revenue 
Service. 


| was late in establishing an elected| 


stricting the activities of a specific 
type of business at the behest of 
some dealers who believe they stand 
to benefit by such restrictions, If 
such a policy prevails, it may well 
cripple and then destroy our com- 
petitive system. 


“There is a fundamental dif- 
ference between such legislative 
proposals designed for a special 
group and those designed to 
modernize, strengthen and bal- 
ance national economic policies 
affecting the entire nation. My 
legislative proposals made to the 
Kefauver committee would not 
be of special help or application 
to any one company or industry. 


“They would overcome deficien- 
cies in national policies that tend 
to stimulate special interest and 
regulatory legislation. There is al- 
most as much difference between 
the NADA proposals and my pro- 
posals as there is between public 
ve regulation and the Constitu- 
ion. 


“It is true that American Motors 


dealer council. However, the time 
lag was not because of the indiffer- 
ence of the present management. | 
In 1945 and 1946, while still with 
the Automobile Manufacturers 
Assn., I arranged a joint factory- 
NADA meeting to increase the use 
of dealer councils. 


“Although Nash-Kelvinator, and | 
later American Motors, did not | 
undertake to organize an elected | 
council under the previous man- | 
agement, this policy was changed | 
immediately after I was elected 
president of American Motors. 
Since that time, we have never 

| 





failed to discuss with our dealers 
and our Dealer Advisory Board 
any matter bearing upon the 
welfare of American Motors that | 
they wanted to raise. 


“In the one brief discussion I) 
had with you and Fred Bell when 
you visited Detroit before your 
North Carolina declaration of no| 
alternative to Federal legislation, 
there was scant opportunity to dis- 
cuss either the NADA proposals or 
my views as expressed on that 
occasion and repeated in substance 
in my North Carolina remarks, I 
think you will agree that there 
are fundamental questions that 
should be thoroughly explored be- 
fore seeking the legislative road 
of no return. 


“Surely the questions we are 
dealing with deserve more than 
one brief discussion between 
American Motors and NADA. It is 
our desire to discuss thoroughly 
these matters before you turn to 
the legislative alternative. 


“Accordingly, I seek the op- 
portunity for their adequate ex- 
ploration with you and Fred Bell, | 
and, if possible, with your top 
policy group, before NADA’s final 
position is taken. I would wel- 
come a record being made of our 
discussions so that we can give 
our American Motors dealers, 
through our Dealer Advisory 
Board, a factual report of the 
nature and results of our discus- 
sions. 





“It would be my hope that such 
discussions would have their effect 
on the entire industry. 


“May I hear from you on this 
request before further legislative 
proposals are made? It would be 
my thought that we should explore 
at least these points: 


“1. Are dealer councils the proper 
mechanism for handling dealer- 
factory competitive problems in- 
cluding the franchise relationship, 
or is legislation necessary and de- 
sirable? 


“2. On what basis and in what 
areas can NADA and the fac- 
tories cooperate most effectively? 


“If you have other basic questions 
to suggest, we would gladly include 
them in our discussions.” 


Lincoln Resale Value 


Called Best in 20 Years 


DEARBORN. — Resale values of 
current - model Lincolns are the 
highest they have been in 20 years, 
according to J. E. Bayne, Lincoln 
and Mercury general sales man- 
ager. 


‘ 





Lansing Promotion— 


Clowns, wheelbarrows, baby buggies and stuffed rabbits were all part of the 
“You Auto Buy Now” promotion in Lansing. These clowns paraded through downtown 
Lansing distributing balloons and literature covering all makes of automobiles. The 


week-long promotion—heavily promoted through all 


media—resulted in the sale 


of more than 900 new and used cars, according to the Lansing Automobile Dealers 


Assn. 





‘Buy’ Goals Are Achieved 


In Pittsburgh, Miami 


By John E, Walsh 
Staff Writer 
Av Buy campaigns in two 
more metropolitan areas 
achieved their goals of sparking 
sales, 
groups reported last week. 

C. J. Thompson, general chair- 
man of the drive in Allegheny 
County (Pittsburgh), said new 
and used-car sales were up 18 
percent in the two-week period. 
At a victory luncheon of the 

Miami Auto Dealers Assn., Anthony 
Abraham, general chairman, said 
the drive was an “outstanding suc- 
cess.” Results of the promotion will 
be announced later, he said. The 
luncheon was held the day follow- 
ing the drive’s closing. 

Dealers in the Pittsburgh area 
reported they sold 2,272 new and 
3,462 used cars during their drive, 
compared with 1,920 and 2,930 used 
vehicles in the preceding 14-days. 

7 > 

HE Miami dealers presented 

plaques to business and civic 

leaders who aided in the promotion. 
The City’s public relations depart- 
ment, newspapers, radio and TV 
stations received special commen- 
dations. 

Dealers in Vicksburg, Miss., 
were pleased with the results of 
the first week of their three-week 
drive, which closed Saturday 
(May 31). They said they sold 32 
new and 46 used cars and trucks. 
Sales in Lawrence County jumped 

about 30 percent in two weeks, ac- 
cording to dealers in New Castle 
and Ellwood City, Pa. They said 
they had sold more cars in the first 
16 days of May than in any of the 
previous six months. 

In Cedar Rapids, Ia. dealers re- 
ported 439 new and used vehicles 
worth $703,538 were sold in the 
first seven days of their nine-day 
promotion. 

* > * 

HE Rhode Island Automobile 

Dealers Assn. extended its 
statewide campaign seven days to 
Saturday (May 31). Association 
officials were enthusiastic with 





R. J. Montgomery 
Retired by GM 


WARREN, O.—R. J. Montgomery, 
general sales manager of the Pack- 
ard Electric division for nearly 14 
years, has retired 
under GM’s re- 
tirement program. 
He had been with 
Packard Electric 
for 30 years. 

L. C. Wolcott 
has been pro- 
moted from chief 
engineer to direc- 
tor of sales and 
engineering. All 
sales and engi- 
neering opera- 
tions will be under his supervision, 
the division said. 





spokesmen for sponsoring | 





results, but some dealers said the 
promotion had done little good. No 
figures were available. 

One disappointed dealer said 
any impact wasn’t worth men- 
tioning. “It certainly wasn't 
enough to bring car buying up to 
normal volume for the season,” 
he said. 


In Paducah, Ky., 23 new and 
used-car dealers set a goal of 363 
new and 620 used-vehicle sales 
for their eight-day drive. They paid 
their employes $35,000 in $2 bills 
in connection with the promotion. 

With each purchase of a new 
car, Walla Walla (Wash.) dealers 
gave a bonus certificate redeem- 
able at local stores for merchandise 
worth $50. Certificates worth $25 
and $10 were given with used-car 
purchases. 

> > > 


_—— was dancing in the 
streets when dealers in Lincoln, 
Ill, opened their campaign. Em- 
ployes received pay in silver dol- 
lars and a number of retail 
merchants conducted “silver-dollar 
specials” during the drive. 

W. Heartsill Wilson, assistant to 
the Plymouth sales vice-president, 
was the speaker at a dinner launch- 
ing an Auto Buy campaign in 
Toronto. 

Dealers in Middletown, 0O., 
kept readers informed of their 
drive’s progress in a double-page 
spread in the Middletown Journal, 
which featured auto ads and 
automotive news and features. 
Main St. in Ashtabula, O., re- 

sembled a carnival midway as more 
than 10,000 visited outdoor displays 
of all types of merchandise. Nine 
auto dealers exhibited more than 
250 new and used cars in a roped- 
off sales center. 

. * - 


Denver Parade to Mark 


Colorado’s Centennial 


DENVER.—Evolution of personal 
transportation from 1859 to 1959 
will be the theme of a parade and 
auto show to be held in connection 
with the Colorado Centennial cele- 
bration next April. 

The parade is being planned by 
the Denver Metropolitan Automo- 
bile Dealers Assn., of which Robert 
G. Stovall jr. Stovall Motors 
(Ford), is president. 

Tom Braden, executive vice- 
president of the association, said 
the parade will be held Apr. 4 and 
will include all methods of trans- 
portation—from wheelbarrows and 
oxcarts to the newest auto models. 

Cowboys and Indians, on horses 
with old-fashioned saddles; horse- 
drawn carriages, stagecoaches and 
antique cars will take part in the 
parade. 

The parade will kick off the 1959 
Denver Auto Show, to be held in 
the City Auditorium Apr. 6-11. 
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Car, Truck Output Estimates 
By Automotive News 
PASSENGER CARS 


(U0, 8S. PRODUCTION ONLY) 























Week Week 
Ended Same Ended Total 
May 31, Week, May24, Output, Junel, May 31, 
1958 1957* 1958* May 1957* 1958 
AMER. MOTORS** ....... 3,186 2,004 4,558 18,926 45,529 74,458 
SEED - ancsvmmnscetieninesets 3,186 1,823 4,558 18,926 41,399 74,458 
CHRYSLER CORP. .... 4,800 20,110 15,486 50,462 607,840 259,989 
A ae 1,300 718 1,797 5,610 61,183 25,610 
en 250 193 314 1,021 20,352 6,933 
EE. cnntiemiutsnensennniite. teuitindel 1,597 516 2,227 65,593 15,686 
ED: sthieduheseececussccsvens 250 4,488 3,671 8,838 143,166 44,216 
CC EE 3,000 13,114 9,188 32,766 317,546 167,544 
FORD MOTOR*** ........ 18,435 26,964 24,861 90,950 867,956 508,362 
SEE: cssnssnemeesbeisopenesseses ee tein 1 nee ents 6,335 
SI tlatichninuledesidasisishisiisinl 16,850 23,727 20,349 75,723 692,471 434,005 
STEIN. <ctnhensivessscnoenvediitn 255 515 446 1,818 20,983 13,417 
a 965 2,722 4,065 12,350 154,058 55,105 
GENERAL MOTORS .. 39,100 32,539 40,464 185,431 1,319,823 1,044,876 
SIE: Sclslnhtessiesisimncesniaccesildie’ 4,024 3,637 3,554 17,550 211,880 116,900 
SED ‘inthveunbdunidecdiiiens 2,560 2,036 3,22 12,859 71,622 65,429 
a 23,000 18,929 25,035 113,632 665,229 601,116 
Oldsmobile .................... 5,716 4,345 5,412 25,910 198,029 155,393 
SEE Sietccinssihainaicinesasomasia 3,800 3,592 3,239 15,480 173,063 106,038 
EET, Sinhiicndihemansnsiniins R64 774 1,220 3,266 32,799 16,063 
ee 20 6 30 102 6,049 1,399 
Studebaker .................. BAL 768 1,190 3,164 26,750 14,664 
Total Cars, U. S........... 66,385 82,391 86,589 349,035 2,873,947 1,904,248 
**american Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U0. 8S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total Te To 
May 31, Week, May 24, Output, Junel, May 31, 
1958 1957* 1958* May 1957* 1958 
CHEVROLET 5,100 6,244 5,293 24,553 157,796 125,334 
DIAMOND T 100 95 97 452 2,007 2,315 
DIVCO 48 48 46 223 1,614 1,230 
DODGE 1,100 693 1,378 5,853 36,445 24,509 
Se 4,370 5,526 5,496 20,554 156,053 98,556 
aia netleilaian 1,496 709 1,334 5,593 30,438 27,574 
INTERNATIONAL. ...... 1,300 2,360 1546 6,381 46,865 42,771 
I il neti siaticiaclidilnde 240 226 285 1,179 7,763 6,363 
STUDEBAKER.  ............... 144 147 200 566 5,147 2,861 
I iain acesantiinii 250 277 326 1,140 8,627 7,428 
.—_ -_ a " 1,069 1811 6,378 26,851 33,852 
MISCELLANEOUS** .. 72 36 91 379 1,213 1,549 
Total Trucks, U. S..... 15,570 17,430 17,903 74,251 480,819 374,342 
Total Cars, Trucks, 
ile Ui siiariehietinenieantnieienss 81,955 99,821 104,492 423,286 3,354,766 2,278,590 
Total Cars, Truc.s, 
I aint ciate 10,215 10,917 8,319 39,925 222,148 177,620 
Grand Total, 
Cars and Trucks, 


"Revised 


U. S. and Canada.... 92,170 110,738 112,811 463,211 3,576,914 2,456,210 


**Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 
**Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


3¥.B. All U. S, totals include cars and trucks for military orders. 





Wilson Elected President 


By Dealers in 


Oregon 


PORTLAND, Ore. — Charles S.| math Falls, secretary-treasurer. 


Wilson, Wilson Motors, Corvallis, 
was elected president of the Ore- 
gon Automobile Dealers Assn. at 
its annual convention in Eugene. 
Ross Fanning, Fanning Chev- 
rolet, Gresham, was named first 
vice-president; Bob Hartke, Bob 
Hartke Pontiac, Oregon City, 
second vice-president, and Julian 
Eccles, Eccles Motor Co., Kla- 





| Fibers Concern 


To Close Plant 


FINDLAY, O.—Elwood C. Bolles, 
Manager cf the National Automo- 
tive Fibres plant here, said the 
Plant is closing out production for 
1958 models and will not accept 
any new orders. 


He said the NAF management 
“is working out plans for the fu- 
ture of the Findlay plant, but noth- 
ing definite is established at this 
time.” He denied the plant has 

n put up for sale. 

Bolles said “there simply is not 
enough door-fabric business avail- 
able today to keep a plant of this 
size in operation.” 


New directors include: 

Marvin Edge, Baker, District 14; 
Fanning, District 9; H. T. Ford, 
Coos Bay, District 5; Harry Fred- 
ricks, McMinnville, District 2; Gar- 
Jand Ganger, Burns, District 13; 
M. J. Goss, LaGrande, District 15; 
Jack Keudell, St. Helens, District 
1; Rube Leslie, Pendleton, District 
12; Robert C. Taylor, Medford, Dis- 
trict 6. 

Retiring directors: 

Jim H. Busch, Ashland, Dis- 
trict 6; Wayne Collier, Hermis- 
ton, District 12; W. E. Hamilton, 
Forest Grove, District 2; O'Neil 
Holloway, Ontario, District 14; 
= C. Lynch, LaGrande, District 
1 


Robert S. Lovell, Astoria, Dis- 
trict 1; D. D. Moore, Portland, re- 
tiring president; Lyman _ Slack, 
Portland, District 9; Gordon Smith, 
Roseburg, District 5, and Ray 
Weeks, Burns, District 13. 


Dealer a Publisher 


MULLINS, S. C.—J. Keith Mc- 
Millan, auto dealer here, has pur- 
chased a half-interest in the Mul- 
lins Enterprise, a weekly newspa- 
per. 
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Rambler Also Gains in May... 





Production Hikes Set 


= «| By Chevrolet, Ford 


(Continued from Page 1) 


parison. A total of 531,365 cars 
was built in May, 1957. 


With output of 15,570 trucks last 
week, cut by the long weekend 
from the previous week’s 17,903, 
May ended up with a commercial- 
vehicle performance of 74,251. This 
barely exceeded the 73,974 trucks 
built in April. 

* : - 
_ rising tide of penetration 
for lowest-priced makes was 
reflected in estimated May shares 
of car production. 

Chevrolet and Ford got a com- 
bined total of 54.25 percent of May 
output, compared with 50.48 percent 
in April. Rambler added nearly a 
point in the same period, reaching 
5.42 percent. Plymouth and Stude- 
baker declined somewhat, but not 
enough to dim any luster from the 
“popular-priced” entries. 

Swelling of Chevrolet orders 
from the field, with the top- 
valued Impala a “hot” customer 
item, reportedly has spurred the 
GM division to give the Impala 
more of a bite of the late '58 
and early °59 model mix. 

Whether Impala can rightly be 

construed as a “low-priced” car is 
a debatable subject. But Chevrolet's 
six-cylinder models and the Bel Air 
series also are basking in the sell- 
ing sun, to the consternation of 
sister GM divisions. 

Weakness in the medium-priced 
field, now carrying over to the fast- 
starting Oldsmobile, appeared in 


4 Chicago Lots 
Lose Licenses; 


+ . 
Trio Indicted | 

CHICAGO.—The licenses of four 
used-car dealers in Chicago have 
been revoked for violations of state 
regulations and three officials of 
one of the dealerships have been 
indicted on charges of confidence 
game and conspiracy, the Chicago 
Better Business Bureau has re- 
ported. 

The dealerships which have 
lost their licenses were listed as: 

Ashme Motor Sales, 2901 N. 
Cicero Ave.; Tim Kelly, Inc., 7600 
S. Western Ave.; Page Motor Sales, 
7120 S. Western Ave., and Wonder 
Car City, Inc., 6545 S. Cicero Ave. 

The trio indicted by the Cook 
County Grand Jury includes Wil- 
liam Bass and Leonard Schiffman, 
reportedly principals in the now- 
closed Tim Kelly, Inc., dealership, 
and Thomas McNamara, a sales- 
man there, according to the BBB. 

The charges grew out of an in- 
vestigation of complaints to BBB 
which were turned over to the 
office of the state’s attorney. 

The Chicago BBB has also re- 
ported three recent customer com- 
plaints concerning auto purchases. 
These details were reported by the 
BBB: 

A customer said he agreed to 
buy what he said was represented 
as a new 1957 Chevrolet for $1,- 
900 plus tax from Official Motors, 
Inc., 2550 N. Cicero Ave. 

The conditional-sales agreement 
on the deal called for more than 
the agreed price. The additional 
charge was explained first as a 
handling charge, second as a Fed- 
eral tax and finally as the cost of 
an automatic transmission. The 
ease has been referred to state 
officials, the BBB said. 

Another auto buyer complained 
that he had to pay $1,619 for a 
car that was advertised for $1,095 
by Pat Riley Motor Sales, 6255 S. 
Halsted St. The BBB advised prin- 
cipal media that further advertis- 
ing hy the dealership would not 
be in the public interest. 

The BBB said it was also in- 
vestigating a complaint that a 
customer paid $75 more than the 
advertised price for a car at 
Security Motors, Inc., 4340 N. 
Harlem Ave., Norridge, Ill. 

The dealership has been slow in 
clarifying the $75 charge, the BBB 
reported. 





























the May production spread. Chrys- 
ler division and Mercury, the latter 
flying the crest of a station-wagon 
boom, were the only middle-priced 
lines on the percentage rise from 
April. 
+ * * 

bye meg Chrysler Corp., GM 

plants worked four days last 





Reds Sight Conquest 


In Auto Output, Too 


BOSTON.—A youth editor for 
Pravda said on a visit here that 
Russia may top the U. S. in auto 
production within seven or eight 
years. 

Yuri Verenov, 27, told a news 
conference: “We're ahead in 
some fields, like sputniks, but 
you’re ahead in other fields, like 
auto development. Wait seven or 
eight years and maybe we'll out- 
pace you in the production of 
automobiles.” 
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week in the non-Southern areas 
where Memorial Day is observed. 
In Atlanta, Chevrolet worked all 
day Friday and B-O-P, Friday 
morning. 

Chrysler Corp., whose share of 
production dipped to 14.46 percent 
last month, took long layoffs last 
week. The only operating plants, 
all working Monday through Thurs- 
day, were: Plymouth and Dodge in 
Delaware; Plymouth in Evansville, 
and Chrysler and Imperial in De- 
troit. 

Chrysler Corp. planned to re- 
open its closed plants this week. 
But at press time Thursday, as 
in the case of GM and Ford, the 
issue remained in doubt over the 
holiday weekend because of the 
UAW contract showdown. 


Ford’s Atlanta and Memphis 
plants were closed last week, as 
were Mercury plants in Los An- 
geles, New Jersey and St. Louis. 
Edsel worked four days after a one- 
week shutdown. 

The four-day week prevailed at 
Rambler, while Studebaker- 
Packard added Thursday to the 
three-day weekend for its South 
Bend personnel. 

With production of an estimated 
10,215 cars and trucks, Canadian 
plants gained nearly 2,000 units 
from the previous week's pace. The 
Canadian plants operated five days 
| last week. 








Ford. GM Still 


Unenthused _ 


About Building Small Car 


DETROIT.—General Motors has 
“under study” the question of 
building a small car in the U. S., 
but the corporation apparently is 
in no hurry to put such a vehicle 
on the road. 

President Harlow H. Curtice 
left that impression at the 50th 
annual meeting of GM _ share- 
holders in Wilmington, Del, 

“Our surveys still indicate that 

the type of product we are now 
offering represents the desires of 
a major portion of the car-buying 
public,” he said, “and it is my 
opinion that it will continue to do 
so for the foreseeable future.” 


Curtice added that he felt that 
“an American-made car patterned 
after family-type foreign cars 
would have only limited accep- 
tance.” 


Henry Ford II expressed similar 
views in addressing Ford Motor 
Co. shareholders. The basic auto 
of the future, he added, “must con- 
tinue to be a multipurpose car 
capable of meeting all the trans- 
portation needs of the family.” 

The company finds the bulk of 
its sales still going to the one-car 
family, he said. 

Ford also called for Govern- 
ment action to halt the recession 
if the economy does not quickly 
show some signs of recovery of 
its own. 

He said the odds favor some re- 
covery toward the end of the year, 
but he declared that if this pat- 
tern does not develop. shortly, 
“strong action will be called for 
to stimulate business and con- 
sumer spending through tax con- 
cessions.” 

He implied that the economy can 
look for little help from the auto 
industry as he predicted that 1958 
registrations would total about 4.5 
million cars and 735,000 trucks. 
Last year’s totals were about six 
million cars and 860,000 trucks. 

Speaking of his own company, he 
noted that 90 percent of Ford’s 
total plant is new since World 
War II and 60 percent is five years 
old or less. 

This means, he said, that “the 
drain on our present and future 
resources for outlays of this nature 
will be sharply reduced.” 

Ford plans to spend only $175 
million this year and $130 million 
in 1959 for new and modernized 
facilities, he said, compared with 
$370 million last year and $530 mil- 
lion in 1956. 

Some shareholders complained 
about the drop in the value of 
Ford stock from the $64.50-per- 
share price when it went on the 
market in 1956. Others wanted to 
know if the $2.40 annual dividend 
will be continued. 

Ernest R. Breech, chairman, re- 


plied that he could not predict the 
directors’ actions in the future but 
added: “You can be sure they will 
give the stockholders generous 
consideration.” 

Curtice told the GM meeting that 
he expects an improvement in 
passenger-car sales in the fourth 
quarter, although it is “much too 
early to assess the market for all 
our products for the last half of 
1958.” 

On the basis of current sched- 
ules, he said, GM’s factory sales 
for the first half wili be slightly 
better than 80 percent of unit 
sales for the first six months of 
1957. 

Albert Bradley, chairman, said 
GM now has more than 739,000 
shareholders. Some 250,000 have 
been added in the last three years, 
including 55,000 since the 1957 
annual meeting. 


Bradicy said the current growth 
“indicates that the investing public 
is confident that the current reces- 
sion is but a temporary halt in the 
long-term economic growth of our 
nation and that after a period of 
readjustment, our economy, our 
industry and our corporation will 
again advance to new record high 
levels of activity.” 

He added: “This type of con- 
fidence, if it were to become 


more widespread, would help 

materially in shortening the 

period of readjustment and in 
hastening the upturn in our 
economy.” 

GM_ shareholders reelected 34 
directors. Corporation bylaws call 
for 35 board members, but the 
number was reduced by the death 
on Apr. 14 of Charles T. Fisher jr., 
president of the National Bank of 
Detroit and a _ second-generation 
member of the Fisher Body family. 


08 Italian Exports 
Hit Record 37% 


TURIN, Italy.—Export of Italian” 
motor vehicles in the first quarter 
of 1958 reached a record 37.5 per- 
cent of production, according to a 
spokesman for the industry. 


Shipments abroad ‘ncreased 67.4 
percent over those in the corres- 
ponding period last year, the report 
said. The total included 35,550 
autos and 1,853 commercial vehicles 
and vans. 


During the quarter 99,602 vehicles 
were produced, the report con- 
tinued, 91,507 cars and 8,095 com- 
mercial vehicles and vans. The 
figures were 26.4 percent higher 
than those of the like period a year 
ago. Monthly production averaged 
~ —— compared with 29,316 
in 1957. 
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S. F., Cleveland, N. Y. Dealers Eyed... 





U. S. Extends Price-Pack Probes 


(Continued from Page 1) 


antenna and if he’d care for a rear- 
seat speaker. 

There are eight prices listed for 
Buick radios. 

The Ford and Buick optional- 
equipment setups are cited as 
examples, not as exceptions. 
Much the same situation exists in 
every line. And it’s the manufac- 
turer, not the dealer, who decides 
how many accessory items his 
line will have. 


When the option list is applied 
to the number of models offered 
(15 to 20 in most lines), the reason 
for price confusion becomes ap- 





Banks Financi 


40% of Car Sales, 


Executive Says 


SYRACUSE.—Banks now finance 
40 percent of all auto time sales, 
according to William F. Greinke 
jr., Syracuse region vice-president 
for the American Bank Credit 
Plan. 


Greinke will preside over a 
banker conference here June 5 on 
bank-dealer financing of new and 
used-car sales. 


He said the American Bank 
Credit Plan, sponsored by the 
American Installment Credit Corp., 
coordinates bank-dealer relations 
at the local level in developing 
time-sales financing. 


Convention speakers include: 


Gen. George Olmstead, president 
of the International Bank; Arthur 
J. Morris, founder of consumer 
banking and consumer credit life 
insurance in the U. S.; Edward A. 
De Boer jr, assistant vice- 
president, Lincoln National Bank 
& Trust Co., Syracuse. 


Donald L. Jenkins, vice- 
president, Industrial Bank of Sche- 
nectady; Otis A. Thompson, presi- 
dent, National Bank & Trust Co., 
Norwich, N. Y.; O. Frederick 
Yando, Buffalo district sales man- 
ager, Ford Motor Co.; William L. 
Cobb, president, National Insurance 
Credit Corp. 


James Nankervis, New York dis- 
trict manager, American Install- 
ment Credit Corp.; Philip A. Mac- 
Sween, executive vice-president, 
American Installment Credit Corp. 


Obituaries 


Frederick C. Higgins 
WARWICK, R. I.—Frederick C. Higgins, 
42, owner of Higgins Ford Co., died May 
18. He opened the dealership a year ago 
after serving as general manager of 
Crowley Chevrolet Co., Providence. 
* * . 


E. H, Miller 
MEDINA, O.—E. H. (Cappie) Miller, 87, 
a retired automobile dealer, died May 21. 
* * * 


Charles W. Yount 

CARMEL Ind.—Charies W. Yount, 70, 
chairman of Eagle Machine Co., died May 
18. He was a founder and past president 
of the Automotive Engine Rebuilders Assn. 
and had been treasurer of the group since 
1932. The AERA awarded him a plaque 
for his services at its convention earlier 


this year. 
* * * 


Samuel W. Hilliard 

KANSAS CITY.—Samuel W. Hilliard, 54, 
president of Hilliard Chevrolet Co. here, 
died May 25 in a hospital here where he 
had been a patient for five days. He 
opened a Willys-Overland dealership when 
he was 21, switched to Plymouth and 
Chrysler in 1930 and became a Chevrolet 


dealer in 1936. 
* * * 


Frank Steelman 
BOONVILLE, N. C.—Frank Steelman, 
47, owner of Steelman Motor Co., died 


May 24. 
* * * 


Eugene C. Reppert 
KANSAS CITY.—Eugene C. Reppert, 72. 
former partner in the old Kelley-Reppert 
Motor Co. (Ford), died May 24. 
* * * 


James H. Johnston 
MANCHESTER, N. H.-—James H. John- 
ston, pioneer in the automobile industry 
and builder of the first gasoline auto in 
Manchester, died at his home May 19. 
* * * 


Benjamin Wood 
GREENWICH, Conn.—Benjamin Wood, 
60, executive director of the American 
Rayon Institute, died May 20. 
* * * 


Richard H. Giddey 





DETROIT. -— Richard H, Giddey, 61, 
publisher of the magazine Automobile 
Times, died May 26. He formerly was 


with the Michigan Secretary of State's 
Motor Vehicle division. 


parent. As a Ford dealer put it, 
“You might say there are no two 
cars exactly alike.” 

* + > 


_— Monroney-Thurmond price- 
disclosure bill would clear up 
some of this confusion since it 
would require every car to carry a 
sticker listing the price of each 
item of optional equipment, 


Many dealers oppose the meas- 
ure, however, because of an inher- 
ent distaste for Federal regulation 
of business. 


Dealers in several areas have 
tried to educate the public about 
prices by posting manufacturer’s 
suggested retail figures for cars 
and equipment in their show- 
rooms. These figures include all 
charges except state sales tax, 
license and title. 


A veteran in this program is 
Krajenke Buick Sales, Inc., Ham- 
tramck, Mich., which has had a 
price chart on the wall since early 
January. Richard Krajenke, a co- 
owner, said last week that he is 
well pleased with the results. 

“Customers like it,” he said. 
“They gravitate toward it, Often, 
while a car is being appraised, a 
customer will take out a pencil and 
start figuring how much equipment 
he can buy.” 

* > = 


THER dealers like the price 

charts because “we can show 
the customer exactly how much 
discount he’s getting,” or because 
they show the price difference be- 
tween various series and body styles | 
and help the buyer decide what! 





specific model he wants to talk 
about. 


One of the most avid supporters | 
of posted prices is David L. Blau-| 
shild, a Chrysler-Plymouth retailer 
who is president of the Cleveland) 
Automobile Dealers Assn. 


Cleveland dealers in all lines 
began posting their prices May 8, 
and Blaushild believes it has done 
much to generate goodwill toward 
the city’s auto retailers. 


“Customers aren’t synical any 
more,” he said. “They’re on our 
side now because they know our | 
prices are fair and are not 
packed.” 

An important part of the Cleve- 
land program is a $5,000 bond pat 
each dealer, assuring that his! 
posted prices are those suggested | 
by the manufacturer. “The bond 
has convinced people that this is 
no gimmick,” Blaushild said. 

He added that 125 of Cleveland's 
138 dealerships are participating in| 
the program. Asked if there have| 
been any complaints from custom-| 
ers, he replied: “Not a one.” 

> * * 





| 
pUAveHILD emphasized that! 
the price-posting program is not | 
under attack in the Cleveland) 
grand jury investigation of auto 
pricing which was announced last 
week by the Justice Department. 
Most of the city’s dealers have 
been subpenaed for the hearings 
which began today (June 2). 


The probe concerns packing and 
is an extension of an inquiry which 
began in Washington in April. 

The price -posting plan will 
show the probers that the Cleve- 
land dealers have made a sin- 
cere effort to eliminate price con- 
fusion, according to Blaushild. 


In a statement on the grand-jury 
inquiry, the Cleveland Automobile | 
Dealers Assn, declared, “This in- 
vestigation is unfounded, unneces- 
sary and a needless waste of the 
taxpayers’ money. 

“Events will prove that the 





Borg-Warner Occupies 


New Chicago Quarters 


CHICAGO.—The central office of 
Borg-Warner Corp. has been moved 
to the new Borg-Warner Building 
at 200 S. Michigan. The corporation, 
which vacated space in the Conti- 
nental Companies Building, at 310 
S. Michigan, after almost 30 years, 
took over the top three floors of 
the new building. 

The building was named for 
Borg-Warner because the corpora- 
tion is its principal tenant. The 
company, however, has no financial 
interest in the structure. 





Cleveland auto dealers, by use of 

their rigid code of ethics, their 

advertising code and their Honor- 

Bonded pricing policy, are com- 

pletely free of guilt in this matter.” 
* * * 


ee in pricing, a pro- 
motion by a group of Detroit-| 
area dealers brought on a war of| 
words with neighboring auto mer-| 


chants. 

Involved are dealers in Ferndale) 
and Birmingham, suburbs about) 
five miles apart in the North Wood- | 
ward section. In the middle, geo- 
graphically, are about half a dozen) 
Royal Oak dealers who are siding 
with the Birminghamites, 

The fun began 10 days ago 
when the Ferndale contingent 
advertised, “why wait for Con- 








tered by warning customers to “be- 
ware of gimmicks.” They declared 
that “nobody can give away any American-made cars. 


—= 


more than we're giving—we can 
meet any deal they’re making.’ 
+ * * 


Rambler Deal Offers 


$250 for Price Error 


FREDERICKSBURG, Va. 
Capital Motors (Rambler), of- 
fered a $250 reward “for infor- 
mation leading to proof that we 
price our cars higher than 
factory-suggested delivered 
prices.” 

Noting that each of its cars 
carries a price tag, Capital said: 
“In cooperation with the aims of 
the congressional committee now 
dealing with this subject, we feel 
it is a service to the community 
to publicize factory-delivered 
prices—as we have always ‘done 
since establishing our dealership.” 


FERNDALE spokesinan 

denied the “gimmick” charge 
and said his group would con‘ inue 
to give away the amount of the 
excise—and more—despite Presj- 
dent Eisenhower’s plea to Congress 
to keep the tax at its current level, 
Both groups reported sales in- 
creases for the week. 

A dealer several miles from 
the battlefield commented, “Any- 
body who thinks he’s getting a 
break by buying a car at 10 per- 
cent off full list ought to do some 
shopping. He’d find that most 
dealers are discounting closer to 
20 percent.” 

A footnote was added by Law- 
rence C. Falvey, president of Fal- 
vey Motor Sales Co., Ferndale, 
which handles nine imported 
makes. Falvey said his dealership 
is participating in the Ferndale 
sales drive, but noted that the ex- 
cise reduction applies only to 





gress? We've reduced our prices 
by the amount of the exice tax.” 
The Birmingham dealers coun-| 


CLASSIFIED WANT ADS 


Reaching an estimated 
RATES: TWENTY-TWO CENTS 


eR ies Ce eT 
(22¢) 


Ue ek de 


PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address 


Box Number ads are forwarded to advertiser, unopened. Display ads 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request 


WANT AD DEPT., 


4 HELP WANTED 


EARN $1,200 - $6,000 YEAR extra spare 
time income just by presenting new ideas 
to car dealers. No selling. Permanent, 
interesting. Man or woman. Mercury 
Business Systems, Inc., 3148 W. Pico 
Bivd., Los Angeles 19. 





FLEET SALES 
EXPERIENCE WANTED 


National distributor for revolutionary new 
electrical component is now building sales 
force. This is an opportunity for experienced 
salesmen who have successfully serviced the 
fleet and commercia! market. The product 
will sell itself once the fleet owner knows 
of its amazing money-saving advantages. If 
you qualify, your income from the exclusive 
sales territory assigned to you should exceed 
$15,000 the first twelve months you handle 


| this item. Send a complete resume of sales 


personal history to: DIETZ 
14420 GRATIOT, DE- 


experience and 
SALES ASSOCIATES, 
TROIT 5, MICHIGAN. 





MANAGER — M-E-L 150 car 
Buy-in buy-out oppor- 
News, 


GENERAL 
deal, northeast. 
tunity. Box 8259, c/o Automotive 
Detroit 26. 


WE HAVE OPENINGS for office, service 
and parts department personnel. Write 
us complete details of your qualifications. 
Fees reasonable. George E. Kinney In- 
ventory Co., Employment Service Dept., 

Box 5245, Atlanta 7, Georgia. 





POSITION WANTED 


To encourage this classification for the 


benefit of those seeking 

Position Wanted Ads are 

Td aha ey nomely 

SA) nsertion. $1.00 per in- 

sertion for use of a box 7 P) 

Half-rate does not apply 
m this section 


employment 
accepted of 
a aie 
ae a 
number 
TM hes 

to disploy od 





SALES MANAGER AND GENERAL MAN- 
AGER—Wants to locate in northwest 
with some congenial dealer (future buy-in 
privilege preferred). 7 years’ Chrysler, 
3 years’ GM management without a red 
year. Know all phases of operation and 
how to make money. Financial and fac- 
tory references gladly given. Please ad- 
dress replies to Sales Manager, 1331 Glen 
Eyrie St., San Jose, California. 





MECHANIC, top-flight. 30 years’ experi- 
ence, sober, capable of taking charge. | 
Desires position with car or truck dealer 
in state of Florida. Write E. 8. Phillips, 
Frances Hotel, Springfield, Ohio. 


AUTOMOTIVE ACCOUNTANT — Desires 
connection with 100-200 car Ford or GM 
dealer. Ex-dealer—Virginia, well quali- 
fied, factory recommendations. Southern 
territory preferred. Interview any time 
or place. Box 8245, c/o Automotive 
News, Detroit 26. 


IMPORTED CAR DISTRIBUTOR needing 
representation in the New England area. 
Ex-factory representative, GM _ dealer, 
plus experience with foreign cars. Know 
the New England territory. Best of ref- 
erences, Box 8247, c/o Automotive News, 
Detroit 26. 


SERVICE SALESMAN—Top flight ability 
—Leaving for Florida this summer, 
would like to correspond with potential 
employer. Box 8233, c/o Automotive 
News, Detroit 26. 











at regular rates. Add One Dollar 





($1) 


insertion for use of a box number. Replies to 
$12.30 per column inch. CLOSING 


aa 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


POSITION WANTED DEALERSHIPS AVAILABLE 


AVAILABLE—Combination manager, sales} DEALERSHIP HANDLING BUICK AND 


manager, appraiser, used car manager. OPEL—FLORIDA—1957 area population 
Presently employed in that capacity at estimated at 25,000. Citrus, vegetables, 
West Coast's largest retail import agency. cattle, railroad center with shops, Naval 
An unusually successful background Air Base. I am 63 years old and want 
that can be checked. Prefer deal pres- | to retire. Factory approval and cash re 
ently moving over 500 new units per} quired. In reply give business experience 
year. Box 8196, c/o Automotive News, and banking references. Box 8257, c/o 
Detroit 26. | Automotive News, Detroit 26 








DEALERS ATTENTION! Are you 


DEALERSHIP HANDLING FORD in good | 


CONNECTICUT DEALERSHIP HAN- 


HANDLING CADILLAC-PONTIAC in well 
located western Pennsylvania industrial 
area—not metropolitan. 175 car poten- 
tial. No used cars or receivables to buy. 
$35,000 will handle. Box 8262, c/o Auto 
motive News, Detroit 26. 


inter- 
ested in leasing? Two top experienced 
men with manager and sales experience | 
in leasing, plus accounts already leasing, | 
desire opening a lease department for | 
you. Plan for a profitable future in leas-/ 
ing, but plan now. A plan tried and | 
proven with over ten years’ profitable 
performance. Box 8265, c/o Automotive | 


News, Detroit 26. an | L L oO Y D 





” DEALERSHIPS AVAILABLE 
Germany's Leading Light Car 


$1,295 P.O.E. 


Get the franchise in your town while it 
is available. 


farming and strip mine center in west) 
central Illinois. High income and wage 
area. Will sell at inventory price. Write 
P. O. Box E, Cuba, Fulton County, Iili- 
nois. 


DLING FORD—Two to three hundred 
car franchise located in a town of 30,000. | : : 
This is a good going deal and not mis-| Write for details 
managed bail-out proposition. Good shop 


and facilities, excellent lease. Buy only | LLOYD CARS CORPORATION 


parts and equipment. Factory approval 





required. No brokers, please. For infor-| IMPORTERS 
mation write Room 30, Buckingham 
Building, 111 Grand St., Waterbury. Box 3940 Miami 24, Florida 


Connecticut. 





NORTHERN VIRGINIA 


ILLINOIS DEALERSHIP, 








NORTH GEORGIA—DEALERSHIP HAN- 





DEALERSHIP— 
Buy only equipment, plus desired parts. 
Rent $125 per month includes most of/| 
heavy equipment. Presently handling 
Dodge-Pliymouth, Box 8271, c/o Automo- 


tive News, Detroit 26. 


SOUTHEAST FLORIDA—major metropoll- 
tan city dealership handling General 
Motors. Buy only parts, furniture, equip- 
ment and lease on modern plant with 
facilities for volume operation. Furnish 
bank or finance company reference. Box 
8240, c/o Automotive News, Detroit 26. 


FLORIDA DEALERSHIP handling Buick. 


100,000 city ex- 
clusive handling Pontiac and Vauxhall. | 
Established 20 years. Service absorption 


high, Will lease building, paved used car Opel and Rambler, Fast growing, stable 
lot, service lot and/or extra parking area. High per capita income, excellent 
area. $50,000 should handle deal. Pur- facilities. Will lease or sell. No used 
chaser must have factory approval. In- cars to buy—Approval of factories and 


spection at your convenience. Write Box 


cash required. Box 8266, c/o Automotive 
8273, c/o Automotive News, Detroit 26. “ , 


News, Detroit 26. 
| HANDLING CHEVROLET AND OLDS- 
MOBILE. Population of trading area 





HANDLING CADILLAC-OLDSMOBILE-GMC 30,000, selling over 200 new and 400 
Located in fast-growing agricultural-oil area used annually. Price $25,000, plus inven- 
of west Texas, Due to other business interests,| ‘Ory Of parts. Approximately 50 miles 


from Atlanta, Georgia. Must have fac- 


will sell one of the most attractive dealer- tory approval. Strictly confidential. Bom 
ships in this area. Buy only parts, equipment | 8267, c/o Automotive News, Detroit 26. 
and leasehold improvements. Call or write | SIGHIGAN — SOUTHEASTERN — Dealer- 
Elvin Crow, Box 1130, Pecos, Texas. Hickory ship handling Ford. Retailed over 500 
5-2611. new and used cars in 1957. On important 


state route, area population about 10,000. 
Modern building and latest equipment 
with spacious parts room and shop with 
paint booth. Will sell parts, equipment, 
fixtures, files, sales records, signs and 
miscellaneous, Will lease or sell building 


DLING CHEVROLET, 200 car potential. 
Equipment and parts at inventory. Most 
modern garage, body shop and nearly 


new showroom at $3.50 per square foot and spacious used car lot. Priced low. 
or lease to proper person. Heart of| Box 8268, c/o Automotive News, Detroit 
chicken belt, near Lake Lanier. Excel- 26. 

lent climate—only one competitor—no 

blue sky. Box 8242, c/o Automotive 





News, Detroit 26. 





DEALERSHIP HANDLING PLYMOUTH, 


DISTRIBUTORSHIP 
AVAILABLE 
IN OKLAHOMA 


Dodge, DeSoto, trucks in Michigan. In- 
cludes fast growing leasing business. 
Located in expanding community. Will 
lease everything except parts if desired. 
Box 8260, c/o Automotive News, Detroit 





26. 
HANDLING FORD—Southwest city ap-| Custom body maker with excellent na- 
proximately 30,000. Potential 250 up./ tional industry acceptance is looking for 


Diversified industry. Unusual opportunity 
in beautiful, growing town. Buy-out 
$42,500 without used units or accounts. 
Very low rent. No brokers. Box 8261, 
c/o Automotive News, Detroit 26. 


an established, hard-hitting automotive 
sales organization for the state of Okla- 
homa. Highest quality product and sound, 





MANUFACTURER’S REPRESENTATIVE, 
experienced—-calling on automobile deal- 
ers and automotive jobbers in Pennsyl- 
vania—looking for new lines. Former 
retail dealer and factory representative. 
Box 8270, c/o Automotive News, De- 
troit 26. 


‘ 


SOUTHERN CALIFORNIA — Suburban 


dealership handling DeSoto - Plymouth. 
Excellent location, modern facilities, low 
lease agreement. 200 car potential. Sell- 
ing to buy bigger agency. Will consider 
controlling interest or buy-out offer. Box 
8263, c/o Automotive News, Detroit 26. 


able future for the right team. Please 
give full details in reply to Box 8269, 
c/o Automotive News, Detroit 26. 














stable market and prospects, offers profit- © 
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— 


BUSINESS OPPORTUNITIES 


REVOLUTIONARY 


In field grossing $550 million annually, new 


DEALERSHIPS AVAILABLE 


DEA! ERSHIP FOR SALE handling Buick 
anc Opel most progressive town in Vir- 
in 150 car potential; no used cars to 





buy excellent location. Inspection at to ‘ 

your convenience—Must have factory ap- product surpasses competition with sensa- 
proval, Box 8215, c/o Automotive News, tional patent features. Item required all 
Detroit 26. automotive, industrial, farm, marine. Repeat 


sales automatic. $5,762.80 initial investment 
should gross $21,060 annually among vehicle 
registration 100,000. Exclusive distributorships. 
Write immediately Mr. Brazeli, Box 220, Des 
Moines, lowa. 

SD 





DEALERSHIPS WANTED 
GHEVROLET OR CADILLAC DUAL— 
150-300 car deal, southwest preferred. 
Factory approval assured. Box 8258, c/o 
Automotive News, Detroit 26. 


oa creme MAILING LISTS 


MILITARY BUSINESS = Yciec: Piymouth, Desoto, Chrysler, Olas- 


— Got Your Share? — mobile, Pontiac, Buick dealers, Complete 











2 > national list. June, 1958 checked, On 
Militery people will want to: addressed labels, 35M, $14 per M. Box 
8264, c/o. Automotive News, Detroit 26. 


Finance for 30 to 36 months. 

Register and Title car out of state. 

Take car overseas without refinancing. 

Get low, money saving, financing rates. 

Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis for 
officers and first three grades enlisted per- 
sonne! 

mili 
Finance Co. 





DECAL TRANSFERS 


TRUCK DECALS; 
durable, brilliant colors, 
ples. Allied Decals, Inc., 
Cleveland 3, Ohio. 


CARS FOR SALE 


FOR SALE 


100 1957 DODGE 
Swept-Wing Taxicabs 


brand 
white 





no charge for sketch; 
Write for sam- 


Military 





H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 
LOCATOR AND 


REPOSSESSION SERVICE 


and America’s Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources, offers customer references 
in 35 states. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks. Specialists 
in locating and recovering chattels. Write |) 
P. O. Box 862 or phone BR 2-2034, BR 

$-3757, Greensboro, North Carolina. | 


| Also, 1957 Ford taxicabs, 1956 
Ford taxicabs, 1956 Chevrolet 
taxicabs. 


Automatic Transmission — Four 
750 x 14 
over coral. 


new tires—color 


Exceptional condition 


$650 EACH 


F.0.B. Philadelphia or New York City 


Special price on order of 12 or more. 


INVENTORY SERVICE 
Parts and Accessories 
2 CERTIFIED REPORTS + 


@ Obsolescence Disclosed 

@ Shortage or Overage Established 

@ Inventory Investment Evaluated 

@ Anclysis of Methods and Procedures 


full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 


Phone, Wire or Write 


SID LAVENE 


Fleet and Taxicab Specialist 


John Bartram Hotel, Locust & Broad Sts., 
| Philadelphia, Pa. 


Phone: Kingsley 6-1100, Suite 529 





IF YOU NEED office, service or parts de- 
partment personnel, list your require- 
ments with us. We will make every ef- 
fort to supply your needs. George E. 
Kinney Inventory Co., Employment Serv- 
ice Dept., Box 5245, Atlanta 7, Georgia. 


DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 


Shipped by the 
World's Largest Independent 
Volkswagen Operation 
All Cars Selected, Serviced, Cleaned 
and Expertly Directly to 
All U. S. Ports. Contact ovr Ameri- 
con Representatives for Details. 
Expincorp, 
Lyndhurst, New Jersey 
Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Knew Your Supplier) 
Also Supplying Station Wagons, 
Panels, Pick-ups, Buses, Etc. 


Export Industrial Corp., S. A., 
Hamburg |, Germany 








WANTED 
West Coast Auto Dealers 


who need help in organizing to build 
profits. No gimmicks — sound business 
methods established for solid profits on 
today’s market by man with 20 years’ ex- 
perience with management company. 
Replies held confidential. Box 8272, </o 
Automotive News, Detroit 26. 








DISCOURAGED? 


Don't give up yet. A small ad in the 
Wont Ad columns of Automotive News 
can help you locate that hard-to-get 
port—or that 
monager — or those used cars. 





experienced service 





VOLKSWAGENS 


Sedans, Convertibles, Ghias, Karmann 
Ghia Convertibles—'57, ‘58 
Buses—Deluxe Buses 


Wholesale—To Dealers 


Send your message across the nation 
through an 
AUTOMOTIVE NEWS WANT AD 





Write or call 


DOUGLAS MOTORS CORP. 
2317 So. Main, Houston, Texas 
CApital 3-420! 


(Will ship to all ports) 


——{————— 


DEALERS ONLY 
WHOLESALE 
VOLKSWAGENS AND 
KARMANN GHIAS 
New 1958s and Used 1957s 





$100 REWARD leading to actual recovery 
of 1956 Cadillac sedan, Model No. 62, 
Serial No, 5662-045549, pale green color, 
with air conditioning and possible Florida 


Plates. Driver, man known as M, A. . 
(Chick) Gardner, age 44, white, auto Stock of 75 cars on hand at all times. 
Salesman (resembles ‘‘Spike Jones’’). Immediate delivery. Write or phone: 


Call collect MAin 3-3454, General Auto 


Dan Matroni 
Sales, 290 S. Stone, Tucson, Arizona. 


Foreign Car Division 
Underhill Motor Corp. 
1860 Broadway, New York, N. Y. 

JUdson 2-5930 

JUdson 2-5931 


24 hour telephone service 





#0 REWARD leading to the actual recov- 
ery of a 1954 Hudson Wasp 2-door, blue 
color. Engine No. 4283959. Driver, man 
known as Eugene E. Jordan, age 34, be- 
lieved to be in Texas area. Call or wire 
collect GL 6-1531, Nelson Enterprises, 
Inc., 355 Sheldon Ave. 8S. E., Grand 
Rapids, Michigan. 


8356 Hough, | 











|—Call the largest import dealer in the mid- 





| Mercedes-Benz 300 SL Coupe, driven 200 miles 


CARS FOR SALE 


SHOP |! 





1953 ROLLS ROYCE CONVERTIBLE— | ATTENTION 


Automatic transmission, radio, white 
wall tires. This automobile is finished in 
blue and silver and is in immaculate 
condition, For further information con- 
tact Lorne McDonald, Wallaceburg, On- 
tario. Phone: MAyfair 7-3344. 





VOLKSWAGENS 


Sedans, Convertibles, Ghias, 
Karmann Ghia Convertibles—'57, '58 


Wholesale—To Dealers Only 
Immediate Delivery 
Write or call 
F. H. K. CORPORATION 


30-15 35th Ave. Long Island City 6, N. Y. 
Tel: EMpire 1-0557 
EMpire 1-0600 








WORLD'S FINEST SPORTS CAR 


Gull-Wing Door Model. Fully equipped. 
A real buy at $8,250 


MORTON MOTOR COMPANY 


3141 Farnam St. Omaha 31, Nebraska 





CARS WANTED 


CARS WANTED 
Kind 


| 








Clark Smith 
PHOENIX AUTO AUCTION 
2201 Westward Bivd. Phoenix, Arizona 
Phone: Alpine 85768 








Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car inventories 
west. No stock too small or too large for 
us to handle. Write or call: 
JAN ROSS MOTOR CC. 
Import Division, 380 E. Broad St., 
Columbus, Ohio. CApitol 8-4514. 








STATION WAGONS WANTED 


Any Make or Model 


demana for late model Mercury, 
Rambler, Oldsmobile, and all Chrysler prod- | 


DEMPSEY'S AUTO MARKET 
5950 N. Broad St. Philadelphia, 
WaAverly 7-2100 








PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack's Auto Parts, 
Anderson Ave., Cliffside, N. J. Phone: 
WHitney 3-6666. 


ACCESSORIES FOR SALE 


8 











NEW AUTO RADIOS 


1953-4 Chev., 6 tube manual, 


if ee $29.95 
1955-6 Chev., 6 tube manual, 

GD GEE wancevecececascaes 29.95 
1957 Chev., transistor powered, 

Ee GEL, dncacnecedcacnsese 32.5 
1958 Chev., transistor powered, 

ONE GRE neers. ccccens 34.95 | 
1957 Chev., PB, model CTA7X ....... 41.95 
1954 Ford, 6 tube manual, 


model FDM4 
1957-8 Ford, 6 tube manual, 
mod Ms 


CE MEE bb 04s 04 bednsesccsns 29.95 
1956 Plymouth, 6 tube manual, 

CE UE ccadansnadsecccoscs GG 
1957-8 Plymouth, 6 tube manual, 

“"") ees 
1956 Mercury, PB, 8 tube, 

i RES 
1957-8 Mercury, PB, 8 tube, 

ere 
1958 Pontiac, PB, Model CTA7XP.... 47.95 
1957 Volkswagen, PB, Model VWA7.. 41.95 


Fast COD shipment F.O.B. N. Y. 
Catalog upon request 
LIBERTY AUTO RADIO, INC. 


191 E. 161 St. New York 51, N. Y. 
LUdiow 8-7111 








LUGGAGE CARRIERS 
All Aluminum — Permanent Type 


Full Length | Half Length 
$62.30 $54.95 
72" platform 51" platform 
CANELL CO. 


Little Ferry, New Jersey 
Send for Details 





SCHOOL BUSES WANTED 


SCHOOL BUSES WANTED—one or twenty, 
1951s up—36 to 66 passenger, Quick ac- 
tion. Write Box 8232, c/o Automotive 
News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


FOR SALE: Forced out of our location— 
will sell two washmobiles that cost us 
over $3,000 for $350. One complete unit 
$250. Reply to Ford Dealer, Covington, 
Georgia. 


FOR SALE — Complete Inland radiator 
shop, nearly new, automatic gas fired, 
electric elevator tanks. Complete de- 
tails on request. Less than half price. 
H, R, Sivers, Fulton, New York. 
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SHOP EQUIPMENT FOR SALE MISCELLANEOUS 


ATTENTION DEALERS—I have for you 
one excellent front end machine, tue | 








29. Will deal for both—$550. Call Jim 
Diemer, Atlanta, Georgia, Jackson 4-| 
8021; or write 603 Rhodes Haverty Build-| 
ing, Atlanta, Georgia. | 
EDSEL essential service tools, complete set | 
never unpacked. Also reflective outside | 
haust fan — Also Visua-Liner complete. | ij OW-PILO I 
Associated Motors, Inc., 11th and Cen-| 
tral, Anderson, Indiana. 
WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 


style, equipped to handle all cars includ- 
ing current 1958 models. One ‘Brake | 
Doctor’’ A-1 condition. Location Ander-| 
son, South Carolina (southwest) U. 8. | e an 
sign. Very reasonable, Frank Bradford, | B L U E 2 C H 1 PF 
Newburyport, Mass. 5 
M-E PAINT BOOTH with lights and ex-| 
ANTIQUE CARS FOR SALE _i| 
FOR SALE: One black 1914 Model ‘A’ | 

Ford. Perfect running condition. Reply | 

to James Rogers, Phone 3432, Covington, 

Georgia. 

recovered. $250. J. A. White, 23050 Nor- 

folk, Detroit. KEnwood 2-7640. PERFORMANCE 
Dealers’ List Price............ $69.80 
Dealers’ Special Discount 25%. 17.45 


MISCELLANEOUS 
CONVERTIBLE TOPS, $18.75. Willys Jeep 
tops, $72.20. Headlinings, $12.50, Boat 





convertible tops, $30.00. Free Catalog. 
Big Buck, 500 Rantoul, Beverly, Mass. 






























Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $52.35 
Federal Excise Tax Included 


* 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


The “ORIGINAL YELLOW" 


Automatic BrakinG 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL ¢ 45 
“WRIST ACTION" 51 

Incldg. BRAKE HOOK-UP ee 


~“IGIA WIN Ww< 


COMPLETE with Acti 
45 crion 
SRARE nooner *61 Four Clamp Hook-Up 
Deolers’ List Price............ $59.80 


TowKinG Hook-Up $45° Dealers’ Special Discount 25%. 14.95 
uwn TRAIL-KING 

Alt Foreign & American Cars 937-50 
Liberal “Trade In" or REBUILD 


Your OLD Tow Bars With Our 
SPECIAL CHANGEOVER KIT 









Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps .$44.85 
Federal Excise Tax Included 


Liberal Quantity Discounts 
To Distributors 


. Write for Illustrated Catalog 

Factory Sales Division 

PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
Since 1939" 


STEEL (Tow Bar) CARRYING YOUR 
CASE with Wheels & Handles CHOICE 
BROWNIE CARRY-ALL Only 
BAG Mounted ON 

Rubber-Tired WHEELS $11.11 


Tow Bar Sales Co. 


DE 20700 AN See” te RA ‘e717 = WHEELS, LTD. 
Call Collect “2 py chores: . 


on $100.00 orders 
40 So. Clinton St., Chicago 6, Ill. 


Toronto, Snterie 





- CARS FOR SALE — 











PUBLIC SALE OF 
COMMONWEALTH OF PENN- 
SYLVANIA USED CARS 


YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 


Will be offered for sale on sealed bid basis monthly by the Department of 
Property and Supplies. 

























General public and dealers are invited to bid. Invitations to bid listing cars 
and trucks, together with instructions to bidders, may be obtained by writing 
to: 


William M. Hower, Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd & Forster Streets, Harrisburg, Penna. 


'New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Pils ccecaewadéwes batons sues ease eaaddtastesasnasnebadenesassaeeel 

eG Dg on ond de eddbo be biceasakkscdeesidoseeia Zone No........- 

Co 0 40nbaee0nsanssdakssaceercasbakesseenckes PR ey Pe 
TRADE CONNECTION: 

Car Dealer [1] , Truck Dealer oO Manufacturer [] 


Jobber [] Insurance [] Financial [] Supplier 1 
Mahe oF Gites cncaccecs Cai cieademantnncetasones Oo vcccccecvcccsacses 








You, have the edge when youre an 


INTERNATIONAL 


BECAUSE: 


1. International has the most complete truck line 


2. International Trucks cost least to own 





MN 


3% 


(Every buyer is a prospect !) 


(This means money to a buyer!) 





DEALER 





® 


A valuable International Truck Franchise may be available for you. Write to: Manager of Sales, Motor 
Truck Division, International Harvester Company, 180 North Michigan Avenue, Chicago 1, Illinois. 


